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When Will Clearance Sales Stop? 


3 NEVER worked so hard in my life to take a 
I loss” is the way one merchant defines his 
clearance season activities. For weeks now, 
merchants have been giving their stores clearance 
treatment and so thoroughly have they occupied their 
minds with the subject that perhaps they have given 
less than the necessary attention to their Fall 
business. 

Thinking ahead, however, is requisite in the shoe 
business, for only by anticipation can footwear be 
created. Here is a bit of advice, equally as good as 
that which we gave weeks ago when we urged you to 
consider the misplaced clearance season as a hurry- 
up call to get rid of a lot of stock which it was not 
advisable to hold until next Spring. We think that 
you had courage to take our advice then and we hope 
you have the sagacity to consider our advice now. 
We say that the thing to do now is to plan your stock 
for Fall. We foresee no change in the transportation 
system and we feel that you will not get any extra- 
speed service on your Fall footwear. If you hold over 
until the harvest season, you will be lucky to get your 
October shoes by Christmas. 

A good idea of what railroad congestion is like can 
be obtained from looking out of the Recorder Edi- 
torial Rooms over an express terminal. There are 
cars there that have not moved for a month because 
of railroad embargoes. It is reasonable to suppose 
that there are cases of shoes in some of these cars. 
But transportation alone isn’t the principal factor to 
be considered in urging a merchant to place his orders. 
We have stated several times that the factor of price 
is the present bar to buying and we now also give a 
solution which is that the manufacturers stipulate 


that if a more favorable situation in the material 
market develops, the benefit be passed on to the 
merchants by either one of two methods; first, 
by grading up the shoe to make it a better value or 
second by making due monetary allowance at the 
time of shipment. 

And now comes the third item which is perhaps the 
most important. We foresee a condition of suspended 
factory operations in July. Tanners already are at 
50 per cent production, and we fear that July will 
show shoe manufacturing activities at even less than 
that figure. 

There is one of two things to be done. The mer- 
chant can guarantee himself an early Fall stock by 
placing his order now; or the manufacturer can go 
ahead on the speculative basis and make up shoes for 
in-stock. The latter protective measure is hardly 
likely because of the tight money market. 

This leaves the industry in this position: 

Unless a sufficient amount of orders come in to 
make it advisable to run factories in July, there will 
be no cutting and stitching, lasting, finishing, packing 
and delivery in the complicated organization of the 
factory, in time enough to permit the feeble transpor- 
tation system to get your shoes into your store on 
time for the vigorous renewal of business that should 
start in September. | 

Without this process, you have got to reconcile 
yourself to clearance months in July, August and 
September; for what else have you to offer? : 

The development of a change in style offers the 
only possible solution of how to create a vigorous 
season of shoe selling for it is obvious that, by Septem- 
ber 1, the American public will be filled up withlow foot- 
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wear. A strong indication developed this week in the 
acceptance by certain big shoe buyers in the large 
cities of 10-inch boots, selected in a range of five 
colors with some of them in combination. 

Good merchandising practice dictates a change in 
style when there is a surfeit of any one type of shoe. 
Take a tip from the apparel trades. If shirt waists 

‘one season are short-sleeved, the next they will be 
made long, but it would not be good style judgment 
from a dollar viewpoint to reverse the process because 
scissors and thread would do the trick. The change 
is made next to a regular waist line and from that 
to an apron effect, with the same style decision pre- 
venting the use of scissors and thread in the making 
of a new style. 

In skirts, they never change from long to short on 
the same silhouette but rather increase the yardage to 
make home correction impossible. 

The thought in style building is “hit ’em where 
they ain’t” and boots will do the trick as the first 
aid to better merchandising next Fall. There is al- 
ways a place for low cuts the year around, so there 
will always be activity in sonre of your present stock 
held for Fall sale. In variety.of style is the opportun- 
ity for “more pairs” this Fall—so make the change 
operative in early September. 





“On Your Way” 


HE Style Show circuit this year is larger than ever 
before. The American merchant little realizes 
how fortunate he is in having the opportunity to 
compare in one market-place, hundreds of lines of 
shoes placed before him on a competitive basis. In 
foreign lands, such a practice is unknown and the 
buyer is invariably at the mercy of the skilled travel- 
ing salesman. 

If there ever was a time for a comparison of values 
and a study of styles and materials, this is the season. 
Come out of your store and get the benefit of meeting 
hundreds of merchants, salesmen and manufacturers, 
thereby bettering your trading instinct. 

The shoe trade quite lost its trading ability under 
the easy methods brought about by a seller’s market 
of rising prices. Now is the time to sharpen up on 
values and on style so that you in turn can pass on 
the benefits to the public. You will find open forums 
of footwear, leather and supplies in each of the 
markets. 
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Do not fail to swing around the circuit, making 
those centers conducting official style shows as well as 
those doing business “‘as usual.” 

What you are really getting by so doing is a meas- 
uring stick on styles and values based on a most favor- _ 
able buyer’s market condition where competition and 
not shortage makes the price. Make the most of it, 
by packing your grip and getting ‘‘on your way.” 





Cripples and Closet Storage 


HE chiropodists and the. Salvation Army ought 
both to be rubbing their hands with satisfac- 
tion, in these days of shoe dumping, the former be- 
_ cause of the new crop of crippled feet that are going to 
be produced, the latter because of the prospect of an 
added supply of second hand shoes given away by 
the wearers. For the public as usual is rushing to 
these sales and grabbing up poorly-fitted shoes which 
will never give them any service and which are sure 
to be discarded later. 

It is the same old story. When people undertake 
to do their own shoe buying, without expert advice, 
they succeed in lugging home a lot of junk, which will 
be thrust aside and tossed into the closet, after a few 
painful efforts at wearing. The closets had been 
pretty well cleaned out during the past few years of 
repairing and economizing; but this shoe dumping 
will fill them up again with a useless surplus. 

A shoe that does not fit is never a bargain at any 
price: That one solid, basic truth ought to be 
jammed into the popular mind. The wearer will 
get neither service nor satisfaction from a misfit, 
Neither will he get a full measure of satisfaction 
from a shoe that is years out of style, of a kind that 
is being sandwiched in among later shoes in these 
dumping sales. After the fever for -bargains cools 
down people will have learned these lessons all over 
again and will be ready to go back to sensible shoe 
buying, at fair prices, in stores which render intelli- 
gent service in the selection and fitting of shoes. 
They will be glad to buy shoes from a real shoe man, 
in a real shoe store. They will serve true economy 
by so doing, and will be found sustaining the right 
kind of shoe selling. The best interests of the trade 
and of the public in this matter are one and the same. 
There is neither profit nor economy in shoe dumping, 
to anyone concerned therein, either as buyer or 
seller. 





about shoes to be found on pages 47 to 50. 








THERE IS EDUCATIONAL WORK TO BE DONE to re-establish the good will of the retail shoe 
trade with the public. Every intelligent wearer of shoes will be interested in the truthful instruction 
The public should have a chance to see the series of “Re- 
corder” Shoe Truths, not only in the show window, but in the advertising columns of your newspapers. 
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Right and Wrong Banking 


ro. EE-EN-TLEMEN! The next number on the 
program will be that soul-stirring melodramer 
in one act, intitulled ‘Did She Fall or Was She 
Pushed’?”” A near question of interest regarding 
some of the recent big shoe stampeders is whether 
they acted voluntarily or under strong compulsion. 
Did they start the movement in order to loosen up 
the trade. and from patriotic motives, or were they 
pinched by their banks? In some cases, the headlong 
and wholesale dumping of shoe stocks has been 
regarded largely as a confession of financial weakness. 
Creditors took it as a reason for demanding their 
money; as when one creditor comes down, there is 
usually a whole avalanche of them, each one grabbing 
for fear the others will get it all. 
In some cases, out through the country, local 
banks got nervous or greedy, one or the other. It 


is unfortunate that there are still bankers to be found ° 


here and there in the smaller cities and towns who 
have the souls of rats and sharks, rather than of 
business men. Their main conception of profit- 
making in banking is to get a merchant or a farmer 
in a tight place, wreck him financially, and then 
pick the bones. They have no idea of helping a man 
through tight places, of building up his business, of 
making him an expanding element in the community, 
to their mutual advantage. They are wreckers, but 
not builders. 

Look out for these loan-sharks in your local town. 
Don’t get caught with your fingers in the crack of 
the door. If it ever becomes possible, transfer your 
banking business to right kind of banker, to the 
man who is trying to help you to grow, not trying to 
stab you in an unguarded moment. And if “‘liquidate”’ 
is the fashion—well, you can’t afford to be too far 
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out of fashion. in these days. It depends on what 
you need; you know more about that than anyone else. 





A Few Peaked Prices 


F the busy birds‘ who are scratching for profiteers 

for the Government want to get some idea of: 
the possibilities of transmuting leather into gold, 
they should look outside the shoe trade. We note 
recent advertisements of a store carrying other leather 
goods. A few of the prices will be instructive. For 
example, leather poker set, $28.00;. men’s 20-inch 
traveling bag, $76.00; men’s cape gloves, $9.00; 
alligator skin trunk, $325; women’s hand bags, $22; 
women’s satchels, $64. 

Such articles certainly are luxuries, beyond all 
question. They scrape the clouds compared with 
shoe prices. But nobody raises a storm, nobody 
demands a senatorial investigation. It is only 
shoes, one of the most economically manufactured 
and merchandised of all commodities, in regard to 
which wild-eyed rumors pass for truth and are 
made the basis of action. Shoes are the best bargain 
of all articles that people buy, upon which they skimp 
first and pinch hardest, when a fit of economy strikes 
them. 

The one trade of all which has done the least 
profiteering gets the most blame for high prices. 
The cheapest of all articles is. subject to the most 
insistent demand for price reductions. .This is 
illogical and unreasonable.- Because such an attitude 
has been common with the public is no good reason 
why it should continue to be. The public ought to be 
educated by every possible means into a fairer and 
more reasonable attitude in the matter for their own 
good as well as that of the trade. 





Kreider Bill Designed to Stabilize Market. 42 
Extracts from address made by Congress- 
man Kreider before House of Representa- 
tives. ; 


Material Decline in Prices Unlikely 
This is sentiment of meeting held by 
Massachusetts Retail Shoe Merchants’ 
Association. 


When Will the Railroads Deliver ? 
Partial breakdown of transportation sys- 
tern may make early ordering advisable. 


Reduction Sale Ads Attacked by Merchant 51 
From address of President Werner before 
California Convention at San Diego. 





High Lights In This Issue 


The Following Are Among the Recorder Features Which Should Be 
Checked and Initialed by Your Entire Salesforce 


Also, on Other Pages, Stories of the Coming 
Style Shows in Chicago, Rochester, Boston 
and Philadelphia. 


Note Carefully 
Mr. 





Articles Advt. 























Return to 
circuit is completed, with comments or sug- 


gestions, if any. 
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Big Boston Market 


Three Hundred Exhibits, a Conven- 
tion of Merchants, Two Style 

Shows, One 

Scheduled for July 20-24 


June 26, 1920 


Big Outing 
LTTE: mf 
EXPOSITION ie 


STYLE SHOW, 


NATIONAL SHOE AND LEATHER EXPOSITION 


Boston, June 23—Boston’s big week, July 20-24, promises a display of footwear and leather in Mechanics 
Building, greater in size than that at the National Convention in January. 


Already Chester I. Campbell reports the filling up of Grand Hall, Exhibition Hall and a good possibility 
that there will be an overflow into Talbot Hall and the basement. This means a market-place where shoes can 


be compared in values—unequalled in the history of a mid-Summer market season. 





Allotting exhibit spaces was definitely launched last week 
and so numerous were the applications that the manage- 
ment was confronted with quite a delicate task. 

The allottments were made by drawings, under the direct 
supervision of the Executive Committee of the association, 
assisted by the Exhibit Committee, President Frank R. 
Briggs being personally in charge of the work. The drawing 
of lots consumed several hours, but the committee had the 
satisfaction of realizing that a “square deal” had been given 
to everybody, even though they may not have secured the 
exact locations they desired. 


The Call to Boston 


In addition to the general publicity that has been out- 
lined, several thousand shoe retailers throughout the country 
are being sent-letters of invitation jointly in the name of 
the Exposition Association and the Massachusetts Retail 
Shoe Merchants’ Association, urging them to be in Boston 
during the big trade week and pointing out that it will be 
an unusual opportunity to confer with the big men in the 
allied trades as to the future, and to definitely get their 
bearings with respect to Fall and Winter business. fe 

Along this line the New England Shoe and Leather Asso- 
ciation, over the signature of President Harry I. Thayer, 
sent to its members on June 16 a circular letter, which 
reads in part as follows: 


“As an industrial enterprise, our forthcoming first annual 
official shoe and leather exposition and style show, to be 
held in Mechanics Building, Boston, July 20—24, is already 
an assured success. 


Many Applications Received ; 


“Starting with the safe foundation of more than eighty 
member-concerns of our association as space-guarantors, 


the Exhibit Committee has been in daily receipt of large 
numbers of applications from prospective exhibitors repre- 
senting all of the branches of our allied trades in various 
parts of the United States, and it looks as if space would 
shortly be at a premium. There are still a number of desir- 
able locations available for those who move promptly, 


however. 

“The next thing to do is to ensure an Attendance of visit- 
ing retailers, wholesalers, manufacturefs and others com- 
mensurate with the importance of the exposition. The 
organizers of the enterprise, fully realizing what its success 
in this respect will- mean to our New~England trade, are 
leaving no effort untried to bring about a record visitation . 
of prospective buyers. 

“In this work they need the daily, even hourly continu- 
ous co-operation of our members, who, in the aggregate, are 
in a position to influence so many thousands of customers 
and business associates. 

“We, therefore, reiterate our previous request to our 
members that they utilize every means to reach and interest 
as many of their friends as possible, through personal letters, 
telegrams, mail enclosures, the use of our official ‘‘sticker’’ 
and label and in their trade-paper advertisements. 

“And above all, make timely preparations for the proper . 
reception and entertainment of your own customers when 
they come to New England next month.” 

The association also has requested its members to include 
in its special advertising in connection with the exposition 
as many constructive educational suggestions as possible 
along the line of instructing the. public as to the real under- 
lying causes for current shoe and leather prices. j 

_W. W. Willson of Rice & Hutchins, Inc., has been selected 
as chairman of the General Hospitality Committee for the 
Shoe and Leather Trade Week. 
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"Palmer House, Chicago, July 12-16 


Ni Bs CHICAGO NATIONAL SHOE EXPOSITION, 





Large Attendance Expected at Chicago Exposition 


Palmer House to Be “Mecca of Shoe Men’’ with Convention and 
Shoe Show in City at the Same Time | 


Chicago, June 23, 1920 
r | NHE. Palmer House in Chicago will be the 
“Mecca of Shoe Men,” July 12 to 16. Due 
. cause for their visit to this active shoe market 
that week will be the semi-annual 


Secretary Dave Davis said today that the number of 
exhibiting lines this time is larger than at any of the 
three preceding expositions. Prevailing conditions 
in-the shoe busipess today are expected to have been 
adjusted to such extent that shoe 
merchants will be ready to place 





Chicago Shoe Exposition, which is 
sponsored by the Chicago Shoe 
Travelers’ Association, with its large 
and militant membership. 

Many shoe dealers from various 
States in the Central West are mak- 
ing it evident to the Chicago 
Exposition Committee that they 
will be in Chicago and ready to 
place orders when the Exposition 
opens. Added to these will be the 
big attendance of [Illinois shoe 
dealers at the annual convention 
that same week of the Illinois Shoe 
Retailers’ Association. President 
Frank P. Meyer of Danville says 
his boys will be there in larger num- 
bers this year than at any preceding 
convention. The two attractions— 
the annual convention of Illinois 





a DAVIS 
Secreta Exposition Commit 
the pina! Shoe Travelers’ Association 


orders for needed stocks for Fall. 


Travelers to Entertain Merchants 


The Chicago Shoe Travelers’ As- 
sociation is arranging to have a part 
in the entertainment to be given 
the attending merchants at the 
annual convention in the Congress 
Hotel, July .12 to 14, and as their 
part will stage a. style show with 
models to follow immediately after 
the banquet on Wednesday night, 
July 14. 

Style will be the keynote of this 
parade of models. The shoes will be 
selected to match~ costumes and 
to fit, irrespective of their make and 
and without advertising any manu- 


tee of 
facturer. 








merchants and the exposition of more 
than two hundred lines of shoes and 
accessory merchandise on display—should make it 
possible for every live-wire shoe merchant of the 
Central West to meet his friends and competitors in 
the Windy City the second week in July. 


Committee Has 150 Rooms 


At the Palmer House, where the exposition will be 
held, one hundred and fifty rooms have been turned 
over to the Exposition Committee and every one of 
these rooms have been taken. In a large number of 
these display rooms there will be two and sometimes 
three different lines on display. 

While Chicago wholesalers and manufacturers are 
all included in the lines displayed, the list of exhibitors 
shows every section of the country represented. 


Plans for Wives of Delegates 


Today a committee of women was formed, at the 
insistence of Mrs. Frank B. King and Miss Mirian 
Kalisky, which met and laid their plans at luncheon 
for entertaining the wives of Illinois shoe merchants, 
here for the convention. 

One of the outstanding features of the work 
being done in putting this semi-annual exposition 
across is the enthusiasm of the members. of the 
Chicago Shoe Travelers’ Association, the president 
of which is Joe Kalisky; vice-president, H. R. King; 
secretary and treasurer, Dave Morris. 

The Exposition Committee is under the direction 
of Frank B. King, ably assisted by Dave Davis, 
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DAVE MORRIS 


Ss tary and T. of Chicago Shoe 
Travelers’ Association 














JOSEPH KALISKY 
President of Chicago Shoe Travelers’ Associa- 
tion 


FRANK B. KING 
Head of the Exposition Committee of the Chicago 
Shoe Travelers’ Association 














who has charge of the vast details involved. The 
office of the latter, at 35 South Dearborn Street is the 


Mecca of the traveling shoe salesmen home from 


their season’s trip. It is also the publication centre 
of the organization’s paper called the Chicago Shoe 
Traveler. 


Program of the Convention of the Illinois Shoe Retailers’ Association 


MONDAY, JULY 12 
Morning Session—Congress Hotel 
10. Registration opens. Distribution of badges and en- 
tertainment tickeis. Meeting of officers and directors. 
Then— Look over exhibits at Palmer House. Reception 
Committee. 


Afternoon Session—Congress Hotel 


1.30. Convention called to order by President F. P. 
Meyer. Address of Welcome by John O’Connor, pastpresi- 
dent of N.S. R.A. Address of welcome by Joe Kaliskey, 
president of Chicago Shoe Travelers. Roll call. Reading 
of minutes of 1919 annual meeting. Naming of committees. 
Address, “On What Basis Do I Pay Salary and Who Runs 
the Store,” R. M. Attebury, Galesburg, Ill. Address, “Cor- 
rect Fitting,” W. A. Catlin, Belvidere, Ill. Insurance Plan: 
Subjects to be discussed: ‘Cut Price Sales,” ‘““How to Treat 
Late Deliveries,” ‘Federal Control of Business.” 


MONDAY, JULY 12 
Evening Session 


Big Night! Exclusive entertainment for men. Exclusive 
entertainment for women. Location of each secret from the 


other. 


TUESDAY, JULY 13 


No Morning Session 


Look at exhibits at Palmer House. 


Afternoon Session—Congress Hotel 
1.30. “The Sale,” L. S. Abbott, Canton, Ill. Address, 
“Is Our Present System of Retailing Shoes All Wrong? If 
So, What Are You Going to Do About It?” C. E. Petot, 
Cleveland. Address, ““European Conditions Today as They 
Affect American Business,’’ E. B. Terhune, Boston, Mass., 
general manager and treasurer “Boot and Shoe Recorder.” 


Open discussions: ‘“‘What Are Legitimate Profits; How Shall 
They Be Figured?” “Style Picking; What Will Be ‘It’ for 
Fall, 1920.” Any subject you wish discussed. 


Tuesday Night 
Something surprisingly new and pleasingly different. 


WEDNESDAY, JULY 14 
Morning Session—Congress Hotel 

10. Report of Resolution Committee. Address, A. B. Cas- 
pari, Milwaukee, general chairman of 1921 National Con- 
vention. Address, E. W. Hertzler, president of Iowa Shoe 
Retailers’ Association. Subject, “Getting Back to a Turn- 
over Basis.’”” Address, a Chicago shoe traveler. Other sub- 
jects to be discussed from floor. 


Afternoon Session 


1.30. Address, James P. Orr: President’s message, 
F. P. Meyer. Address, John O’Connor. 


Wednesday Night 
Banquet; Style Show; dance. (Program not complete.) 
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Wisconsin Convention Committees Busy 


Madison, Wis., June 23.—The Wiscon- 
sin Retail Shoe Merchants’ Convention will 
be held at Madison, August 10, 11 and 12. 
Indications at present are that it will be 
the largest gathering of shoe merchants 
ever held in the State. Madison shoe 
merchants who are on the various conven- 
tion committees are holding meetings 
every few days and checking up on 
arrangements. 

The Program Committee is giving a lot 
of time to the selection of topics and 
speakers. Wisconsin conventions have 
always had good programs, but this year 
this feature promises to be better than 
ever. Topics of vital interest to shoe 
merchants are being selected and speakers 
of wide reputation are being asked to 
appear on the program. 

The members of the Entertainment 
Committee are slyly busy. They are not 


Ne 


WILLIAM C. SCHLAEFER 


President of the Wisconsin Retail Shoe Mer- 
chants’ Association 


saying much about their end of the pro- 
gram, but are doing a lot of chuckling, 
and itis a safe bet that Julius Breiten- 
bach and his helpers will plan for plenty of 
fun and frolic. Special arrangements have 
already been made for automobile parking 
space so those who drive to the capital 
city for the convention will be well taken 
care of. 

Manufacturers and wholesalers are tak- 
ing an unusual interest in this convention, 
more display space having been sold than 
for any former meeting. 

The convention sessions will all be held 
in the new $10,000,000 capitol building. 
The displays will be spread in the rotunda 
of the building. 

Madison is an ideal place for a mid- 
Summer meeting. There are four sizable 
lakes close to the city. The scenery is 
beautiful and the climate delightful. 





Corrected List of Exhibitors—Chicago National Shoe Exposition 


Chicago Spat & ere Co., Chicago 
Col cag Spa & is Co., 
B., Co., Rochester, N.Y 


Dalton Co., Brockton 
Dovenmuehle, et F. C., Sons, Chicago. 
Diamond Shoe Co., Brockton 

Co., The, Portsmouth, Ohio.. 

WL. s Shoe Co., Brockton 
D er nee ta & 

ecorators y icago 
Duttenhofer-Stevens Co., Cincinnati 
Davies Shoe Co., Racine, Wis 
4 oreo Mote 


. iroves & oves & Rood, Ch 


Sienee 
ae ee hf eed a ee) 


Goodyear Tire & Rubber Co. (Neolin Soles), 
Akron, Ohio 


























Bros. 
ian Kokenge Co., Cincinna 
hnson, Stephens & Shinkien ‘Since Co., St 

















ilford, 
Latterman, J. he ae Mfg. ‘On, Brooklyn. . 
Levie Shoe Co., Chicago 
Little Chick Shoe CoC Chicago 


Lunn & Sweet Shoe Co., Auburn, Me 
verhill. . 


Lewis, Herman E., 
Lou 


a Mathewson & Co., ss. "Norwalk, 
Shoe Co., Pontiac, Iil. . 


Leap. AN H. F., ber Co. Chicago. . 


Manss-Owens Co 
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farion Shoe Co., ’ Marion, I 
larston-Tapley Co., » eeveae, Mass 


, Ohio 
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 H., Co, Boston 
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F., & Shoe Co., Milwaukee. . 
er Shoe Mfg. Co., Brockport, 

















Noyes, Norman, Shoe Co., St. Joseph, Mo. . 
Nature Tread Co., Chi icago 

Ogden Shoe Co. Milwa ce 

Overland Shoe Co.. C 

O’Donnel 


Plant, Thos. G., ton 
Pontiac Shoe ms Co., Pontiac, Ill. . 
Pedigo-Weber Shoe Co., St. Louis 
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Shoe Manufacturer, Member of Congress, Defends: Retail Merchants in 
_Address on Bill Authorizing Collection and Publication 


| that portion of the Congressional Record 
dealing with the discussion of the so-called 
Kreider Bill, recently passed: 


MR. KREIDER—Mr. Speaker and Members of the 
House, while the Government is collecting and publishing 
statistics regarding nearly every commodity raised and pro- 
duced in the United States, including 
products of the farm, live stock, the 
by-products such as beef, pork, lard, 
fish, poultry, eggs, butter, wool, cot- 
ton, etc., it seems there is no provision 
of law authorizing any department of 
the Government to collect and pub- 
lish statistics regarding hides, skins, 
and leather, which forms the basic 
raw material for one of the very largest 
industries in the United States. 

I. am seeking through this bill to 
furnish what I believe to be very 
important information to the public 
and the hide, leather, and shoe in- 
dustry in general, and which will, I 
believe, have a tendency to stabilize 
the market and in the future do away 
with violent fluctuations and so-called 
runaway markets. 


In the Runaway Market of 1916 


To illustrate what I refer to by 
“runaway markets,” I desire to direct 
your attention to conditions prevailing 
in the Fall of 1916. At that time the 
European war had been in progress 
for two years and it became evident 
the United States would sooner or 
later become involved. Newspapers 
and magazine writers began to dwell 
on the probability that there would not 
be enough hides and skins to supply 
the increased demand that would of necessity be made upon 
our stocks of raw materials, namely, hides and skins to fur- 
nish harness, saddles, and shoes for our armies and at the same 
time supply the civilian population with their requirements; 
as a result the public, believing this to be true, at once began 
the purchase of shoes beyond their immediate requirements; 
that is to say, they would purchase two or three pairs instead 
of one pair, which would have been their ordinary purchase. 

The retailer in turn having this extraordinary demand, and 
also believing that higher prices would come later, placed his 
orders with the manufacturer in very large volume. As a 
consequence the manufacturer receiving this immense and 
unusual volume of business attempted to cover on his raw 
material, which consisted principally of upper leather and 
sole leather, and again, in turn, the tanners of both upper and 
sole leather tried to cover on their raw material, which are 
hides and skins. The result was that the tanners, in their 
fforts to cover,d uplbi the price’of hides and skins in a com- 


of Hide and Leather Statistics 


HE following article is a reprint, in part, of 





A. 8S. KREIDER 


Congressman and Shoe Manufacturer,,'Who Was 

Successful in Forcing the Passage of Bill to Enforce 

the Collection and Publication of Hide and Leather 
Statistics. 





paratively short time—from six to eight weeks—from 50 
per cent to 100 per cent, depending upon the grade and 
quality required. There were not then, as there are not now, 
any reliable statistics to be had showing the quantity of 
raw material available. 


Difficult to Place Blame for Advance 


I want to state distinctly that ia my judgment no one in 
particular can be blamed for this sud- 
den and uncalled for and unprece- 
dented advance in prices. The truth 
is that there was no shortage of raw 
materials. It was sufficient in quan- 
tity to permit the manufacturers of 
harness, saddles, and so forth, to be 
supplied with all the leather they 
needed; it was in sufficient quantity 
to supply the shoe manufacturers of 
the United States with all the upper 
leather and sole leather needed to meet 
the demand of the civilian trade and 
the demand of the Government for 
Army shoes. During the year 1917 
more harness and saddles were made 
and more shoes were made than ever 
before in the history .of the country, 
and at the end of the year the harness 
and shoe manufacturers had larger 
stocks of leather on hand than ever 
before. 

Toward the end of the year 1917 the 
Government fixed the price on certain 
grades of hides and skins, as well as on 
certain classes, grades, and weights of 
sole and upper leather. After the sign- 
ing of the armistice these restrictions 
were removed, and, in the beginning— 
that is, the first few months of 1919— 
the war being over, the general im- 
pression of the trade was that prices 
would gradually recede and the trend 
was toward lower price levels. 

In the latter part of March or the beginning of April the 
English buyers began buying hides and skins in large quanti- 
ties in the South American markets and at the same time Sir 
Percy Daniels came to America and purchased such available 
supplies of leather as suited his requirements. The stocks 
were small, because, as I have stated, the general impression 
existed that prices would gradually decline, and tanners 
restricted their production to perhaps anywhere from 40 
to 60 per cent of their normal production; this again re- 
sulted in a runaway market. Prices of hides, skins, and 
leather advanced from 75 to 100 per cent, reaching the highest 
point in August, when prices of certain hides reached 60 cents 
per pound, and in a few instances sales were made at 63 cents 
per pound, and forced the price of calfskins to $1 per pound, 
so that the value of a steer hide weighing 80 pounds was $48 
and the value of a 10-pound calfskin was $10. 

It is not so long ago that $48 was a_ fair price 
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for a steer and $10 was, indeed, considered a good price 
for a calf. 
: Due to Fear of Shortage 


The price of leather advanced éorrespondingly, and of 
course in both of the instances to which I have directed your 
attention the merchandise manufactured from leather, such 
as harness, saddles and bags, shoes, and so forth, advanced 
proportionately. This second advance, like the first, was not 
due to an actual shortage, but rather to a fear of shortage and 
competitive buying, which, in my judgment, might possibly 
have been avoided, at least to a certain extent, had reliable 
statistics regarding the quantities and classes of hides and 
skins and leather been available. 

MR. GARD—Reserving the right to object, does the gen- 
tleman’s resolution of inquiry directed to the supervisor of the 
census include also the determination of the number of shoes 
available for use in the United States? . 

MR. KREIDER—No. I wish to say to the gentleman that 
this is not a resolution. It is a bill authorizing the collecting 
and publishing of statistics regarding hides, skins, and leather. 


MR. GARD—Is it of ben- 
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Bureau of the Census, at the request of the War Industries 
Board, collected statistics regarding the quantities and classes 
of hides, skins, leather, boots and shoes, and other manufac- 
tures of leather. They took a monthly census of all stocks of 
leather on hand and in transit in the United States and cov- 
ered all manufacturing establishments cutting or using leather. 
These reports were continued until after the signing of the 
armistice, when they were discontinued. Beginning with 
January, 1919, the Department of Agriculture, through the . 
Bureau of Markets, has been publishing certain statistics 
regarding hides and skins, but have made no attempt to 
cover leather, nor have they attempted to cover the amount 
of hides and skins in the process of tanning. They have 
operated without any legislation compelling those from whom 
they have sought information to comply with their request. 
As a result their inquiries are replied.to by varying numbers 
from month to month, and as a consequence the statistics 
they give are incomplete and frequently most mis- 
leading. 

Perhaps the attitude of some of the concerns is expressed in 
the following letter: 

428 North Third Street,, 
Philadelphia, Pa. 





efit to anybody except shoe 
manufacturers? 


April 18, 1920. 
United States Department 





MR. KREIDER—It is of 
decided benefit to the people 
of the United States. 

MR. GARD—In what re- 
spect? 

MR. KREIDER—Be- 
cause it will have a tendency 
to stabilize the market. Itis 
a peculiar fact that the Gov- 
ernment does not at the 

. present time secure and pub- 
lish statistics that are reliable 
- regarding the quantities and 
classes. of hides, skins, and 
leather in the United States. 

MR. GARD—Is there any 
information as to how much 
the census will cost? 


Little Additional Expense 
Involved 


MR. KREIDER — Mr. 


Salient Features of the 
Kreider Law 


Under the Kreider bill, which became law by the 
signature of the President, the Director of the Census 
is authorized and directed to collect and publish 
statistics, monthly, concerning quantities and classes 
of hides and skins owned or stored. 

(a) The quantities and classes of hides sad skins, 
owned or stored, by packers, abattoirs, butchers, 
tanners, jobbers, dealers, wholesalers, importers and 
exporters; 

(b) The quantities and classes of hides and skins 
in the process of tanning or manufacture; 

(c) The quantities and classes of leather owned or 
stored, and the quantities and classes of such products 
disposed of during the preceding census month, by 
tanners, jobbers, dealers, wholesalers, importers, 
exporters, and establishments cutting or consuming 
leather. 

The neglect to furnish this information when re- 
quired is accompanied by a heavy penalty. 


of Agriculture, 

Bureau of Markets, 
Washington, D. C. 

Gentlemen: We are in re- 
ceipt of your favor of the 
16th advising us that we have 
not submitted you state- 
ment on raw stocks of hides 
and skins for March 31. We 
have decided to discontinue 
submitting these reports. 

Yours very truly, 

JACOB STERN & SONS, 

By L. KATZENBERG. 

I hope this will make it 
clear in the mind of every 
Member of this House that 
if the public is to be supplied 
with actual data that is 
reliable it is necessary to pass 
this bill. 

It has been stated that the 
tanners’ council is gathering 





Rogers, the Director of the 








Census, said that he could do 
the work with his present em- 
ployees, and he did not ask for any appropriations. 

MR. WALSH—Mr. Speaker, will the gentleman yield? ~ 

MR. KREIDER—Yes. 

MR. WALSH—Reserving the right to object, has the 
gentleman any assurance that this will be passed by the co- 
ordinate branch of Congress? 

MR. KREIDER—I have no positive assurance. 

MR. WALSH—Of course, unless it is, it will have to go 
over until the next session. 

MR. KREIDER—I understand. 


MR. WALSH—Can the gentleman state whether any such 
‘census as this has been taken in other lines of industry? Have 
not we gotten certain information along other lines such as 
-cotton manufactures? 


Present Statistics Incomplete 


MR. KREIDER—I wish to say to the gentleman that 
-during the war the Department of Commerce, through the 


statistics such as we desire to 
obtain by this bill. I wish to 
say that this statement is correct. The Tanners’ Council of 
the United States of America are an association of tanners of 
the United States, who maintain an office and gather statis- 
tics from their members and furnish the information gathered 
to the membership, but all of their reports are marked, 
“Confidential; not for publication.” 

Mr. Kreider then concluded his address with a 
skillful attack on the McNary Bill which he denounced 
as “entirely ridiculous,” proving his point by quoting 
sales costs at retail. ‘Every retailer,” he said, “re- 
gardless of the line of merchandise he sells, has a much 
greater expense in conducting his business than the 
public generally supposes. The press has recently 
taken it upon itself not to prosecute but to persecute 
retailers of the country, and shoe retailers in par- 
ticular; and have been publishing articles the object 
of which is to brand the retailers of shoes as profiteers 
and poison the mind of the public.” 
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Material Decline in Prices Unlikely 


So Declares Manufacturer at Meeting of Massachusetts Merchants 
---Thinks Emergency Sales Will Not Last Long 


Boston, June 22. 

SPECIAL meeting of the Massachusetts Re- 

tail Shoe Merchants’ Association, called par- 

ticularly to consider the so-called “Invasion 

of the retail market by emergency factory sales,” was 

held at the Boston Shoe Trades’ Club, June 21. It 

was the most largely attended meeting in the history 

of the association, merchants coming not only from 

Massachusetts, but from Rhode Island and Maine as 
well. : 

The meeting was opened by J. J. Buckley, who 


called for a free discussion on the ‘ 


price than the stock you have been selling. When I 
say materially I mean more than 10 per cent, and,” 
he continued, “the public is certainly: looking for 
better than that. I do not see how the maximum . 
saving can be more than 10 per cent to the public.” 

Answering a question put by Mr. Hagan as to 
whether there was any truth in a statement recently 
made in the New York Times to the effect that there 
are 1,000,000 skins held in storage in that city, and 
that surplus stocks are in storage even as far West 
as California, Mr. McElwain declared that the 
leather in storage in New York 
City was purchased on Russian 





forum plan of conditions in the 
shoe industry today. He then 
turned the meeting over to Henry 
E. Hagan, who called on J. Frank 
McElwain, president of the Na- 
tional Boot and Shoe Manu- 
facturers’ Assdéciation, to give a 
survey of conditions. Mr. Mc- 
Elwain said: 

“Perhaps it is within reason to 
expect the merchant to falter with 
conditions as they are at present, 
for we have a tight money market, 
upset transportation, delayed mer- 
chandise, bad weather and season- 
able stocks are a little large for 
their purpose. The emergency 
sales, however, will soon be over 
unless the men who are selling 








HENRY E. HAGAN 


Boston merchant who presided over meeti 
of Massachusetts Retail Shoe Merchant’ 
Association 


contract and consisted mostly of 
scabs and rejects. 


‘Speakers Are Optimistic 


Other speakers were Alfred W. 
Donovan, president of E. T. 
Wright & Co.; Frank R. Briggs, 
president of the National Shoe 
and Leather Style Show; Felix 
Vorenberg, owner of the Gilchrist . 
Company, a big department store; 
George C. Frolich, president of 
the Pilgrim Publicity Association; 
F. X. Wholley, a member of the 
Better Business Bureau, and 
Everit B. Terhune, publisher of 
the “Boot and Shoe Recorder.” 

Practically all these speakers 
agreed that we are facing a period 








shoes by this method to the 
public think that such distribu- 
tion is best for them. These distributing factors will 
be removed as time goes on. 


No Danger of Panic 


“The coming of this readjustment period means 
that we have got to deliver the goods and squeeze 
out the waste. We have got to strip and prepare to 
swim against the tide. Business men of this country 
are not inexperienced fools and we are not going to 
have a financial panic. We are now going to have a 
scarcity of money just as we have had a scarcity of 
leather and other materials.” 

After pointing out that there has been no decided 
decrease in the cost of labor and material, and that 
overhead charges, in fact, are increasing because of 
decreased production, Mr. McElwain stated that he 
did not believe merchants can hope to “put out to 
the public next Fall footwear materially lower in 


of readjustment.” 


The motion was then put that the Massa- 
chusetts Retail Shoe Merchants’ Association 
enter a campaign of co-operative advertising in 
every place where a member of the association 
does business, and it was left to the Executive 
Committee to prepare and organize this pub- 
licity and to pay for same out of the funds of 
the association. 


It was also voted that the Executive Commit- 
tee ask the N.S.R.A. immediately to censor 
and to make known the names of those manu- 
facturing concerns who have violated the rules 
of the game, and it was further decided that if 
action cannot be secured from the N.S. R. A., 
the Massachusetts association shall see to the 
distribution of such information itself. 


After a five-hour session, the meeting adjourned. | 
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When Will the Railroads Deliver? 


Shoes for September 1 Delivery Should Be Shipped by July 15 


ROBABLE transportation congestion this Fall 
Pp is predicted by Babson, the statistician. The 

situation is complex. It will be remembered 
that early this Spring there was a shortage of 
equipment, estimated at 1,000 locomotives and 
many cars. Since that time, 500 locomdtives have 
been ordered, but even with the money available 
to buy new equipment, the railroads cannot obtain 
it as soon as desired. On the orders now placed, it 
is estimated that from 250 to 350 locomotives will 
be delivered this Summer, Fall and early Winter: 

In the meantime, traffic is great and despite the 
crippled condition of the roads, the business handled 
exceeds that of the corresponding period of last year. 

Those who have followed the details of the out- 
law strike know that it was never settled, and this 
week fresh trouble has arisen at different points. A 
word to the wise merchant is therefore sufficient. 


Summing Up the Evidence 


Shipments invariably move most rapidly during 
July and August, for during those months, bad 
weather does not act as a deterrent factor. Neither 
are there huge crops to be transported at that time. 

A summing up of the evidence, therefore, reveals 
the fact that July 15 is not too early a shipping date 
from New England or Ohio for say, a Georgia mer- 
chant who wishes his shoes for September 1 delivery. 
August 1 is the latest possible date at which he could 
possibly expect a freight shipment to reach him, and 
if there is a delay with the latter dating, it will not be 
an unlooked-for occurrence. 

To which argument, the Southern merchant may 
respond: “But the express can be used.” True, but 
this is costly, and the railroads of this country have 
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frequently been tied up with embargoes because of the 
excessive use of express. 

Therefore while “the coast is clear,” freight ship- 
ments should soon be started in all directions, rather 
than to delay until the goods are almost needed and 
then wait from three to nine weeks for transportation 
deliveries. 

Typical Embargo Bulletin 


The New York, New Haven & Hartford Railroad © 
Company and the Central New England Railway 
Company, are issuing daily bulletins covering points 
affected on their lines and connecting lines. Sup- 
plement No. 2, Embargo No. 71, reads as follows: 
In explanation we would say that “CL” means 
carload, “LCL” means less than carload. 


Erie R.R. Chicago Ill. 
Po. none extended to cover all CL freight for delivery on Erie RR tracks at 
jicago. 
Jersey City, N. J., Weehawken, N. J. 
Embargo extended to cover all LCL shipments destined Jersey City, N. J. 
or Weehawken, N. J., except foodstuffs for human consumption. 


toss Y. C. R.R. All Points 


Embargo revised as 
All CL aa LCL trig destined stations south of Newburgh, N. Y., White 


ins, N. Y. or Yonkers. 
CL freight destined to industries on B&OCT, CMStP and CNW railroads 


in Chicago Swi wy aye er 

LCL trol t for delivery in Chi via oo *. Frei ae House. 

CL freight destined Cleveland, Ohio, unless for delivery on NYC tracks. 
Waybills on bills of lading must specifically indicate name of team track or 


private siding on which car is to be unloaded. 
CL freight destined Youngstown, Ohio, Hubbard, Ohio, Farrell, Pa., and 


Sharon, Pa., unless for delivery on NYC tracks. 
CL and LCL freight desti Detroit, Mich. 


P. R.R. Philadelphia Pa. 
All freight, CL and LCL, ag Philadelphia, Pa., except live stock and 


foodstuffs for human consumpti 
Suspend until of foriner notice Dedies of freight on GOC or BTC permits, 


destined Philadel 





P & R. R.R. Camden N. J. 
All freight, CL and ICL, destined to or routing via Camden, except food - 
stuffs for human consumption. 
Philadelphia Pa. 
All freight, CL and LCL, destined to or routing via Philadelphia, except 


foodstuffs for human consumption and newsprint paper. 
This embargo cancels all outstanding permits. 





July 5-10. Rochester Shoe Style Show, 
Powers Hotel, Rochester, N. Y. 

July 12-16. Chicago National Shoe Exposi- 
tion, under auspices of the Shoe Travelers’ 
Association of Chicago, Palmer House, Chicago, 
Til. 

July 12, 13, 14. Illinois Shoe Retailers’ Asso- 
ciation Convention, Palmer House, Chicago, Il. 

July 13, 14. New York State Shoe Dealers’ 
Association, Onondaga Hotel, Syracuse, N. Y. 





Travel the Style Show Circuit 
Try to Get “On Your Way”’ to Markets 


July 13, 14, 15, 16. (Canadian) National 
Shoe Retailers’ Association and Shoe, Leather 
and Allied Trades’ Fair, Hotel Windsor, Mon- 
treal. 

July 19, 20. Philadelphia Shoe Style Show, 
Hotel Bellevue-Stratford, Philadelphia, Pa. 

July, 20, 21, 22, 23, 24. National Shoe and 
Leather Exposition and Style Show, Inc., of 
Boston, Mass., U. S. A., Mechanics Building, 
Boston, Mass. 
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A Shoe Store of Super-Service 


Women’s Rest Room, Beauty Parlors, Writing Desks and Free 
Telephones Are Among the Features 


NE- of the finest retail shoe stores in the world 
O is that just being completed by the Regent 
Shoe Company of Shreveport, La. 

The building is absolutely fireproof, being of rein- 
forced concrete construction, the front being entirely 
of Bedford stone. (No terra cotta at all.) The 
entire interior is ‘in walnut—the shelves of 
American walnut, the panels in genuine Circassian 
walnut. The choice lo- 
cation is the choicest 
in the city, which by 
the way is one of the 
richest cities per capita 
in the world. 

Just as you walk in, 
on the left is a large 
spacious fifteen pas- 
senger walnut panelled 
elevator, opposite is a 
marble stair. The mez- 
zanine floor extends 
completely around the 
interior. There are no 
visible columns in the 
building whatsoever, 
they being so located 
that they form part of 
the shelves 

Above the windows, 
which are 54 x 27 feet 
is located the women’s 
parlor and rest room. 
This space is to be 
handsomely furnished 
with rugs, draperies 
etc. On this floor, also, 
are women’s toilets, 
hairdressing rooms and beauty parlors. Also there will 
be writing desks and free telephones for the. con- 
venience of customers and friends. The side mez- 
zanine will be the children’s department. 





Cammeyer Quits Men’s Shoe 
Business 


One-Half of Stock Goes to Filene’s, Boston— 
Half to Kaufmann & Baer, Pittsburgh 


New York, June 22—In order to develop further 
their women’s shoe store on 34th Street, New York 
city, Cammeyer’s has discontinued its men’s shoe 
business, half of the stock of fine high and low shoes 
going to William Filene’s Sons Co.’s Bargain Base- 





Reproduced from an Architect’s Drawing of the New Store at 
Shreveport, La., of the Regent Shoe Co. 


ment Annex, and the other half, with the exception 
of a few pairs to Kaufmann & Baer Co., Pittsburgh. 





Merchants Oppose Transient Sales 


Manchester, N. H., June 22—At a meeting 
attended by about a score of retail merchants, held 
this morning in the store of Healey & McWeeny, 
protests were entered 
against temporary 
sales conducted by 
manufacturers. It was 
decided to take the 
question up with the 
National Association 
and to watch news- 
paper advertisements 
carefully in order to 
catch any possible mis- 
statements. The ques- 
tion of a_ transient 
vendor’s tax also was 
taken up with the 
Chamber of Com- 
merce. D. F. Shea, 
president of the local 
association, presided. 





Must Secure 
Licenses 


Salem, Mass., June 
23 — George L. Day, 
sealer of weights and 
measures for the city 
of Salem, has notified 
managers of stores that 
were to open in Salem, for the clearance sale of 
shoes from factory to consumer, that they must first 
secure a license as a transient vendor from the 
State, and deposit $500 as ’security, another license 
from the city authorities and then pay a tax bill to 
the city at the rate of $28.20, the current rate, on 
the value of their stock. 





Washington, D. C., June 25—On next Wednes- 
day, June 30, Major Joseph C. Byron, one of the well- 
known tanners who has been connected with govern- 
mental activities since the beginning of the war and 
now chairman of the Claims Board of the Director of 
Purchases of the War Department, will resign his 
governmental activities. : 








A Shoe That Does Not Fit 


Is Never a Bargain at Any Price 


Q==9 


IF IT IS TOO TIGHT, then it pinches the foot and the shoe: is 
stretched out of shape. 


IF IT IS TOO LOOSE, then it chafes and rubs, and once again 
your foot is crippled and your shoe is twisted out of shape with 
resulting poor wear. Your foot clothing is neither comfortable nor 
sightly; you are made subject to all manner of painful and crippling 
ailments, which easily become so established that they are difficult to 


cure. 
YOU NEED NEVER GIVE A THOUGHT to normal feet, 


encased in well fitting shoes. You are not conscious of them at all, 


as you go about your daily duties. 


You cannot select such shoes haphazard or by luck, in grabbing 
up hastily selected bargains. 


You need the help of experienced, dependable, expert judgment, 
in selecting the style and size of shoes for your foot. It is that 
kind of service that this store gives always; you may depend 


upon it. 


Shoes thus supplied will have a full measure of correct style, 
* of comfort, of durability, of all round VALUE, in every particular. 


Recorder Shoe Truths No. 1 
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“1, Learn how to advertise. “6. Write letters. 

“2, Plan sales. “7, Dig up information. 

“3. Write copy. “8. Make layouts. 

“4. Build a mailing list. : “9. Confer with the printer. 
“5. Study methods. “10. Buy advertising space.” 


The “Recorder” therefore starts a “time-saving. service” for good-will publicity to the 
public in this series of Shoe Truths for window use and copy along the same line for gen- 
eral contact through newspaper advertising. 


The Right Shoe For 
The Right Purpose 


There is economy in the 
right shoes for the right 
purpose to the right wear- 
ers in the right fitting at 
the right price. 


This is the first principle of 
our business and is the only 
reason for our existence in 
this community these many 
years as a tested institution 
of shoe service. 


(YOUR NAME) 
(YOUR TOWN) 





















Recorder Retail Advertising Service 


Frank Stockdale of Chicago says: “There are many reasons why the average 
retailer is a non-advertiser, or at best an indifferent advertiser. 
he doesn’t have time, and all the other reasons are the result of this first one. 


He Doesn’t Have Time to— 


The first is because 




















Make your advertising a force for integrity. Truth: stabilizes; 
TRUTH BUILDS. The fight is between “tested institutions of 
shoe service” and the irresponsible forces of sensational publicity. 


i—— = — as ae 1c 1c ic 






















































June 26, 1920 


BOOT AND SHOE RECORDER 

















a a 
te 9 er 


Utmost 
Value 


Style is a matter of pleasing 
‘your taste, but fitting is a mat- 
ter of shoe store skill. Both can 
only be assured in a “tested in- 
stitution of shoe service,” where 


Cut No. 1095 
80c 











you get full-dollar measure of 














correct style, of comfort, of du- 
rability, of all-round value in 
every part-cular. . Me 
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(YOUR NAME HERE) 


(YOUR TOWN) 





Interchangeable Features 
In Cuts, Borders, Text 


You can get any cut here il- 
lustrated to take the place of 
the one in the two-column 
plate bearing the text. The 
copy is also interchangeable. 
If the border is desired with- 


out cut, order it so. 


When ordering, kindly send 
cash specified, together with 


- order number of cut. 
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To be well dressed is to be 


right footwear. Consult us 
as to the occasion and we 
will suggest the proper pair 
to wear. 


Cut No. 1094 
80c 





Shoes for the Occasion | 


amply supplied with the. 
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“*Good Will Publicity ’’ 














Invest In Shoes 
Your annual shoe investment at 


satisfaction and service—provid- 
ing your selection is a good busi- 


ness transaction, 


our store gives a real return in 


based on right 


style, right fitting and right care. 
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Advertising 
is 
Multiplied 
Contact 


How often do you consider these 
three factors as superior to price? 
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Weather Wisdom 


WHITES 


Seasonable, cool, smart 


and the summer favor- 
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An Asset 
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Reduction Sale “Ads” Attacked by Merchant 


F. M. Werner, in Speech Before California Convention, Says Real Reasons 
Should Be Given the Public---Talks Also on Other Trade Abuses 


been indelibly impressed on each and every 

one of us. The second section of Article I of 
our Constitution and By-Laws reads: ‘The purpose 
for which this association is formed is to foster trade 
and commerce, to reform abuses in trade’”’—Get that? 
To reform abuses in trade—to encourage wise and 
needful legislation. Now, 
as to ways and means of 
reforming ‘abuses’ in 
trade” and “encouraging 
needful and wise legisla- 
tion.”” Gentlemen, I can 
say, without fear of con- 
tradiction, that there have 
been “abuses in trade” 
both from within and from 
without our association. 


EGISLATION and its effect on business have 


Merchants Unjustly 
Attacked 


I shall dwell first on the 
abuses from without: The 
shoe retailers from this 
State and of the United 
States have been errone- 
ously, unjustly and un- 
fairly accused in the pub- 
lic prints and from the 
public platforms of gross 
and general profiteering. 
That the charges against 
us are unjust and untrue 
we know. But we must 
let the public know these 
facts. Until we do that, 
both as an association and 
individuals, we are not 
upholding the honor of the trade. 

There has been talk in our National Association 
of creating a fund of $100,000 to counteract unjust 
and adverse publicity and legislation. That is a 
good plan, but it does not go far enough: Let us take 
up this fund of $100,000 and establish an N.S. R. A. 
Bureau at Washington, and employ the best experts 
obtainable, familiar with all legal, legislative and 
governmental affairs. Let their first duty be to 
keep out of committee any legislation detrimental to 
the public interest as affected by shoes—or any such 
measure aimed erroneously at the shoe industry. 








° F. M: WERNER 
1919 President of the California Retail Shoe Dealers’ Asso- 
ciation and One of the Feature Speakers at the Recent 
Convention in San Diego ‘ 


Then, as a constructive measure, organize an effi~ 
cient publicity department, equipped with all the 
vital statistics of our craft, and use this to offset det- 
rimental and unjust statements in the press. 

Now, about the “abuses” within our own organi- 
zation. 

Gentlemen, at this time I will not even attempt to 
prophesy as to what the 
destiny of our association 
is to be. I can only say 
that it will be just what 
we resolve within our- 
selves to make it, you 
and [. 

We have dwelt on those 
abuses from without. We 
will now consider the 
equally important “abuses 
from within our own 
ranks.” 


Sale Advertisements 
Misleading 


In various sections of 
this country and in certain 
localities of this State, mer- 
chants have been flaunt- 
ing inflammatory adver- 
tisements before the pub- 
lic, offering 10, 20, 40, 50 
per cent reductions. Part 
of the people have been 
misled by these ads into 
believing that the reduc- 
tions were made through 
sheer patriotism or benev- 
olence; and the other por- 
tion of the people found 
therein apparent confirmation of their suspicion of 
profiteering among retailers of shoes. 

They reasoned that if merchants could afford to 
charge 10 to 50 per cent less for shoes at this time, 
they could have well afforded to do so long before. 

Gentlemen, I am not here to doubt or question the 
legitimacy or accuracy of these so-called reductions. 

I do think, however, that in fairness to each and 
every member of this association, and to the retail 
shoe industry in general, that a clear-cut statement 
of the basic reasons for these reductions should have 


been made te the public. 
































every single man among us, owe a service to our 


On Saturday, June 12, at approximately 2.13 p. m., 
Frank P. Meyer, president of the Illinois Shoe Re- 
tailers’ Association, had an inspiration. HastiJy order- 
ing all his salesmen to sell nothing but triple A’s in 
his absence, he hurried to his home in Danville and 
indited the following to the “Boot. and Shoe Re- 
corder”’: 

“One month from this day the biggest State con- 
vention and best shoe show ever staged opens in Chi- 
cago. It will be a big multi-ring circus and head-liner 
vaudeville combined—two big shows staged simul- 
taneously. The setting for the salesman’s perform- 
ance is the old-time, honored and many times royally 
honored Palmer House, and the staging of the Re- 
tailers’ Big Many-Act Headliner Show is at that ex- 
clusive caterer to the elite, the Congress. The two 
programs have been so arranged that the perform- 
ances of the two largest bodies of shoe men (Illinois 
Retailers and Illinois Travelers) will both alternate 
and dovetail: while one rests the other will keep the 
pep popping, and there just simply can’t be a dull 
moment. So meet me in Chi. in July! 

“There will be no tryouts—no amateurs on either 
of these big performances. Every performer puts on a 
special act. Read the row of headlines. 

“James ‘Jimmie’ Orr, our national president, in the 
‘Swan Song to Cheap Shoes.’ E..W. Hertzler, presi- 
dent of the Iowa Shoe Retailers, in the monologue, 
‘Mississippi Moonshine’ or ‘How Iowa Puts It Qver.’ 
C. E. Petot, Cleveland’s clever shoe man, on ‘How and 


Twenty Per Cent Plan Is Destructive 


The merchants who fall for the 20 per cent-off plan, 
in my opinion, are destroying more than they know. 
Will not the effect on the public be unfortunate be- 
cause of the impression created that retailers gener- 
ally charge 20 per cent more for their goods than 
they need to do? 2 

Will not the firm itself be regarded by many of its 
customers as having been deeply engaged in profit- 
eering until it “experienced a change of heart” and 
decided to reform? 

Does it not show a lack of the co-operative spirit, 
a disregard of the “better business’”’ methods of the 
present day, which tend not only to help the mer- 
chant concerned but also the other merchants in his 
city, members of his association, competitors though 
they be? 

I for one am firmly convinced that the day is past 
when we cannot live withdrawn, in self-content; that 
we can no longer sit still and trade so much merchan- 
dise for so many dollars of profit; we have come to 
know that to succeed we must serve; that we all, 
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Why Cheap Shoes Slip By.’ A. B. Caspari, general 
chairman of 1921 National Convention and the Omar ~ 
of shoe philosophy. 

“And when we disclose the closer, even the dead 
ones will come to life. Always in the realms of pro- 
fessionalism a headliner or topnotcher is used as 
closer. Here again we emulate with genial John 
O’Connor, past president of the National Shoe Re- 
tailers. John will recite “How It Happened to 
Me.” 

“Even now big delegations from Iowa, Wisconsin, 
Michigan and Indiana are booked for reservations 
under the ‘Big Top.’ Unless you desire a flop in the 
park, grab a room now. You might as well leave the 
pink pajamas ‘to hum,’ as there’ll be little time wasted 
in sleep. 

“‘Monday night: Exclusive entertainment for men. 
Exclusive entertainment for women. (Location of each 
secret from the other.) 

“Tuesday night: Something ‘surprisingly new and 
pleasingly different. And a dance with your wife if 
you want it. 

“Wednesday night: The epicure’s dream comes true 
—the*banquet of the Gold Room, where the ghost of 
many. an epicurean repast will wave a wand of magic 
and fifty living, pulsating beauties will show the shoes 
the Shoe Travelers have selected as the climax of 
styles. (Dancing with models not only permitted but 
encouraged—we want ’em to feel at home and like 
one of our family.)” 





community, our town and to the great association 
of which we are members—‘‘you and me.” 





Wisconsin Merchants Preparing for 
Convention in August 


At the regular monthly meeting of the Madison 
Retail Shoe Dealers’ Association on June 1, reports 
from various committees arranging for the third 
annual convention of the Wisconsin Retail Shoe 
Dealers’ Association, to be held at Madison, August 
10 to 12, were received and showed excellent progress. 
Fully 600 members and other guests are expected to 
attend. A special sticker has been prepared and is 
being given circulation all over the State and vicinity. 
It gives a view of the new Wisconsin. capital, an 
$8,000,000 structure of exquisite beauty, with this 
wording: “Come and see your capitol while attending 
the Wisconsin shoe merchants’ convention, August 
10-12, Madison, Wis.” All of the committees are 
wording hard for the success of the convention, which 
they hope will be the most profitable and best 
attended meeting of any State association in the 
country. 
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Being One Way to Answer the Query: 


N these hectic days of Fair Price Committees, 
McNary cost-stamping bills, 
lative spasms, and Federal and State investiga- 

tions into the cost of living, presumably designed to 


“save the country” on 
the eve of the great 
Battle of the Polls, it is 
worth while to review the 
figures to show ‘your cus- 
tomers where the money 
goes they pay for a pair 
of shoes, says an article 
in “Between Us,” a little 
magazine published by 
the Thomas G. Plant 
Company. 

Translating the per- 
centages of cost into 
money on a typical pair 
of shoes retailed at $10, 
the customer’s money 
may be divided somewhat 
as follows, according to 
local conditions: (See 
box—center of page) 

A 7 per cent profit on 
retailing a pair of shoes 
may even be admitted by 
critics as moderate! 

In thousands of shoe 
stores there is a mass of 
information on record 
that when rightly ana- 
lyzed will end the mouth- 
ings of the ill-informed or 
the self-seeking, for such 
an analysis of the facts of 
your business may well 
provide a quick and posi- 
tive refutation of the wild 


statements current here 


and there. 
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Where the Money Goes 


Pair of Shoes ?’’ 


“pure” shoe legis- 





.Amount Percent 
$10.00 100 
6.00 60 


Item 
Retail Price 
Cost Price—Net (Discount deducted) 


$4.00 40 

Less Depreciation on Stock -30 3 
Gross Profits before considering ex- 
penses necessary to conduct the 


business $3.70 


Expenses: 


Interest, Enserepce and Local 


Salaries and Wages 
Advertising 


Miscellaneous: 
Allowances 
Bad Debts 
Cash Variation 
Decoration 
Deliveries 
Freight and Express 
Heat, Light and Power 
Office Supplies 
Repairs and Improvements 
Store Supplies 
Telephone and Telegraph 
Traveling 
General Expense 

A total of 


Total Operating aed 


Operating Gain.. <piebe 
Less Feaeral Tar acme and 


Net Income to Retailers 











“Who Gets the Price of .a 


seriously expected to forego.a penny of this reasonable 
profit, and in a period of pressure his alternative is to 
test the necessity of every item of expense to insure 
the profit that means safety to business. ‘ 


If his $75,000  vol- 
ume can be increased 
to $100,000 on the basis 
of the present cost 
of service, there will 
be a saving in the selling 
cost per pair, thus enab- 
ling the merchant to meet 
price conditions by sav- 
ing, not sacrifice. In all 
business, however, there 
is a degree and a cost of 
service according to local 
conditions that represent 
maximum efficiency, and 
constant study of the 
class of trade will de- 
termine what costs are 
necessary or otherwise. 





Paris Races Show 
Style Trend 


Black and White to Be 
Fashion’s Favorites 


Recent cables from 
Paris announce that at 
the last derby run at 
Longchamps, France, 
more than four thousand 
black costumes were 
worn by as many women 
of fashion. The promin- 
ence of black was also 
noted at the Spring 
races held at Belmont 
Park, New York, es- 
In fact, 


In the public interest, efficient operation is neces- 
sary to eliminate waste, improve service and keep ex- 
pense within bounds. After the conscientious ful- 
filment of this duty, the safety of business and the 
prosperity of the country depend upon a reasonable 
margin of profit to the distributor, who is ultimately 
responsible for understanding and providing what the 
public wants. 

We do not believe, malin that the distributor is 


pecially in combination with white. 
white and black and black and white in 
combination were featured in the newest mil- 
linery. 

This is taken to mean that black will hold a strong 
position in footwear, and that white and combinations 
of white and black in footwear will continue in favor 
throughout the coming Summer and early Fall 


- months. 
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Why Don’t You Sell More Children’s Shoes? 


A Profitable Department Can Be Established if You Educate Your 
Salesmen and Your Customers: 


T is a well-known fact that during the last few 
I years the demand for the good quality of chil- 

dren’s shoes has continued to fall off because 
the consumer was not willing to pay the seemingly 
large advances, while there was 
no objection to paying the 
same proportionate price in- 
creases in men’s and women’s 
lines. If good-quality children’s 
shoes were salable several years 
ago, when men’s and women’s 
shoes were _ proportionately 
cheaper, the question has often 
presented itself, Why are they 
not salable at the high prices 
when they still yield the same 
proportionate value? 

It seems evident that a good 
standard quality of children’s 
shoes today represents a better 
value in proportion to men’s and 
women’s shoes than they did 
several years ago, for the reason 
that, with increasing cost, the 
cheaper lines. have been cheap- 
ened in quality while they have 
continually advanced in price. 
Therefore, there is a greater 
difference in service between 
the cheap shoe and good shoe 
today than there was several 
years ago, while the price of 
the cheapest shoe has increased 
in proportion greater than that 
of the good shoe. Nevertheless 
the fact remains that the par- 
ents will pay the price for them- 
selves, but when it comes to 
children’s shoes, where the ac- 
tual service is most needed and 
the best quality of material re- 
quired, there will be the strong- 
est objection to paying the increased prices. 


A Difficult Problem to Solve 


This question has been one that has been very 
difficult to solve. Many merchants complain that 
their children’s shoe business has been gradually de- 
creasing and are at a loss to know the cause, while 
other merchants have become so discouraged with 
the results of their children’s business that they are 





threatening to discontinue carrying children’s shoes. 

The following conversation took place recently at 
an informal dinner, between a member of the shoe 
industry and a mother. This woman made the re- 
mark that it was impossible 
today to buy a good quality 
of children’s shoes, ard that 
the last pair of shoes she pur- 
chased for her child had paper 
soles. 

“Do you mean to say, Mrs. 
Blank,” asked the man, “that 
the pair of shoes you referred 
to actually had paper soles?” 

“Well,” she replied, “I 
shouldn’t have said that they 
were paper, but a very poor 
quality of leather, which wore 
through quickly.” 


Got What She Paid For 


“How much did you pay for 
the shoes?” 

“T paid $2.75.” 

“Don’t you know that you 
cannot buy a good pair of shoes 
for $2.75” 

“Why, that is all I have ever 
paid for them.” 

“How much do you pay for 
your own shoes?” 

“Twelve dollars.” 

“Why don’t you buy a pair 
of $5 shoes for yourself?” 

“Why, they would not wear. 
They would be good for noth- 
ing.” 

“Well, don’t you know that 
you cannot get a good pair of 
children’s shoes today for 
$2.75)” 

“Why, have children’s shoes 
advanced the same as men’s and women’s?” 


Parents Must Be Educated 


This conversation brings out one very significant 
point, and that is that the parents have not been 
educated to the fact that they must pay more for 
children’s shoes. 

The following incident occurs frequently in almost 
every shoe store in the United States: 
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A woman comes in with a child and one of the sales- 
men step up to wait on her. In the meantime the 
store fills up and all the other salesmen are busy. 
When the salesman gets his customer to the chil- 
dren’s department, he happens to glance into the 
front of the store and two women have come in and 
are waiting to be fitted. These women are regular 
customers and are known to buy $16 shoes. There- 
fore, there is a $32 sale waiting for this salesman in 
the front of the store, while the customer he is wait- 
ing on is buying a pair of two or three dollar shoes. 
What is the mental attitude of that salesman toward 
the buyer of the children’s shoes? If she asks for 
anything different than is.shown her, either in style 
or price, his answer is very apt to be that they do 
not carry it or that they are all out of it. He will 
do anything to get rid of this customer as quickly 
as possible so that he may not lose the $32 dollar sale 
in the front of the store, and the chances are that he 
will let this customer walk out without buying rather 
than spend any more time with her than is abso- 
lutely necessary. rt 


A Changed Point of View 

The following day, however, this same woman will 
return to buy a pair of shoes for herself, and if she 
happens to object to the price, the salesman is going 
to take an entirely different attitude toward her, 
with a twelve-to-sixteen-dollar sale in view, than he 
did when she wanted a pair of low-priced children’s 
shoes, with the result that he may expend one-half 
to three-quarters of an hour carefully explaining to 
her why shoes have advanced and why it is abso- 
lutely necessary to increase the selling price of the 
shoes due to the increased cost of labor, material, 
etc. The result is that she buys the shoes and goes 
out of the store satisfied and with a full knowledge of 
the reasons why shoes, have advanced. 

There is no question but that a great deal of the 
embarrassment and loss of sales could be avoided if 
the buyer of children’s shoes was treated with, the 
same amount of consideration as the buyer. of wo- 
men’s and men’s. If the merchants will see to it 
that their children’s department is given more atten- 
tion and, wherever possible, the salesmen give their 
exclusive time to the selling of children’s shoes, they 
will educate their trade so that their childreri’s de- 
partment. will be profitable and there will be a 
marked increase in the demand for a better grade of 
merchandise. 





Memphis Wholesaler Dies 


Memphis, Tenn., June 21—James M. Goodbar, senior 
member of the wholesale shoe firm of Goodbar & Co., 
died at his home here, 1484 Central Avenue, June 13. 
The funeral was held June 14. Mr. Goodbar was 
prominent here in business and civic affairs. The com- 
pany of which he was head was established in 1876. 
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Substantial Heels Made of Leather 
Board 


Wear as Well as Leather—Take a Beautiful Fin- 
ish—and Will Not ‘**Check’’ 


Once upon a time, leather was so plentiful that 
every person could have-real leather heels on his or 
her shoes. There was a cowhide for every person. 
Now there is only half a cowhide for each person. 
Fewer cattle and more people is the reason. There 
being less leather, shoe manufacturers have been 
compelled to save what they had and to use sub- 
stitutes. 

So leather board for heels has come into common 
use. It is more economical than leather, quite as 
serviceable, and, properly selected, makes a heel as 
handsome as ever was made of genuine leather. 

Shoe buyers may be interested in some of the fine 
points about leather board for heels. The best grades 
of it are 60 per cent or more leather fiber. They are 
almost leather. The leather board is rolled out flat, 
like a board, so it can be handled quickly and eco- 
nomically in heel factories. It is stripped and cut 
into heel lifts, or heel wedges, by automatic machin- 
ery. This could not be done with real leather, be- 
cause leather is irregular in area as well asin thickness. 


**“Checking”’ Is Impossible 


The lifts of leather board, being of uniform thick- 
ness, are built up, one on top of the other, into heels 
of any height that may be desired. Some are fast- 
ened together by nails; some by adhesives. Each 
heel is compressed under from 5 to 20 tons’ pressure, 
so it is made almost one solid piece of leather. There 
are no seams between its lifts to show up on its 
surface. ‘Checking,’ the heel makers call it. The 
shoe buyer can see it in some inferior heels by looking 
for seams opening up between the lifts of the heel. 

As the leather board is mostly leather fiber, it will 
take a beautiful, smooth finish. Leather Louis heel, 
for instance, are made with a finish that compares 
favorably with the finish on wood heels. 

However, it is the economy of leather board heels 
that chiefly concerns the shoe trade. Millions of 
them are made for shoes for men, women and chil- 


. dren. They save tons of leather. And it is neces- 


sary to save leather, because cattle are scarce. 





Closes Out Business 
Kansas Shoe Store of Wichita Sells Stock 


The Kansas Shoe Store of Wichita, Kan., formerly 
located at 109 North Main Street, has closed out its 
business. The building in which the store is located 
is being torn down to make room for a 12-story bank 
building. The stock has been sold to the Coombs 
Mercantile Company of Wichita. 
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How Adjustments Should Be Made with Customers 


First Principles Outlined by Boot and Shoe Manufacturers’ Association 
in Booklet Entitled “Shoes---Use versus Abuse’’ 


the National Boot and Shoe Manufacturers’ 

Association has issued a booklet taking up in 

detail the various claims advanced by retail customers 

- when they wish an adjustment and the various de- 

fects which are regarded by manufacturers as legiti- 

mate excuses for the return of shoes by the merchant 
to the manufacturer. The text of the book follows: 

“Occasionally a pair of shoes fails to make good be- 

cause of defective material or workmanship. In 

such cases the retailer’s 


: | NDER the title of ““Shoes—Use and Abuse,”’ 


to the manufacturer as soon as the defect appears; 
and the retailer’s customer should not be encouraged 
to continue wearing them if he expects to eventually 
make good for them. This is especially true, as most 
manufacturers will not recognize claims after the 
outer soles are worn through. 

“Before returning a claim to the manufacturer the 
retailer should first convince himself that the claim is 
a just one and if there is any doubt in his mind he 
should tell the manufacturer so and give him all the 

- possible facts in connec- 
tion with the claim. 





customer has a just claim 
and he is warranted of 
course in returning the 
shoes to the manufac- 
turer for adjustment. 
“In adjusting claims 
most manufacturers will 
be governed by the wear 
which the shoes have 
given up to the time they 
are returned. This is in 
accord with the practice 
recommended by the Con- 
ference Committees of 
the National Shoe Re- 
tailers’ and Manufac- 
turers’ Associations in 
‘Some Ethics of the Shoe 
Trade,”’ which states: 


barnyard acids. 


than one year. 





Adjusted on Service 


is safe to say that no retail shoe merchant’ escapes 
complaints on shoes which have gone out of his store. 
‘And it has become a trade custom, when these com- 
plaints have to do with alleged defects in manufacture, 
to return the shoes to the factory from which they came. 
Realizing this, the National Boot and Shoe Manu- 
facturers’ Association has compiled a booklet (the 
complete text of which is reprinted in this article) 
dealing with every phase of this custom. Most interest- 
ing of the many features of this book is the following 
list of complaints upon which no allowances can be 
granted by the manufacturer. 


Shoes, the outer soles of which have worn through. 
Shoes that are ‘“‘stone” or “thicket” bruised or torn. 
Shoes which have broken out because of perspiration. 
Shoes with burned soles. 

Shoes which have been in any way abused. 

Shoes which have been literally eaten to pieces with 


Shoes which have been in the merchants’ hands more 


Determining Factors 


“In determining wheth- 
er a claim is justified or 
not, a retailer should find 
out not only the length 
of time the shoe was worn, 
but also the conditions un- 
der which it was worn. 

“This point deserves 
especial emphasis: in ad- 
justing claims the con- 
ditions under which a 
shoe is worn are just 
as much a determin- 
ing factor—sometimes 
more—than thelength 
of time a shoe is worn. 
In other words, no claim 








Rendered Basis 


“Tt is generally conceded that the consumer has 
been served with too free a hand in regard to com- 
plaints of shoes; that he has been led to expect too 
much from an industry that has to work with im- 
perfect conditions, and that perfection cannot be 
demanded any more from the shoe industry than from 
other industry,’ and it advises —“When a consumer 
returns a worn shoe with a complaint, the case be 
adjusted on the basis of the consumer paying for the 
service and value received out of the shoe, and that the 
manufacturer be treated with some consideration.’ © 

“This is, of course, the proper method, as any man 
who buys a pair of shoes should expect to pay for the 
service which the shoes have given up to the time 
they are returned to the retailer. He has a perfect 


right to expect a larger allowance if the shoes are re- 
turned after a few days’ wear instead of a few weeks’. 
“For this reason a pair of shoes should be returned 


can be considered a legi- 
timate one merely upon 
the assertion of the customer that it gave only so 
many weeks’ wear. . 

“It is no fault in a light weight dress shoe if, having 
been worn under conditions which ordinarily call for 
a brogan, it fails to stand up and give long service. 


Good Will Allowances 


“The majority. of claims arise from abuse and in 
such cases neither retailer nor manufacturer is re- 
sponsible. Oftentimes, however, a_ retailer will 
make his customer an allowance merely to hold his 
good will, knowing all the time that his claim is not 
a just one. In such cases a retailer has, of 
course, no right to expect a manufacturer to shoulder 
his loss. 

‘A ‘good will’ adjustment of this sort should prop- 
erly be charged to a retailer’s advertising appropria- 
tion, as this is where it belongs. 
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Unjust Claims 

“No manufacturer should be expected to make any 
allowances upon— 

“1. Shoes, the outer ‘soles of which have worn 
through. 

“2. Shoes that are ‘stone’ or ‘thicket’ bruised or 
torn. 

“3. Shoes which have “broken out because of 
perspiration. 

“4. Shoes with burned soles—a very common 
complaint. 

‘5. Shoes which have been in any way abused. 

“6, Shoes which have been literally eaten to 
pieces with barnyard acids. 

“7. Shoes which had been in the merchant’s 
hands more than a year. 


_ Perspiration Claims 

‘Perhaps the two most common and most unfair 
complaints with which the manufacturers have to 
contend are those arising from perspiration and burned 
soles. . 

“It is an easy matter to determine when perspira- 
tion is the cause. The brittleness of the leather and 
the condition of the linings will in most cases be 
sufficient proof. It is noticeable that perspiration 
claims increase during the Winter, months, as a result 
of wearing rubbers and overshoes. 

“‘No’manufacturer can guarantee his shoes to be 
perspiration proof, simply because no leather will 
resist the effects of perspiration. 


Burned Soles 

“The claims arising from burned soles are perhaps 
the most difficult of all for the retailer to adjust, as 
most.men burn their shoes without any conscious 
knowledge of the fact. Tell them that they have done 
so and they will immediately deny it and believe that 
they are telling you the gospel Truth. As a matter of 
fact, they don’t know when they do it, and the fact 
that the shoes may not have been near a fire is to 
their minds sufficient proof of their statement. 

“It takes very little heat to burn sole leather, par- 
ticularly if it happens to be a bit damp. Most of the 
damage is done by the shoes coming in contact with 
hot pipes, or electric radiators on electric cars. 

“Tt is easy to tell when soles have been burned, all 
that is necessary to do is to cut around the edges of 
the so-called break with a sharp knife. When the 
leather is burned you will find that the edges are hard 
and brittle. Oftentimes by making this demonstra- 
tion in front of a customer he can be convinced more 
quickly and satisfactorily than in any other way. 


Unauthorized Repairs 
“All defective shoes on which allowances are de- 
sired should, of course, be submitted to the manu- 
facturer for his inspection. Manufacturers cannot be 
expected to make allowances for repairs unless they 
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have had either the opportunity of seeing the shoes 
or have actually authorized ‘the merchant to have the 
repairs made. 

“Some retailers seem to feel that manufacturers 
should be willing to O. K. any charge for repairs which 
may be submitted to them and that a refusal to pay 
for such repairs must necessarily be either a reflection 
upon either the good faith or the good judgment of the 
retailer. , 

“This is not the case, however. Most manu- 
facturers are dealing with hundreds, if not with 
thousands, of retailers and it is manifestly impossible 
for a manufacturer to allow repairs upon their initia- 
tive. Whereas the majority would undoubtedly do 
the right and fair thing at all times, afew would not 
hesitate to take advantage of the manufacturer. Un- 
fortunately there is no way in which the privilege can 
be given to some customers and withheld from others. 

“Consequently, most manufacturers, very properly, 
make it an invariable rule that all claims be submitted 
to them and that no allowances for repairs will be 


- made unless their previous consent has been obtained. 


Defective Shoes to Be Returned to Manufacturer 


“It is to the advantage of the retailer as much as it 
is to the manufacturer that all defective shoes be re- 
turned for inspection. If the manufacturer is anxious 
to maintain the standard of his product, and no manu- 
facturer could otherwise long remain in business, it is 
absolutely necessary for him to keep close tabs on all 
defective shoes returned. 

“He may find in the case of a legitimate claim that 
the defect is the result of poor workmanship and in 
that. case it would be referred to his factory superin- 
tendent. Defective materials and findings, on the 
other hand, will be brought to the attention of the 
buyer. 

3 Equitable Adjustments of Claims 


“In adjusting any claim there are three parties 
whose interests must be considered and protected: 

“1. The purchaser, 

“2. The retailer, and 

“3. The manufacturer. 

“Although in the case of a legitimate claim: both 
purchaser and retailer have a right to expect that their 
interests will be protected, at the same time the manu- 
facturer should certainly not be penalized in the case 
of exorbitant or unfair claims which may be pre- 
sented by the retailer’s customer. 

An equitable adjustment of any claim is obtained 
only when a square deal has been given to all three 
parties to the transaction. The retailer who most 
effectually protects the interests of the manufacturer 
is in the long run best protecting his own interests. 
The most successful retailers of the country‘are not 
those who give something for nothing, but those who 
give value received.” 
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Nine Merchandising Questions and Answers 


Queries Published in “ Recorder’’ Bring Replies from Successful 


ing, published recently in the “Boot and 
Shoe Recorder,” have evoked some very 
interesting answers from~successful shoe merchants. 
Here they are. What do you think of them? 


Question No. 1.—How do you figure turnover? 


N | INE pertinent questions on shoe merchandis- 


Answer No. 1.—Turnover, properly defined, means 
the number of times per year the shelves are cleared 
and refilled. Turnover in dollars_and cents should 
be figured either on the cost or on the selling price 
That is to say, if the cost basis is used in arriving at 
the value of the merchandise on hand at inventory 
time, the cost basis must 
also be used in calculat- 


Merchants 


pairs. This is based on the number of pairs sold in 
proportion to the average number of pairs carried in 
stock. Figuring turnover on pairs is really the cor- 
rect and most scientific way of calculation, because 
the merchant is buying pairs and selling pairs. By 
knowing how many pairs he buys and how many 
pairs he sells he is enabled to gauge the rapidity of 
the turnover of his stock. 


Preparation of Trial Balance 


Question No. 2.—Can you prepare a trial balance? 


Answer No. 2.—If a simple system of double entry 
ledger with combination 
journal and cash book 





ing sales. If, on the 
other hand, total sales 
are figured at the selling 
price, which is the usual 
custom, then turnover 
should be figured on that 
basis. 

If the value of the 
merchant's stock is 
$100,000, as shown by 
his inventory, which 
would be on a_ cost 





N line with our policy of encouraging the 

fullest and freest discussion in the pages of 
the ‘Recorder’ of all questions and problems 
of interest to the retail shoe merchant, we 
publish here nine merchandising questions and 
answers. If you disagree with any of these, or. cost. 
have anything to add thereto, please write us a 
letter, giving your ideas in full. We cannot pub- 
lish the contents of any letter which comes un- 
* signed, but we will not publish your name and 
address if you request us not to. 


are used, posted and 
checked daily, a ‘trial 
balance is not particu- 
larly difficult. Several 
such systems are avail- 
able at a moderate 


Question No. 3.—What 
difference is there be- 
tween profit on cost and 
profit on_sales? 


Answer No.3.—‘‘Profit 








basis, and the average 
mark-up is 50 per cent of 
the cost, in order to make a two times turnover the 
total sales must be $300,000. 


Merchant Takes Stock Average 


The usual way of figuring turnover is to divide the 
amount shown by inventory at cost into the total 
sales, but this is really not a true and just way of 
figuring turnover, because ‘in one instance cost is 
taken as a basis while in the‘other, selling price is 
taken as a base. To get the true turnovers, the same 
basis must be figured in calculating the inventory 
as well as the sales. 

“In figuring ‘turn-over,’” says a Boston merchant, 
“T first find an average stock.” If one has a monthly 
statement, the figures of retail stock on hand on the 
first day and last day of the month, divided by two, 
gives the average stock. Likewise, the half-yearly, 
or yearly, statement (if one takes inventory only 
once a year), thereby dividing retail sales by average 
retail stock or cost sales by average cost of stocks, 
for any given period, gives the true turnover. 

Many merchants are figuring their turnover on 


. on cost” is really a mis- 
nomer, as profits can be made only on sales. Until 
there is a sale, the money collected, and the transac- 
tion closed, there can be no profit. “Profit on Sales” 
contemplates all overhead charges of every nature 
being added to the original cost of the merchandise 
and the wanted mark-up added to determine the 
selling price which will yield the desired rate of profit. 


Figuring Mark-Up 
Question No. 4.—How do you figure mark-up so 
as to arrive at a price allowing the required gross 
profit? 


Answer No. 4.—In order to arrive at a selling price 
allowing a certain percentage of gross profit, let the 
selling price equal 100 per cent. From the 100 per ° 
cent subtract the amount or percentage of gross profit 
desired. Divide the remainder into the cost of article 
after two ciphers have been added. For instance: 
Suppose a shoe cost $8, your overhead was 30 per 
cent and 10 per cent profit is wanted. Thirty per cent 
plus 10 per cent equals 40 per cent; 100 per cent 
minus 40 per cent equals 60 per cent; $8,000 divided 
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by 60 equals $13.33, which would be the selling price 
of the shoe. 


Preparing Bank Statements 


Question No. 5.—What kind of statements should 
you give the bank when you want money? 


Answer No. 5.—Banks have various requirements. 
Each bank has its own basis of figuring the amount 
of credit to which the individual merchant is en- 
titled. One important factor which is often over- 
looked by the merchant is his moral standing. ‘‘Moral 
hazard”’ is one of the intangible assets which a bank 
always takes into consideration when application for 
loans are received. It is always good policy to give 
the banker what he asks for. Usually a financial 
statement shows the assets and liabilities, in and out 
of business. It should be accompanied by a trial 
balance taken ‘from an inventory prepared at the 
close of the last previous fiscal period which should 
show the annual sales, 
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E.—Concentration on fewest possible lines, prefer- 
ably one line in each grade. 


Relation of Rent to Sales 


Question No. 8.—What relation should rent bear 
to sales? 


Answer No. 8.—The relation which rent bears to 
sales varies so materially in different brates of stores 
in different locations that a definite figure can scarcely 
be arrived at. Usually 2 per cent to 21% per cent is 
considered a fair average. 


Question No. 9.—What relation should salaries 
bear to sales? 


Answer No. 9.—The relationship between sales 
and salaries also varies widely in successful stores. 
In high-grade, exclusive stores where special service 
is rendered both by the salespeople and by the other 
employes and departments of the store, selling costs 
are materially - higher 
than they are in the 





percentage of overhead, 
net profits, etc. 

If a firm is a heavy 
and constant borrower, 
it is a pretty good idea 
to furnish the bank, 
month by month, a trial 
balance as shown by the 
books of the concern. 


shoes. 


Bearing of Turnover 
on Market 
Question No. 6.—What 


bearing does turnover 
have on mark-up? 





N the hope that the publication of these nine 
merchandising questions and answers may 
result in the establishment of an open forum, we 
are going to ask our readers to propound other 
questions which occur to them and which have 
a direct bearing on the retail merchandising of 
We will endeavor to publish these 
questions and answers at regular intervals 
throughout the year. There are no strings to this 
offer, provided the questions asked are real 
questions asked for the purpose of securing real 
answers. These are days when the merchandising 
of shoes must be watched as never before if 
legitimate profits are not to shrink. 


average store where such 
service is not rendered. 
Some stores figure as 
high as 8 per cent 
to salespeople and still 
are prosperous, while 
in other stores such 
a selling cost would be 
ruinous. 

- On an average from 
5 per cent to 7 per 
cent in women’s shoes 
may be figured a fair 
average, while 5 _ per 
cent to 6 per cent 








Answer No.6.—Arapid 
turnover enables a mer- 
chant to sell on a closer margin of mark-up because 
the overhead charge on each sale becomes materially 
lessened. Conversely—a slow turnover, and a slow- 
moving stock mean increased overhead expense on 
each individual item of sales. 


Question No. 7.—What means can be used to 
speed up turnover? 


Answer No. 7.—Various means and methods can 
be used to speed up sales and consequently speed up 
turnover. 

A.—A careful watch on stock records to deter- 
mine what lines are moving readily, what ones are 
lagging behind, or sticking on the shelves. 

B.—Buying new numbers so that they will fit in 
with or take the place of old ones. 

C.—A careful record of sales of pairs to determine 
minimum number of pairs necessary to buy. 

D.—Putting push behind the slow movers, adver- 
tising, displaying, special price, P. M.’s, ete. 


would be a fair average 
on men’s shoes. Misses’ 
and children’s shoes usually cost a little more to 
sell than men’s or women’s. 





The “High Cost’’ of Brains 
By GEORGE E. ROBERTS in the “American Magazine’ 


The United States Steel Corporation is one of the 
concerns which pays high salaries to its officials, its 
various managers, and its sellingforce. Exclusive of 
these high salaries, the average pay to all the other 
employes is $5.33 a day. Now lump all the salaries 
and wages together, from the president’s down to that 
of the lowest-paid worker. That average will then be 
$5.38 a day. 

That is to say, if everybody were paid alike, 
the wages would be just five cents a day more 
than the present average. These are the actual 
figures, calculated upon its salary and wage rolls of 
the year 1918. 
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YNN’S shoe manufacturing concerns will seize the opportunity 
given by the Boston Style Show, July 20 to 24, for making 
a noteworthy exhibit of their famous footwear products. 


They will seek to demonstrate that the best, most widely-known, 
most salable Women’s and Children’s shoes and Men’s slippers pro- 
duced come from Lynn, Massachusetts. 


Lynn’s manufacturers are prominently represented in the manage- 
ment of the Style Show itself; but, more than this, they see excellent 
merchandising reasons and general policy reasons for making their 
displays at this exposition strong and attractive. 


From the sales standpoint, it is well to give a collective demonstration, 
occasionally, of Lynn’s world-predominance in her special kinds of 
HIGHEST 
GRADE 
Auten & BrinGEo, INc. BaRTLETT-SOMERS Co. 


Burpbett SHOE Co. CoTTER SHOE Co. 
A. FisHer & Son Grecory & Reap Co. 


WHITE BUCK WELTS 

Jor GROWING GIRLS. 
MISSES and 
CHILDREN 
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American 
Making < 


footwear. To the hundreds of retail dealers and their buyers from 
all parts of the country who will be in attendance such a showing of 
highest-grade merchandise cannot fail to be impressive. - 


It will back up the things these manufacturers are constantly telling 
you about the pre-eminence of Lynn-made shoes and slippers. 


From the general policy standpoint, the approaching Style Show 
furnishes an effective way of showing the substantial character and 
progressiveness of New England’s shoemaking business that will be a 
literal eye-opener to those in the Trade and in the Public who may 
fancy that today’s business conditions are shaky. 


So, Lynn’s shoemaking interests are strongly for the big July exhibi- 
tion—and will give convincing evidence of it. 


P. J. HARNEY Suor Co. HENNESSEY, MaxwEL.L & HENNESSEY 
G. W. Herrick SHort Co. _ T. J. Kiety & Company 
Watson SHOE CoMPANY Wituiams, CiarK & Co. 


i\| BURDETT SHOE CO 
Ahakers of 
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Style—at a Popular Price” : 


The M. C. policy has always been to put 
the most possible style and good shoe- 
making into the M. C. line of women’s 


shoes. 


When your feminine customers find that 
they can purchase good footwear—of up- 
to-the-instant-style, at a moderate price, 
your store will be a mighty busy one. 


Why not write us for the complete M. C. 


story? 


MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 








E hope that one of your many 

enjoyments of the Boston 

Style Show, next month, will 

be in seeing the exhibition of Watson 
Shoes for Women. 


Some interesting samples of our 
craftsmanship—of: precisely the kind 
we incorporate in every pair of our 
shoes—will be on inspection there. 


We regard the Show as a particularly 
timely one, and we regard our rep- 
resentation there as a_ valuable 
opportunity to emphasize Watson 
Shoes in one more way. 


Women’s Fine Welts Exclusively 





WatsonShoe Company 


LYNN, MASSACHUSETTS 
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EXHIBITORS 


Kuhn-Pavord-Wilks Shoe Co. 
United States Rubber Co. 
Robt. H. Foerderer, Inc. 
Dungan, Hood & Co., Inc. 
Castle Kid Co., Inc. 

Perkins & McNeely 

French Beading & Novelty Co. 
Goodyear Tire & Rubber Co. 
Phila. Last & Pattern Co. 
Nahm Brothers 

Mrs. A. R. King, Inc. 

Ferris Shoe Co. 

Lenox Shoe Co. 

A. S. Kreider Co. 

J. R. Newton & Co. 
Croxton, Wood & Co. 

Laird, Schober & Co. 
Hallahan & Sons, -Inc. 
Carlisle Shoe Co. 

Harrisburg Shoe Mfg. Co. 

C. S. Gibbon Co. 

H. B. Hanford Co., Inc. 
Burk Bros. 

H. B. Altenderfer 


Lindner Shoe Co. 

Smaltz-Goodwin Co. 

Buek & Company 

Ziegler Brothers Co. 

Elkin Turn Shoe Co. 

Quarryville Shoe Co. 

Girard Shoe Mfg. Co. 

Grieb Shoe Mfg. Co. 

J. Edwards & Co. 

Kiddy Shoe Service, Inc. 

C. C. Kempton & Son, Ine. 

Armstrong Cork Co. 

Franco-American Bead. & Nov- 
elty-Co. 

Standard Kid Mfg..Co. 

Howard S. Rue & Co. 

R. D. Smith & Co. 

Keystone Leather Co. 

Schoellkopf & Co., Inc. 

Barke-Gibbon Co., Inc. 

Donald Shoe Co. 

Passant & Olley 

Amalgamated Lea. Co., Inc. 

New Castle Lea. Co., Inc. 

Roney & Berger Co. 


JULY 19-20, 1920 
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AT THE PHILADELPHIA FOOTWEAR 
STYLE SHOW 


YOU WILL SEE THE LATEST EXAMPLES OF FORTY- 
FIVE YEARS OF SUCCESSFUL SHOEMAKING IN 
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TRADE MARK 








Tan Vici, Tip Oxford, Lenox Last (new) 
6330—114 to 2. DandE............ $3.25 
6331—8}4 to 11, DandE............. 3.00 
<' > Tu 
meee 0 6. DamtE....-.-.----+-2- ated 7060—3 to 8. DandE................ 2.15 
‘ FORI—I to 5, Dan B iw. iiccs cetcccee 1.90 
Women’s Theo Ties, oe Last, Full Louis Heel, Turn, . 
% to 7 


GOOD That INR as, 060s ok hice cence te $8.00 
4581—Patent chrome. ..............2005: 7.00 
Fe any tg oe ene SP ae 7.00 


E have told you about them 
“DIX"™ 


EZEAZ WELT 


A English Oxford, ; 
hubber Feel. that is in the you have found them profit makers 


correct last and is dressy 
No. 4768 is the Brown Kid 


Nea epee for years—but look at the display 
Widths C, D and E ; 
$4.35 just the same— 


many times—thousands of 


Just now we are showing these seasonable styles—ready for at once 
delivery. They will fit in with your present needs— 


Mail or wire orders will receive prompt attention. 

















Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 


New Yor 
35 So. Second Street Bush Terminal Sales Building, 42nd and Broadway 
We will exhibit at the Philadelphia Footwear Style Show, July 19-20th. : 


Philadelphia, Pa. 
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For years the Lindner organization has 
worked harmoniously together, with 
the result that the Lindner line of 
welts and turns is built right by shoe- 
makers who take personal pride in the 
result of their labors. 


At the Philadelphia Footwear Style 
Show you will see Lindner sample 
shoes which are sty‘ed for those par- 
ticular women who demand Quality, 
Wear and Comfort, yet are Custom 
made. 


Examine these samples carefully. 
Note their unusually attractive lines. 
Get the feel of the leather from which 
they are made. Then visualize their 


_ appeal to your customers. You will 


then be satisfied that the Lindner line 
of footwear is just exactly what your 
trade will demand. 
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PHILADELPHIA FOOTWEAR STYLE SHOW 


JULY 19-20, 1920 


Philadelphia to Hold First Style Show July 19-20 


To Be Staged in Ball Room of Bellevue-Stratford Hotel---Will 
Emphasize City’s Importance as a Shoe Center 


Philadelphia, June 23. 
~,YOLLOWING close upon the heels of the Roch- 
k ester Shoe Style Show and the Chicago 
National Shoe Exposition, comes the Phila- 
delphia Footwear Style Show, to be held in this City 
of Brotherly Love, July 19 and 20. This is the first 
style show ever held here—the first, it may be re- 
marked, of a series of annual events designed to 
emphasize and to advertise the importance of Phila- 
delphia as a shoe center. 

It will be the product not of any one body of men 
but rather of the co-operative efforts of all connected 
with the shoe industry—retail merchants, whole- 
salers and manufacturers. 


Color Scheme of Green and White 
Plans which have been announced call for an 
artistic arrangement of booths, dominated by a color 
scheme of green and white. Booths will occupy 
the center of the floor in two back-to-back rows and 
will also be situated along the wall spaces. This 


arrangement does away with the usual center aisle 
and divides the vast room into three parts with two 
side aisles. Greek columns supporting flowers will 
outline each booth. 

This, as has been said, is the first show of the kind 
to be given here and the mere fact that it will be taken 
part in by shoe, leather and findings manufacturers 
not only of this city but of the entire state as well, 
makes it an event of considerable importance to the 
retail merchant. 

The lines to be seen will include high grade as well 
as low and medium grades of womens, misses, chil- 
dren’s and infants’ welts, turns, and McKays. The 
exhibitors will include such well known manu- 
facturers as: 


Partial List of Exhibitors 
Laird, Schober & Co., J. R. Newton Co., Buek & 
Co., Croxton Wood & Co., Hallahan & Sons, Smaltz- 
Goodwin Company, Ziegler Bros., Elkin Turn Shoe 
Co., C. S. Gibbon Co., Nahm Bros., Ferris Shoe Co., 





C. E. GIBBON 
Of the C. S. Gibbon Co., chairman 
of the Executive Committee and of 
the Booth and Concessions, Com- chairman of the Finance 
mittee Committee 





Of C. C. Kempton & Son, secretary 
of the Executive Committee and 


E. H. KEMPTON 
Of C. C. Kempton & Son, chair- 
man of the Decoration and Enter- 
tainment Committee 


JOHN C. McKEON 


Of Laird, Schober & Co., member 
of the Executive Committee 
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In Booth Twelve 


at the 


! PHILADELPHIA 
q STYLE SHOW 


j OU will find displayed samples 
. of our complete line of misses’, 
if children’s and infants’ high 
4 grade Welts, Turns and McKays. 


Due to increased capacity we are THE FERRIS SHOE CO. 


i able to offer, for the first time in beans as Atl 
i the history of our organization, a CHILDREN’S SHOES 
/ chance to a few more shoe mer- EXCLUSIVELY 

lk chants, in addition to our regular 

E accounts, to stock this footwear. PHI LAD er PENN. 
i : PHILADELPHIA 

! Our line is too well known to need ee eo. 

i descriptive information. 
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PHILADELPHIA FOOTWEAR STYLE SHOW 


JULY 19-20, 1920 


o 
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Barke, Gibbon Co., Donald Shoe Co., Passant & 
Olley, Quarryville Shoe Co., Girard Shoe Mfg. Co., 
Lenox Shoe Co., J. Edwards & Co., Lindner Shoe Co., 
Harrisburg Shoe Co., J. G. Grieb Co., Kiddy Shoe 
Service, Kuhn, Pavord Wilks & Roney and the 
Berger Co. 

Then in addition to the shoe lines to be exhibited 
there will be displays by the leading kid, calf, side and 
sheep skin manufacturers of the country such as 
Dugan Hood & Co., New Castle Kid Co., Perkins & 
McNeeley, R. D. Smith & Co., Howard S. Rue & Co., 
Standard Kid Co., Keystone Leather Co., Robt. H. 
Foerderer, Inc., and Schoellkopf & Co. 

There will also be the following exhibitors featuring 
their lines: 

Goodyear Tire & Rubber Co., United Rubber Co., 

French Beading & Novelty Co., Franco-American 
Beading & Novelty Co., C. C. Kempton & Son, The 
Phila. Last Co., and The Armstrong Cork Co., 
” The finest orchestra in Philadelphia has been ob- 
tained and will supply music from the opening of the 
show at 10 A. M. until the closing hour at 10 P. M. 
with a special musical program for both evenings. 


Committees in Charge 


The committees in charge are as follows: 
Executive committee—Tycho Buek, Jr., J. H. 


ai——< ~<a <p 
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Cross, James Edwards, Newton Elkin, J. W. Goodwin, 
A. E. C. Hall, W. J. Hallahan, E. H. Kempton, Geo. 
S. Laird, J. C. McKeon, Herman Meyer, Gilbert 
Nahm, Culbreth Sudler, D. D. Wolf, secretary, and 
C. E. Gibbon, chairman. 

Advertising Committee—Gilbert Nahm and Cul- 
breth Sudler, chairman. 

Booth & Concessions committee—A. E. C. Hall, 
and C. E. Gibbon, chairman. 

Decoration and Entertainment Committee—New- 
ton Elkin and E. H. Kempton chairman. 

Finance Committee—Tycho Buek, Jr., and D. D. 
Wolf, chairman. 


Mr. Gibbon Enthusiastic 


Mr. Gibbon, chairman of the Executive committee, 
is a busy man. Nevertheless he found time yesterday 
to sit down and explain his opinion of the advantages 
of style shows in general and of the Philadelphia show 
in particular. 

“In years gone by,”’ he said, “there have been lots 
of different ways for manufacturers to show and 
exhibit their wares. Some have their own representa- 
tives who take their lines into the merchant’s stores 
and display them. Others will perhaps open up 
their lines at a hotel or sample room and have the 
merchant come and see displays. Still another way 





WALTER J. HALLAHAN 


GEORGE 8. LAIRD 


Of the Smaltz-Goodwin Co., mem 
ber of the Executive Committee 


Of Hallahan & Sons, member of the 
Executive Committee 


Of Laird, Schober & Co., member 
of the Executive Committee 


Of the United Shoe Machinery Co., 

member of the Executive Com- 

mittee and of the Booth and Con- 
cessions Committee 
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“CREATING” an improvement has its 


penalties. 


The very betterments we have given the 
public in VICI KID have made the name so 


synonymous with quality that some people 


seem to have forgotten that VICI KID is 


our trade name. 





You are not certain of getting real VICI 
KID in your shoes by simply saying to the 
salesman: “Make that in Vici.” 


No other firm makes or ever has made VICI 


KID, but Robert H. Foerderer, Inc. 
Robert H. Foerderer, Inc. 


SOLE PRODUCERS OF VICI KID 
Philadelphia Pennsylvania 
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‘‘It naturally takes time to make prog- 
ress and bring into action the best 
that is in one.”’ . 


eH He H 


That we have made progress is simply 
due to the fact that every single worker 
in our organization has given us the 
best work possible. 


eH He HM 


They rightly feel that each shoe which 
leaves our factory must be made right 
or there is a reflection on their work- 


manship. 
XH He & 


The trade-mark at the top of this page 
is a symbol of the progress which our 
organization has made and the satis- 
faction which wearers of our shoes 
obtain. 


aH eH 


At the Philadelphia Footwear Style 
Show, July 19-20, samples of our com- 
plete line will be on display. Examine 
them carefully, note the fair price 
markings, and if they meet the re- 
quirements of your particular trade, 
give them your approval by ordering 
enough to meet your Fall and Winter 


demand. 


























The Harrishurg Shoe Mfg. Cs. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSZS SHOES CWILDREN'S SHOES 
OF VALUE 


























June 26, 1920 


is to have the merchant come direct to the open 
market, canvass it himself and do his shopping. in the 
same manner in which the consumer buys. 

Nearly all these ways are in vogue at the present 
time but it is evident that through systems of this 
kind the merchant does not get in complete touch with 
the different lines of merchandise, 

“By some gréat sale genius was conceived the idea 
of exhibiting products of different districts at a 
combined exposition and to this idea we owe the 
present-day habit of shoe expositions, style shows and 
various other similar exhibits, which have proved to 
be a most wonderful help to the merchant in making 
his purchases and to the manufacturer in selling. 


Plans Perfected in Short Time 


“Until a very few months ago, however, the idea of 
such an undertaking in this great shoe and leather 
center was lying dormant in our minds. At that time 
mention was made of such an exhibit and after a 
few days of general discussion, a temporary committee 
was formed for the purpose of sounding out the 
manufacturers of the city and district. The en- 
thusiasm shown was great enough to warrant the 
formation of a permanent committee. 

The importance of the event.as well as its oppor- 
tuneness was realized not only by the shoe manu- 
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facturers of this vicinity, but also by the leather 
tanners and findings trade. 

There is a two-fold reason why this exhibit is 
particularly opportune: 

First, because the backward season and market 
conditions have caused shoe merchants to hold back, 
and the shoe exhibit will be a wonderful help by 
showing them salable merchandise. _ 

“Secondly, because this exhibit will come in what 
we might call a ‘Circuit.’ The Rochester Shoe Style 
Show takes place July 5 to 10 inclusive, which is 
followed by the Chicago National Shoe Exposition 
from July 12 to 16, then the Philadelphia Footwear 
Style Show the 19th and 20th, which just overlaps 
the Boston exhibit by one day. 


Philadelphia’s First Attempt 


“With the exception of perhaps a few small retail 
exhibits in the past, this is really the first time in the 
history of Philadelphia shoe making that the com- 
bined products of the shoe and leather manufacturers 
of this great shoe center will be shown at one time. 

“IT might also mention that too much credit and 
praise cannot be given the exhibitors who are doing all 
in their power to co-operate with us. The one main 
thought in their minds when they guaranteed their 
support, was the thought of boosting this shoe center. 





JOHN H. CROSS 
Of the Mrs. A. R. King Co., mem- 


TYCHO BUEK 


Of Buek & Co., member of the 
Executive Committee and the Fi- 
nance Committee 








ber of the Executive Committee - 











NEWTON ELKIN 
Of the Elkin Turn Shoe Co., mem- 
ber of the Executive Committee 
and of the Decoration and Enter- 
tainment Committee 


GILBERT NAHM 
Of Nahm Brothers, member of the 
Executive Committee and of the 
Advertising Committee 
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The Kreider 
Chain of 


STRONG SHOES 
FOR STURDY LADS 


We never build shoes to a 
price. Kreider Shoe quality 
is established. -It never varies 
and above all each shoe is 
built for a particular service. 
Take for instance, this shoe 
shown below. It is built— 
every inch—an exceptional 
value for husky youngsters. 
And the price is consistently 
low. Others in our catalog give 


F. actories you a wide range to select 
from. 
etal PALMYRA j¥ Write us for a copy. 
LEBANON 
MIDDLETOWN 
ELIZABETHTOWN 


Pes S Wrewer Co. 


Exclusive Makers of Best Shoes 


for Boys, Girls and 


the Babies 


DISTRIBUTING HOUSES: 





eee We oc. con... Sic c clea ogee ox 123 Duane St. 

NOD 6. ios 5 5. kieran oe cau anal 51 N. Third St. ? 
IE, .., .-... .cccoeke naan 923 Penn Ave. an on “> - Goodyear Stitched. 
St. Louis.......................1408 Washington Ave. oe hey ~— 

NN, eT re re lll Boys’, 2 to 5¥4................-$3.00 
as 6 cacitt ad icacte W0¥s:«-aleik shiney aa 312 W. Monroe St. pg Be ra oe ae er ine 2.60 
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HILE at the Phila- 

delphia Style Show, 
July 19-20, make certain 
you visit Booth No. 20, 
where our complete line of 
Women’s Medium Priced 
Welts will be displayed. 


Our line is too well and fav- 
orably known to the trade 
to have us tell you very much 
about its wonderful selling 
possibilities. 

Mere words cannot describe our 
footwear. Samples must be exam- 
ined carefully to realize the excellence 
of workmanship and material, to- 


gether with the style appeal, built 
into every pair of our shoes. 


We invite your inspection. 


gs 
C. S. GIBBON CO. 


50-54 North 4th Street 
Philadelphia, Pa. 


In Stock Department 56 N. 4th Street 
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ROVILLA KID 

















Style 
Lustre 
Distinction 
Economy 


Wear 


Write us today for full 
particulars 





CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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Real Summer Is Here! 


You are probably now selling a great many 
Misses’ and Children’s low cuts—and you 
will need some more. 


These Are In Stock Now! 

















MISSES’ AND CHILDREN’S MARY JANES MISSES’ AND CHILDREN’S THEO TIES 
Stock No. 100—Patent Chrome Turn Stock No. 104—Patent Chrome Turn 
© 8 Det eo oicelbecscties A $1.65 ? to 5 Dand E........... essen eens i 4 
i ee ee ee 2.15 to 8 C,DandE..........---.00005 
ites Se fey Sree eee 2.60 8 toll B, pert eee eceeeseeeescrere 2:80 
1996 to.°6- A; B/Case Dy 005.2 -b802. 3.35 114 to 2 A,BandC.............++++-- 3.50 
Stock No. 101—White Canvas Turn Stock No. 105—White Canvas Turn 
ae a fs err ae $1. 2 ae ee oa ee $1. 
4 . x “Ss eS ) REA ree 1.75 
r 8 to ll B, 4 fo Rr ee 2.00 
$n ae Ds Ae Ad od ceSiake..s. 2.50 



































Your Order Will Receive Immediate Attention 


When you visit the Philadelphia Footwear Style Show, 
July 19-20, you will find our full line displayed at Booth 
66—Look it over. 


The Donald Shoe Co. 


239-241 NORTH SIXTH ST. 


Philadelphia 
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Copyright 1920, by The Goodyear Tire & Rubber Co, 


Trade Mark Reg. U. S. Pat. Off. 


RABLE - WATERPROOF 


DU 











A Clear Track to Better Shoes 
—W ith Guaranteed Neolin Soles 





The railroader typifies the substantial class that looks first to 
wear and comfort in buying shoes. — 


You can fit him with just the shoe he needs—from your 
service line of strong, sensible, Nedlin-Soled shoes. Long- 
wearing 12 or 14 iron NeGlin Soles will resist the grinding 
action of cinders, rail jointsand tie ends. They will keep him 
dry-shod, give him comfort, and furnish him with a new 
experience in service economy. 


He will tell his whole brotherhdod of outdoor men who are 
“hard” on shoes about the footwear you sold him. Help him 
identify your store by trimming your window with attractive 
lasts from the 500 representative styles now offered with 
guaranteed Nedlin Soles. 


If during the present season you wish to stock NeGlin service 
shoes—their Nedlin Soles uniformly applied and Goodyear 
guaranteed—Goodyear will be glad to advise you direct as to 
where you can obtain a Boy’s, Man’s, Woman’s, Growing 
Girl’s, or Child’s Service Shoe of the type you wish. 


THE GoopyvEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heels are the guaranteed walking mates of guaranteed ihe. 
Nedlin Soles. They’re so good that more than eighty per cent of 
all shoes made in this country with branded heels are fitted with them. 


Sole 


- COMFORTABLE 
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United States Rubber Company 


PLUS BUSINESS 
FOR EVERY DEALER 


~~ retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 
to plus business. The United 
States Rubber Company has 
long been working toward that 
goal with Keds. 


TODAY we believe that goal 
has been ‘reached. There is 
scarcely any demand for work, 
sport, dress, or street wear that 
Keds cannot satisfy. 











— 
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This Mark Stands for 


Reliability, Quality and Service 


POLL OHIeenMiiniineliiiiiiiel 


Things that go into shoes that bear this mark 
Linings Stay Ducks Gem Ducks Vamp Flannel 


Cloths: 


Corkscrew Kersey White Fabrics, including Trojan and Merion 
Sea Island Duck 


Top Facings Imitation Leather Cover Cloths 
Ribbons Galloons Stay Webs Pump Stay Tape 
Button Hole Tape Cut Staying Tongue Lining 
Eyelet Staying Sock Linings 


Glazed Kid  Calfskins and Black Glazed Sheep 


Visit Us When in Philadelphia 


W. A. LIPPINCOTT CO. 


Established 1862 Incorporated 1907 
315-17-19 Arch Street Philadelphia, Pa. 


; 
; 
; 
: 
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KACE SHOES 


i ie charming lines and a smooth, snug 

fh erate. Shoes add an ease of 
perfect adjustment that pleases the wearer 
and profits the trade. 


Lace Shoes with Diamond Brand Fast Color 
Eyelets combine service and style. Guaranteed not 
to tarnish — Diamond Eyelets outlast the shoe. 














Specify DIAMOND BRAND Eyelets when 
you order. The DIAMOND trade-mark 
on each eyelet means “None better made.” 


United Fast Color Eyelet Co. 
Boston, Mass. 





sss 


iN? 


CF 














June 26, 1920 BOOT AND SHOE RECORDER 83 


EN © LT © TTT © TET © FATT [THD UIIUUAN © TEAL FRDUOATOLO © PAC TTL IO © TMU LEOU DT ©CRTTEOL LAT OUUTTATIT AY PATTTLTAT i) 


All Setfor the Rochester Shoe Style Show 


_ Six Days of Fun, Frolic and 
Business to Start at 


ROCHESTER 


“The City of Good Shoes” 


TOT EO 


TTT TTT * EAT © TTT e TT TTS: 


} July 5th and Continue for 
an Entire Week 


No Shoeman with red blood will remain away from the 
ROCHESTER SHOE STYLE SHOW if it is within his 


power to attend. 


Thousands of the country’s shrewdest shoe buyers come to the ROCHESTER 
show every year. It’s an important part of their business to be here. It 
gives them a “close-up” view of shoe styles and conditions as they exist and 
not as they are often reported to exist. 


The City of Flowers and Good Shoes will be the mecca in July of many shoe- 
men and their families who are convinced that this is the center of many 
fascinating Vacation Spots suited for brief or extended stays. 


The show’s at Powers Hotel. All 
displays in separate rooms, with at- 
tractive samples of the latest and 
best in shoes, leather and all accesso- 
ries used by both retailers and 
manufacturers. 


We Bid YOU a Hearty Welcome and Assure 
You and Yours of a Good Time! 


aan tt =) 





Rochester Shoe Style Show—July 5-10—Powers Hotel 


Held under the auspices of the Rochester Association of Traveling Shoe Salesmen 
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Menihan modes for the coming 
season reflect the very essence 
of dainty refinement.. 


Under the spell of these most 
fascinating styles no woman will 
be able to resis€ the impulse to 


purchase. 


Shown at the 
ROCHESTER STYLE SHOW 


July 5 to 10th, Rochester, N. Y. 
Rooms 600, 601, 602 


The MENIHAN Company 


ROCHESTER, N. Y. 
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The Rochester | 
Shoe Style Show 


Ninth Semi-Annual Event to Be Held 
in Powers Hotel, July 5, 6, 7, 8, 
9 and 10, 1920 


Rochester, N. Y., June 22. 


P E RHAPS the best idea which can be given of the © 


aim of the Rochester Shoe Style Show, to be 

held in the Powers Hotel here, July 5-10 
inclusive, can be gleaned from the following extracts 
taken from “A Day in Soletown,” an official 
brochure published by the committee in general 
charge of the affair: 


“The Rochester Style Show,” says this booklet, “‘is 
known far and wide for the splendor of its exhibits 
and for the warmth of welcome that salesmen and 
manufacturers extend to the hosts of visiting buyers 
and manufacturers who attend this semi-annual 
event.” 

* * * * 

‘Rochester takes just pride in the number and 
efficiency of its shoe factories, just as it is proud of the 
excellence of its product. Rochester-made shoes for 
women, children and infants are the leaders for style, 
workmanship, good fitting and good values.”’ 


* * * #* 


“Displays of leather, lasts, findings, fixtures, etc., 
heighten the interest in the affair.” 


* * * * 


“The Rochester Shoe Style Show has provided a 
clearing house for ideas, a common ground for the 
different elements of the business to rub elbows and 
match up points. It affords an economy in time and 
effort, in that comparisons can be made quickly 
and with facts, not guesses, as a basis of judgment.” 


“‘Rumors of radical changes in shoe styles make it 
more important than ever for shoe buyers to get into 
the market and ‘wise up,’ so to speak. The dealer 
who does not get the trend of styles before he is ready 
to buy his shoes for the coming season will be the 


loser.”’ 


“Shoe merchants from every state in the Union, 
from Canada and countries across the water, are 
among the patrons of the Rochester Shoe Style Show. 
For eight successive seasons the attendance at the 
show has grown steadily until there is-no longer any 
question about the exposition as a permanent fea- 


ture.” 


“The Rochester Shoe Style Show has much to 
offer visiting shoe buyers in new ideals and styles, to 
say nothing of the convenience of having so many 
representative lines on display under one roof, where 
one can see what he wants when he wants to see it. 
It saves a lot of time in going from place to place, and 


that is a great convenience.” 


* * * * 


“From the Style Show have also come the wonder- 
ful results that always attend the meeting of men, 
real men, getting together and entering into the 
relationship of friendly association. As a result, 
manufacturers, retailers and salesmen have found 
the Rochester Shoe ; Style Show of great value in 
shaping up the season’s shoe dope.” 
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One of the new styles 
which will be found 
at 
Room 500 
Powers Hotel 








re EELS Shoes of Qual- 

ity’ command the 
careful attention of all live 
merchants, for into them 
we have put-every element 
of high grade shoemaking. 
During the Rochester Style 
Show in Room 500 at the 
Powers Hotel, you will 
see a range of styles that 
will win your approval at 
first sight. The new lasts 
and patterns—the fashion- 
able shades and colors— 
the latest style ideas—will 
be a pleasing surprise for 
you. 





UTZ & DUNN -CO. 
Rochester, N. Y. 
BRANCH OFFICES . 


DENVER 
218 Charles Bldg. TIGER & McNUTT 
NEW YORK CITY 
Bush Terminal Sales Bldg., 130 West 42d St. 
S. A. MCOMBER 
LOS ANGELES 
718 Story Bldg. G. C. McATEE 
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OFFICIAL 
PROGRAM 
OF THE 
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ROCHESTER 
SHOE STYLE 
SHOW 


Cc. H. HELMER 
. Chairman of the Rochester Shoe Style Show 


Monday, July 5 
Opening Day. 


9 a. m.—Registration and reception. 


10 a. m.—Welcoming address by the president of the 
Rochester Association of Traveling Shoe Sales- 


men. 


11.30 to 1.30p.m.—Style Show declared officially open 
by Chairman Charles H. Helmer. Luncheon in 


the ballroom. Jazz Orchestra and cabaret. 


Inspection of exhibits from 9 a. m. to 6 p.m. 


Tuesday, July 6 


9 a. m.—Registration and reception. 


11.30 to 1.30 p. m.—Luncheon and business meeting 
of the R. A. T.S.S. in ballroom—Jazz Orchestra 


and cabaret. 


6 p.m.—Auto ride around city parks. Dinner at 
Manitou Beach. 


Inspection of exhibits from 9 a. m. to 6 p. m. 


Wednesday, July 7 


9 a.m.—Registration and reception. 


11.30 to 1.30 p.m.—Luncheon in ballroom—Jazz 
Orchestra and cabaret. 


6 p. m.—Sausage roast and dancing party at Sum- 


merville. 


Inspection of exhibits from 9 a. m. to 6 p. m. 


Thursday, July 8 
9 a. m.—Registration and reception. 


11.30 to 1.30 p.m.—Luncheon in the ballroom— 


Jazz Orchestra and cabaret. 
8 p. m.—Theater. party for the ladies. 


8 p. m.—Pop concert, cabaret and boxing for visiting 


buyers, manufacturers and salesmen. 


Inspection of exhibits from 9 a. m. to 6 p. m. 


Friday, July 9 
9 a. m.—Registration and reception. 


11.30 to 1.30 p. m.—Luncheon in the ballroom—Jazz 
Orchestra and cabaret. 


6 p. m.—Moonlight ride on Lake Ontario. 


Inspection of exhibits from 9 a. m. to 6 p. m. 


' Saturday, July 10 


9.30 a. m.—Annual picnic of the Rochester Associa- 
tion of Traveling Shoe Salesmen at Manitou 
Beach. 
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John Kell Shoes 


as 


appeal to the __ 
hetter class'of 


women>-—— 

those who care 
to he shod well 
but not extrav- 


gape la 


Jee 


"Those Better Shoes” 
at 


Rochester Shoe 
Sivle Show 


Room. 554, Powers Hotel 
eFulyy 5~I1O 


John Kelly. Ine. 
Rochester, N-Y. 


NewYork City : Room 105 Graham Bidg. 


Church and Duane Sts. Mr John C. Halliwell 
re 
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The Story of an Indian Brave 


ANDOLPH slept. And before him in his 
a dream appeared the form of Ah-Ta-Qua-O- 
_ Weh, the only Indian who ever escaped the 
pn of J. Fenimore Cooper. He was a Seneca—one 
oi the tribe which formed a portion of the Six Na- 
tions, all of which were bounded on the East by the 
Rochester Style Show. 

Anyway: “Main Street in the city of Soletown 
was rather quiet; like most busy streets are on a hot 
June day,” according to the official brochure of the 
Rochester Shoe Style Show. ‘Summer breezes gently 
stirred the tree tops; the sun beat down on dusty 
streets. Store owners and clerks idly talked or shifted 
about from ‘one spot to another in search of a cool 
resting place. Just one of those mid-week warm 
days when it is a man’s nature to allow his thoughts 
to wander to far-off places—places where, in his mind’s 
eye, he can see things he’d like to enjoy right then.” 

And then the Indian guide leads Randolph through 
the city and its environs, pointing out scenes of his- 
toric interest as they go along. 

The Great House at which Randolph, his family 
and Ah-Ta-Qua-O-Weh stopped was in the center 
of the city. It was here, the old Indian told them, 
that the main trail passed by. A rod or so away on 
the street of the same name was the old spring where 
his forefathers quenched their thirst. An arrow-fall 
away was the Genesee. The Seneca led them over 
the bridge (Court Street) and described the sights 
they saw. ‘Like the beaver,” he said, “the builders 
have made a dam that breaks the mad rush of the 
waters, and now, where canoes could never go, barges 
of steel and wood and stone bring trade from the 
far-off Huron and Sioux countries, over covered rap- 
ids (Barge Canal Harbor). Here, too, was a cas- 
cade, the height of three standing men, which the 
paleface has removed and builded an aqueduct. 
Water, as you see, crosses water (Erie Canal), known 
no other place in all the world. Below we see build- 
ings where people work by day and night (Main 
Street) over the bed of the Genesee.” 

Randolph and Ah-Ta-Qua-O-Weh gazed at the 


turbulent waters disappearing through a cavernlike. 


space. Gently pulling him away, the Indian led him 
to their machine. ‘From here,” said he, “we'll go 
the way of the ancient trail (Lake Avenue), past 


many smoking chimneys. On the flats of the river, 
many feet below, -we see the glass plant (Bausch & 
Lomb), where is made the crystal substance that man 
uses to see great distances.” sa 

As they neared a high bridge in the shadow of 
Rochester’s greatest building (Eastman Kodak Of- 
fices), Randolph could hear a continual roar. Before 
he could ask the question, his eye was greeted (on 
the right) by a waterfall as high as a pine tree. Ab- 
Ta-Qua-O-Weh: told him this fall was over one hun- 
dred feet. “On the north,” he explained, “‘you see 
the high banks. We go now to the river’s end.” 

Past many old and new homes they turned at the 
entrance of Maplewood Park. “Legend tells us that 
it was here,” the Indian remarked, ‘‘that the Senecas 
took the narrow trail, which was shrouded in mist 
when the waters were deep, from the low to high 
ground.”’ As he was speaking Randolph again heard 
a rumbling sound. Gliding on a bridge (Driving 
Park), the full effect of the beauty and grandeur of 
the third falls and the gorge of the Genesee was shown 
to him. 

Little changed from the time of the old French 
missionaries. On the left a new power station has 
been erected—an engineering feat beyond imagina- 
tion, when one looks at the declivitous banks. Nearly 
two hundred feet below, the river winds its way. 
The sides of the gorge show rocks and earth of many 
colors. Copper mingled with green, grays and 
browns, red and blue streaks, of shale and granite. 
A path leads down from the park for several miles, 
amid trees and bushes of many names—a sight worth 
coming miles to see. Ah-Ta-Qua-O-Weh described 
the places within reach of the eye. 

“On the crest of the rise of Lake Avenue was an 
old site of the Senecas,”’ he told Randolph. “Below 
around yonder bend, called Hanford’s Landing, was 
our old fort. From this point the trails went down 
the sides of the Genesee to the Big Sea Water (Lake 
Ontario). Charlevoix traveled this section just 200 
years ago,-and told of the wonders of this land to his 


Past the huge plant where the cameras and films 
are made they rode down toward the lake. Turning 
after a few minutes, they crossed a new bridge over 

(Continued on page 95). 
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At the Rochester Shoe Style Show, 
Powers Hotel, July 5-10, 

don’t fail to see the 

display of 


Wilson Sewed Shoes 


Room 569 


Black Satin, $8.00 Samples Prepaid 


Dull Mat Kid, $8.50 on Request 
Made by 


Strassburger-Stiles 


Incorporated 


99-105 Myrtle Avenue BROOKLYN, N. Y. 
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Ford’s Footlights— 
of Fashion 


—Unusually 
attractive 


—fine expressions 
of good shoe- 
making 


Rooms 
604-606 


Rochester Style Show 
July 5-10th 
Rochester, N. Y. 





A comprehensive showing of a 
leading line of Rochester-made 
shoes for women 


| OCHESTER 


NEW YORKPOFFICE 
127 °O UANE/ST. 
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Koko 3 

Otter 12 

Rich Tan 11 

Black Ooze 

Brown Ooze 

No. 15 Plain or pout 





| pena 
- Dependable 


Calfskins 


will be exhibited in Room 506 
at the Rochester Style Show 


Shoe manufacturers, merchants or 
traveling salesmen are invited to see 
the leather that helps make 

good shoes better. 


Cc. D. BROWN & CO., Inc. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, N.X 


Rochester Shoe Style Show 
July 5, 6, 7, 8, 9, 10th 


SLUM eminent n i) eH UUUeHel eM Une ien isi in 


50 SOUTH ST. 
84 GOLD ST. - 


OUTNOUNOUOUO  e SIH eH eT eT enti 


Make your headquarters while visiting the 
Rochester Shoe Style Show 
at the 
Powers Hotel 


Staying at the Powers is second nature 
to the man connected with the shoe and 


kindred industries. 


He is sure of a cordial welcome, comfort- 
able room, the best of food and entertain- 
ment and—what he appreciates so much 
—meeting old friends about the hotel. 


If you haven’t already done so let us 
know when you are coming—we will 
reserve a room and meet you at the train. 


POWERS HOTEL CORPORATION 
JACOB MESSNER, Manager 


o 
c 
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Why Has the Children’s 
Shoe Business Fallen Off? 


Because the shoe merchant is not selling children’s shoes as he does his men’s 
or women’s footwear. The small amount of the sale involved has perhaps 
influenced the shoe merchants to forget the fact that footwear for children 
has advanced in price, and for the same reasons as have the men’s and wom- 
en’s shoes sold in his store. Instead of educating the parent to this fact, 
the merchant caters to the price appeal and willingly meets the customers’ 
objections by selling shoes of inferior quality—shoes that make quick sales, 


yes, but shoes that make disappointed purchasers. 


Pla-Matie 


TRADE MARK REGISTERED UNITED STATES AND CANADA. 


SIAOGS 


have always maintained their high standard of quality. 


Which is the 
Better Policy? 











to maintain your standard of merchandise and lose a few sales on account of 
the price or to have your customer say that you did not carry as good a line 
of children’s shoes as they formerly purchased from you? 


Think It Over 


Rochester Shoe Style Show - - Room 502 
‘WILLIAMS, HOYT & CO., Rochester, N. Y. 
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SHERWOOD 
~McKAYS 


Faultless in style and con- 
struction will be on exhibition 
at the 


Rochester Style Show 


July 5 to 10th 
Room 654 
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DENTIFIED with good % 
shoemaking SHERWOOD ‘ 
McKAYS appeal to both 

metchant and consumer as 

merchandise of bigger values 

and better styles. 


Ge Sherwood Shoe Co. 


Rochester, N. Y. 
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K. W. WATTERS 


Second vice-president of the New York State 
Shoe Retailers’ Association 





ERNEST N. PARK 


President of the New York State Shoe Re- 
tailers’ Association 


WILLIAM PIDGEON 


First vice-president of the New York State 
Shoe Retailers’ Association 








the river. As far as the eye could see stretched the 
broad Ontario, glinting in the sunlight. It brought 
back to the Seneca many memories of the days when 
the French first came to New France. Soldier and 
missionary laden bateaux and canoe-filled warriors 
swarmed these parts for many years before the white 
man took possession. 

Calling Randolph’s attention, he told him about 


Long Pond, where the lake forms a great bay—a 
haunt of fishermen. “To the west is Manitou, which 
gets its name from the Algonquin, meaning the Great 
Spirit,” he told him. 

And so the story goes on. Vivid description of 
Rochester and its attractions—told in narrative form 
—prelude-to the joys which will be yours when you 
visit this Flower City. 


Program of the Second Annual Convention of the Retail Shoe Merchants of 
New York State, at Hotel Onondaga, Syracuse, N. Y., July 11, 12, 13 and 14 


Sunday, July 11 

8. p. m.—Meeting of the Executive Committee, Onondaga 
Hotel. 2 
Monday, July 12 

8-10.30 a.m.—Registration and reception of visiting 
shoe merchants; distribution of badges and entertainment 
tickets at booth on mezzanine floor. This booth also open 
Sunday for advance registration. 

10.30-12 a. m.—Inspection of manufacturers’ and jobbers’ 
exhibits. 

1 p. m.—Formal opening of convention at Convention 
Hall, Onondaga Hotel; community singing; convention 
opening at 1.30 p.m. Called to order by President Ernest 
N. Park. Convention singing National Anthem. Invoca- 
tion by Elmer D. Gildersleeve, Chaplain National Associa- 
tion. Address of welcome to Retail Shoe Dealers by Mayor 
Harry Skarrett of Syracuse. Response by William Pidgeon, 
Jr., of Rochester, vicé-president R. sD. N. Y.S. Roll call 
of officers. Reading of minutes. Report of officers. Ap- 
pointment of Nominating and Resolutions Committees. Re- 
marks by President Ernest N. Park on the growth of our 
association and what we should accomplish in the future. 
Address on “Business Efficiency” by R.-H. Kennedy of the 
National Cash Register Company, Dayton, Ohio. Address 
on “Service’” by Arthur L. Evans; president Retail Shoe 
Salesman’s Institute, Boston, Mass. Adjournment to take 
another look at exhibits. 


7.30 p. m.—Evening entertainment for men: Pop concert 
and cabaret. 
Tuesday, July 13 


9-12 a. m.—Morning reserved for the inspection of ex- 
hibits—an ideal time for placing orders and looking over 
styles. Convention opens promptly at the above hour. 

1 p. m.—Community singing in Convention Hall, Onon- 
daga Hotel. 

2 p. m.—Remarks covering trade in general by James P. 
Orr of Cincinnati, Ohio, president National Association. 
Address by C. E. Petot of Cleveland, Ohio, on ‘‘Is Our Present 
System of Distributing Merchandise Wrong? If So, What 
Are We Going To Do About It?” Address by Henry T. 
Hagan, secretary of the Ohio Valley Shoe Retailers’ Associa- 
tion, on “National Mutual Fire Insurance.”” Address by 
Harry I. Thayer, president of New England Shoe and Leather 
Association, on “‘Co-Operation Between the Tanner and the 
Retailer.” Address by C. K. Chisholm of Cleveland, Ohio, 
second vice-president National Shoe Retailers’ Association. 
Address by Major Charles T. Cahill of. the United Shoe 
Machinery Corporation on “Problems of Production.” 
Adjournment to Chamber of Commerce Building where six 
o’clock dinner will be given the visiting delegates by the 
Syracuse Chamber of Commerce. Address by William Allen 
Dyer on “Income Tax Laws.” 

8.30 p. m.—Style Show, Onondaga Convention Hall Audi- 











JULY S-10 
POWERS HOTEL 


ROOM S7Z 


MOORE-AIAFER | 
“HOE “MFG °CO’ 


BROCKPORT, N.Y. U,4A. 











June 26, 1920 


torium for delegates and visiting ladies. Gallery reserved for 
ladies. 
Wednesday, July 14 

9-12 a. m.—Morning reserved for the inspection of ex- 
hibits. Convention opens promptly at the above hour. 

1 p. m.— Community singing. 

1.30 p. m.—Address on “European Conditions as Affecting 
\merican Businéss Conditions Today,’ by Everit B. Ter- 
inune of the ‘““Boot and Shoe Recorder.””’ Address by Laird H. 
Simons of the Wm. Amer Company, Philadelphia, Pa., on 
‘The Kid Leather Situation.”” Addresses by Harry H. Mc- 
Laughlin of Potter Shoe Company, Cincinnati, Ohio, past 


resident Ohio State Association; James H. Stone, The Shoe - ° 


Retailer, Boston, Mass.; John Slater of New York City and 
\. H. Geuting of Philadelphia. Report of Nominating Com- 
nittees; election of officers; meeting called to order by new 
resident; new business for the good of the association; 
idjournment. 

7.30 p.m.—Informal general banquet for all delegates, 
manufacturers and visiting ladies at Onondaga Hotel, Ball 
iioom. 

FOR THE LADIES 
Monday, July 12 


2 p. m.—Take automobiles Warren Street side Onondaga 
'lotel; motor to Bellevue Country Club; music and cards; 
6, dinner; 8, theatre party at Keith’s. 


Tuesday, July 13 


2 p. m.—Auto ride through the parks and University 
grounds; 4, theatre party at Strand; dinner at the Yates; 
8.30 p.m. Style Show Convention Hall, Onondaga Hotel. 
Gallery reserved for ladies). 


Crisis Ever 
Known in the 
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Wednesday, July 14 


4 p. m.— Viewing the parade of soldiers, (anniversary of the 
battle of the Marne) and the unveiling of the Rock of the 
Marne. * 

7.30 p. m.—Banhquet in Convention Hall, Onondaga Hotel, 
for all delegates, manufacturers and visiting ladies. 


List of Exhibitors 


T.. R. Emerson Shoe Company, Holland Shoe Company, - 
Stetson Shoe Company, Hopper-Lawrence Company, For- 
bush Shoe Company, Wm. H. McElwain, Dunn & McCarthy, 
Bliss & Perry, Leonard, Shaw & Dean, Holten Shoe Company, 
John Gray, Inc., Thompson Bros. Shoe Company, United 
States Rubber Company, J. E. French, Wm. Grelich, Ferris | 
Shoe Company, B. & P. Footwear Company, Bates Shoe 
Company, Barnett Leather Company, Marston & Tapley, 
A. Finck & Sons, Lunn & Sweet, A. E. Nettleton Company, 
Cleveland Shoe Company, N. M. Arnold, E. P. Reed & Co., 
Whitman & Keith, The Menihan Company, Lindner Shoe 
Company, W. B. Coon Company, Dalton Shoe Company, 
Sherwood Shoe Company, John Ebberts Shoe Company Inc., 
American Garter Company, Westcott-Whitmore Company, 
Utz & Dunn Company, McElwain, Morse & Rogers, Charles 
A. Eaton, Frank Bolway Company, Standard Felt Company, 
Standard Kid Company, Moore-Shafer Shoe Manufacturing 
Company, Faune & Spinney, P. W. Minor & Son, Common- 
wealth Shoe & Leather Company, Goodyear Tire & Rubber 
Company, Nathaniel Fisher, Converse Rubber Company, 
School Manufacturing Company, G. Lymann Snow, Diamond 
Shoe Company, Hazen B. Goodrich Company, Tweedie 
Boot Tops, Rice & Hutchins, Rourke Shoe Company, Hey- 
wood Boot & Shoe Company, Preston B. Keith, Tristam Shoe 
Company and Wise & Cooper. 


The vital problems we all are facing will.be ably discussed by men who 
The Greatest | 1°, President J. P. Orr of the NS. R. A. and others of like caliber 


at the Second ANNUAL CONVENTION of 
THE RETAIL SHOE DEALERS OF NEW YORK STATE 


to be held at the Onondaga Hotel, Syracuse, N. Y., July 12, 13 and 14, 1920. 
Every shoe dealer in the Empire State should be present. DON’T STAY AWAY 
AND PUT IT UP TO THE OTHER FELLOW ro FIGHT YOUR BATTLES! 


- & 
Retail Shoe 
e .Come, and bring your wives or sweethearts. Write or wire for hotel reservations. 
Bu simess I ~ ALSO IMPORTANT: If you’re going to buy SHOES OR OTHER SHOE STORE 
MERCHANDISE, place your orders with the MANUFACTURERS AND 
Here—NOW! WHOLESALERS who are to exhibit at this convention. The STYLE SHOW of 
4 * exhibits and convention will be on the SAME FLOOR. Here is a 


LIST OF EXHIBITORS 
Commonwealth Shoe & Leather Co. 17 Moore Gieiee See Mile. Co. 
‘isher. 18 P.W. & Son. 

19 Goodyear Tire & Rubber Co. 
we oo Saarane Raliaer So. 

24 Scholl Mfg. Co. 


31-32 T. R. Emerson Shoe Co. 
71 Stetson Shoe Co. 

33 Forbush Shoe Co. 

34 Dunn & McCarthy 

35 Leonard, Shaw & Dean 
Parlor John S. Gray. 

Parlor U.S. Rubber Co. 

36 Wm. Gulich. 

37 B & P Footwear Co. 


Hooper- Co. 

Wm. H. McElwain Co. 

Dr. A. Posner Shoes, Inc. 
& Perry Co. 


Bros. Shoe Co. 

rench Shoe Co. 
Ferris Shoe Co. 
ta i Ol Cay) M. & Taple 
. Fi an arston apley. 
te and Parlor ;% E. * gee ga Co. — & Sweet Co. 
44 . N. Arnold Shoe Co. 
46 Whitman & Keith. 


_ Socaunsuwn BVSSSas 





ynolds Co. 
McFlwain, Hutchinson & Winch. 
Parisian Beading Works Co. 
The Gaines — Co. 

The R % 


Faunce & Spinney. : 
P. S.—We’re going to mix fun with business. There'll be a lot of both and also a fine program 


SYRACUSE RETAIL SHOE DEALERS’ ASSOCIATION CONVENTION COMMITTEE | 
SYRACUSE, - - NEW YORK 


E. N. PARK, Honorary Chairman and State President A. B. MacCORMACK, Chairman 
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Made of genuine Edmo Calfskin of a Rich, Dark 


Mahogany Shade and Combination in Both Last and Pattern! 
Full Single, Heavy Goodyear-Welt, Grain-oak Outer-Soles and Inner-Soles. Strictly 
First Quality and Specially Graded and Selected. Carried in Stock for guaranteed 
immediate delivery AAA to EE at $7.85! 


Milwaukee Wisconsin 
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PRICE REDUCTIONS AN- 
NOUNCED 


Manufacturers Issue Statements 
Giving Reasons 


Two Milwaukee firms issued state- 
ments during the past week, com- 
menting upon present conditions in the 
trade, especially as regards men’s 
shoes. 

The Nunn, Bush & Weldon Shoe Com- 
pany, which makes a high grade line 
of men’s dress shoes, stated that it had 
made reductions of twenty-five to fifty 
cents per pair on shoes throughout the 
line, effective May 1, and gave this 
reduction on all orders which were in the 
house and unshipped at that time. 
Attention was also called to the fact 
that shipping conditions are in a 
chaotic condition. 

“At this time of the year ordinarily 
there are six hundred thousand freight 
cars standing idle on the sidetracks. 
This year the railroads do not have one 
single car standing idle and when the 
grain begins to move in the Fall, which 
ordinarily demands an extra million 
cars for several months, persons can 
easily appreciate that foodstuffs. are 
going to be moved and merchandise is 
going to stand in freight houses. The 
far-sighted merchant is going to order 
shoes out earlier this Fall than he ever 
dreamt of in previous years. Very 
little can be expected from the express 
companies, who are already putting 
embargoes on various classes of materials 
and it will probably only: be a matter 
of time before there may be an embargo 
on shoes in more than single pair 
lots.” 

The Menzies Shoe Company, manu- 
facturers of the Menz “Ease’’ line of 
work and service shoes, announced to 
the trade that reductions have been 
made in the line of from twenty-five 
cents to a dollar and a half, due to the 
easier condition of the upper leather 
market. These reductions not only 
take effect on new orders, but on all 
orders unshipped May 1. 
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News in Shoe Markets 
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ments m America’s Shoe 
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Milwaukee 


STAPLES SELL AT REGULAR 
PRICE 


Many Sales Held But Only on 
Goods Left Over from Spring 


The buying public in Milwaukee is 
being offered some exceptional bargains 
in shoes, according to the advertisement 
of local retail shoe stores and depart- 
ments. A downtown department is 
offering its entire stock of shoes for men, 
women and children, except white 
shoes, at 25 per cent off. This sale, it is 
explained, may terminate any day or 
just as soon as the stocks are “lowered 
to normal or to the safety point. A 
large uptown store offered women’s $10 
to $16 low shoes at $7.45. Retail stores 
generally are advertising their stocks 
at prices much below the value claimed 
for them. These sales, however, em- 
brace only the seasonable footwear left 
over from the Spring sales campaign. 

On the other hand, the regular staple 
lines are not affected by the cut price 
movement and many a purchaser who 
goes into an establishment set on buy- 
ing “cheap shoes” leaves the store 
with a pair of good shoes for which he 
has paid a legitimate price. White 
footwear, which showed a spurt ten 
days. ago when a spell of real Summer 
weather set in, showed a slackening 
demand this week ‘because of heavy 
rains and cool weather but active busi- 
ness is looked for. Oxfords and pumps 
are in good demand. 


Daylight Saving Is Boomed 


Although the Common Council of 
this city has rejected the plan for 
establishing the Daylight Saving Sys- 
tem of Milwaukee, the retail and 
manufacturing industries are again re- 
viving the idea. . The special committee 
of the Milwaukee Association of Com- 
merce, which has in hand the question 
locally, has recommended the change. 
A canvass by the association showed 
that the majority of workingmen are in 
favor of early working hours in the 


S ebabeddialiavabaesesanavninnbataenT 


Summer. New York and Chicago are 
both on the advanced time plan and 
this’ is working difficulties in many 
instances here. In individual instances 
firms have adopted the system volun- 
tarily. While shoe retailers profess no 
particular preference they favor a 
united action on the plan so as to avoid 
confusion and difficulties in setting 
hours of business for their stores. 


Shoe Store Being Remodelled 
H. C. Buchner, owner of the Walk- 


_ Over shoe store at Manitowoc, Wis., 


has entirely remodeled and refurnished 
a building on North Eighth Street, 
formerly occupied by the Kaderabek 
Shoe Company, and will occupy the 
new quarters within a short time. Mr. 
Buchner rebuilt the building according 
to plans that will provide one of the 
most up to date shoe retailing estab- 
lishments in Manitowoc. 


Tanning Plant Being Rebuilt 

Reconstruction work on the plant of 
the Badger State Tanning Co., at 
Sheboygan, Wis., is being pushed by 


a large crew of men. The concrete 
floorings, foundations and piers for 
several of the new buildings are being 
placed. Thus far there have been no 
delays. 


MANUFACTURERS HOLD MEET- 
ING 
Racine Men to Hold Regular-Con- 
ferences in Future 

Matters of general interest per- 
taining to the shoe industry were 
discussed at a meeting of officials and 
department heads of four large shoe 
factories of Racine, Wis. As a result of 
the initial gathering it was voted 
unanimously that regular meetings of 
this kind would be beneficial to all 
concerned and the probability is that 
semi-monthly or monthly meetings will 
be arranged. 

Mr. Shaw, general manager of the 
Racine Shoe Manufacturing Co., was 
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Where to Buy 


Women’s Shoes 














In Stock Indian Moccasins 
No. 1480 BEADED VAMP 
Men’s 7 to 11 $1. 3 





Childs 

Infants’ Ito 5 

The Westcott- Whitmore te 
Syracuse, N. Y. 











LATEST CREATION IN A BOUDOIR 

Top bound with galloon, lined throughout with 

colored li , leather heel,-proper height to 
back of slipper to prevent slipping, and close fit 
around top of slipper to prevent fa ng off the foot. 
A very classy a and sells onsight. This slipper 
outwears two — or the very 
best of ae t linings. Blacks, S 753 
Reds and Tan, $1.9 eas i and Blues, $2. 

THE ORIENTAL BOUDOIR 1 
61 Essex Street, Haverhill, Mass. 


LIN 
HARTMAN SHOE COMPANY 


HAVERHILL MAS 





COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
In Stock for Immediate Delivery 
White Polar-Kloth Pumps, 
Oxfords, LS ay my Ties 
and Theo Ties 
Factory, 118 Phoenix Row 
Haverhill, Mass. 


Boston Office 
110 Lincoln St. 











The Line of 100 Styles 
of Comfort Shoes 
Juliets — Oxfords — Bais 
Th nee eee 

— Three Points — 
Cored Front Ls a 


incesses—Sandals, e 
Women’s Flexible ‘Welts 
and McKays, Warm 
Lined — Men's ‘Slippers. 
TIMSON BROS., Inc. 
Boston, Mass. 
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PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








B ARNETT SHOE CO., Boston 


Immediate Delivery 
4 be = Ae ce. _ie 
nm 
ov yy 


"$3.60 
“CLEO” TIES 


BLACK AND BROWN goes IN HIGH- 
GRADE TURNS WITH MEDIUM VAMP. 


Avairns-rnice "© $5.90 





Net 10 Days 
Straight Runs Only 
BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 
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toastmaster and gave a talk on the shoe 
industry. Others who addressed the 
gathering were C. H. Davis, Harry 
Jones, E. Fiebrich, William Ragan, 
Bert Cota, Orrie Jackson, Frank White 
and Louis Larson. There were thirty- 
eight men in attendance representing 
the Racine Shoe Manufacturing Co., 
Davies Shoe Manufacturing Co., Fie- 
brich-Fox-Hilker Shoe Co., and the 
Lakeside Shoe Co. 


Manufacturers Buy Home for Em- 
ployes 


The local shoe industry is taking an 
active part in the movement to meet 
the housing shortage in Milwaukee. 
The Association of Commerce Housing 
Corporation is building a large number 
of moderate priced homes which will be 
sold to employes of local industrial 


CLEANING UP SPRING STOCKS 


Merchants Expect to Buy Usual 
Amount of Fall Merchandise 


Cleveland merchants will be in the 
market for their usual amount of Fall 
shoes, according to statements made 
last week by representative men of the 
trade. Everybody is busy pushing the 
big stock of Spring shoes that was 
ordered and meeting with success that 
not only is gratifying, but makes it 
certain that the average merchant will 
not carry over more than the ordinary 
amount of low Spring shoes. 

Buying for Fall on the whole has 
been rather light to date, but it is all 
on account of the unusual Spring season. 
The weather man has been most sur- 
prising and has been. doing unusual 
stunts all Spring. Last week was the 
middle of June, the month of roses and 
brides, but the weather would indicate 
that it was about the first week in 
April. The result was that everybody 
had a good run on Spring shoes, espe- 
cially tan oxfords. White goods had 
to take a back seat, although business 
in this line has been good considering 
the weather. 


. 


Cut Price Sales On 


The sales in Spring shoes that 
ordinarily come in July and August 
are being conducted now, because 
stocks still are large. Never before 
was the Cleveland consumer able to 
purchase shoes in July at the reduc- 
tions now being quoted. Such price 
reductions in the past have been 
associated with the tail ends of stocks, 
that have been picked over all-season, 
and with only odd sizes to be found. 


Cleveland 
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concerns. The owners need but 20 
per cent of the price, while the other 20 
per cent is supplied by the individual or 
firm, thereby securing enough to make 
the initial payment for the home. 
Outright purchases of homes for the 
purpose of reselling them to employes 
have been made by Nunn, Bush & 
Weldon, the Weyenberg Shoe Co., and 
other local manufacturers. 


Former Merchant Dies 


News of the death of Leo Strauss, 
for many years a prominent shoe 
merchant of Ashland, Wis., has been 
received by friends. Mr. Strauss died 
at Minneapolis, Minn., where he had 
made his home since leaving Ashland 
and where he was engaged in the 
insurance business. His wife and one 
daughter survive. 






In some 


But now it is different. 
instances, patent leathers, previous 
figures have been cut in two for sales. 
In some stores stock that ranged as 
high as $16 is now priced from $6.85 
to $10.85. The models are compara- 
tively fresh and the styles are numerous. 

The sales have struck home with the 
consumer, however, and merchants 
who were wondering what they would 
do with their Spring stocks are no 
longer cogitating about them. The 
shoes are going out the front door. 
So far as Cleveland is concerned, the 
prediction may be made that big Fall 
stocks will be put on the shelves. 





BOOT SEASON PREDICTED 


Merchants Expect Them to Come 
Back Strong 


Boots will come back strong in the 
Fall, according to predictions made 
here. J. R. Minco, manager of the 
Travers Store in Euclid Avenue, is one 
of those who is looking forward to a big 
sale of boots. He argues like this: 

“The best boots will retail for 
around $16.50 next Fall, although of 
course it will be possible to get service- 
able and modish high shoes for less 
money. Oxfords of the best grade will 
command a price of $15, from present 
indications. Low shoes in the Fall 
when the snap of the first frost is in 
the air must have as an accompaniment 
a pair of woolen stockings if the wearer 
is to feel comfortable. And woolen 
stockings will cost from $4 to $5 a 
pair. So the price for woolen stockings 
and oxfords will be $19 to $20 as 
compared to $16.50 for the best grade 
of high shoes or boots. 
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“Then the demand has been running 
rather strong to low shoes for Fall in 
recent years, and it is about time to 
look for change. High shoes are more 
comfortable in the early mornings and 
late evenings, and I expect a big run 
on them in the fall. I expect to carry 
a good line of oxfords, however.” 


Beginning to Push Whites 


Notwithstanding the slap - bang, 
hurry-up sale of Spring shoes that 
merchants are conducting, there is a 
sprinkling of white shoes to be seen 
in every display window. The whites 
make an enticing appearance, and mer- 
chants assert that the volume of busi- 
ness is good despite the weather and 
the rush to push Spring goods over 
the counter and into the consumer’s 
hands. By taking extra care with 
their show windows and arranging 
attractive displays of white shoes and 
white silk hosiery, the shoe merchant 
here argues that he has been able to 
obtain more of the bride’s business. 
Attractive miniature bride’s boudoirs, 
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dressing tables, bouquets, etc., are 
featured -with displays of silk hosiery 
and white shoes, all with the idea of 
catching the eye of the passing girl, 
who is about to step up to the altar. 
In order to catch trade, some of the 
stores are offering a 10 per cent dis- 
count on white silk hosiery. Prices 
range from $5 to $10 for the low 
whites. 

Buys 80 Per Cent of Fall Require- 

ments 


H. L. Jetter, manager of the Superior 
store of the Chisholm Boot shops, is 
not worrying at all about white goods, 
although he has a goodly supply of 
them on hand. He is certain that he 
will dispose of them without trouble, 
when the weather gets right. At this 
store, approximately 80 per cent of the 
Fall requirements have been purchased 
and at figures that convince Mr. Jetter 
that he is better off than the merchant 
who delayed in the hope of encounter- 
ing better prices when he went into 
the market for his Fall stock later on. 


Columbus 


BUSINESS REPORTED GOOD 


Retail Trade Steady and Manu- 
facturers Are Busy 


Steadier buying on the part of the 
public has been the outstanding feature 
of the business at local retail stores 
during the past week. This business 
improvement is especially noteworthy 
in view of the fact that there have been 
several chilly days. Furthermore, there 
have been no spectacular price reduc- 
tions. While several local concerns 
have held sales in some of their depart- 
ments, it was due only to their desire to 
clean up some of their odd lots and un- 
salable merchandise. 

The local shoe factories are all very 
busy and, on the whole, are in good 
shape so far as business booked for 
next Fall and Winter delivery is con- 
cerned. Though it has been a backward 


buying season in some localities, the ° 


local plants have been very successful 
in securing a large part of their usual 
business for early shipment. 

There have been very few cancella- 
tions. Practically all the local fac- 
tories make staple lines of footwear, 
and for this reason the loca] market 
‘is always active. 


Low-Priced Departments Successful 

Several years ago Dunlap’s, Brown- 
ing’s, the A. E. Pitts Shoe Company, 
and the F. & R. Lazarus Company in- 
stalled lower-price departments and the 


wiseness of this move has been demon- 
strated recently by the excellent busi- 
ness done in these departments. 


. Repair Departments Busy 

Several of the leading shoe stores 
maintain shoe repairing departments. 
These have proved wonderfully suc- 
cessful and are doing an enormous 
business. 


Merchants on Fishing Trip 


J. F. Hagerty of Hagerty Shoe Com- 
pany, Washington C. H., Ohio; Harry 


Zavits of the Petot Shoe Company, | 


Columbus; and Harry Lamar of Schiff 
Shoe Company of Columbus, motored 
to Lake Chetic, Wisconsin, where 
they were joined by C. E. Petot 
of Petot Shoe Company, who, with 
several of his associates from Cleveland, 
toured through to the lake from Cleve- 
land. Fishing is.the attraction. 





New Hampshire News 


A Couple of Retail Notes from 
Nashua and Derry 


The Simons Shoe Store of Nashua, 
N. H., has been running a very success- 
ful Anniversary Sale and is doing a big 
business. 

A. B. Corson Company has recently 
started a new shoe store at Derry, N. H.; 
they will put in clothing and men’s 
furnishings later. 








Where toBuy 


Women’s Shoes 











Ome 


Glazed Colt Flexible McKay 
St. Ne. 500. $2.60. Terms 
= _ ~ Ts Pas og 
or pa et showing other In- 
Stock Comfort ar de 2 


dau Shoe Company 














WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
~~.” cee yb 


L. SCHAPIRO SHOE CO. 
(Shoes of Today) 
73 South St., Boston, Mass. 








IN-STOCK 
For At Once Delivery. 


Women’s Black Vici Tip 
Oxford, Cat’s Paw Rubber 
Heel, Flexible Sole, Leath- 
er arter Lining and 
Cushion Sock. 

Write immediately for 








9—E-E 
Piss Wey Shoe 
Newburyport, Mass. 








ALGIER SHOE MFG. CO. 
ier Phoe 
ANS \TISF/ wen 


Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








PLENTY IN STOCK 


For the Growing Girl 
Imitation Turn 
eee i 


eehecetece Mase... 


Bacoo-Rellins Co., L 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 

BOOTS, omens Oe us 
Cushion Seck ‘Lining 

Widths, D, E, EE 


THE 
FERN SHOE CO. 
41 Water St. 








Newburyp’t, Mass. 
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Where toBuy 


Men’s Shoes 
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STYLE and SERVICE 
im SHOES for ME 
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M.APACKARD COMPANY 
BROCKTON 








THE 
Ltd RPHY 
—— SHOE 
=ew vOoR®s Of ces 
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'HOMPSON BROS SHO 
MEN'S FINE SHOEMAKERS 
BROCKTON 






































Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS, 




















who care to dress 


well~ ‘~ 


TDBARRYCO 


Brockton, Tass. 


TRACE MARK REG’ 
MS PAT OFNce 

















Gentlemen’s 
ieee Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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Cincinnati 


RETAIL BUSINESS GOOD 


Price Reductions Not Necessary to 
Get Business, Say Merchants 


The month of June is turning out to 
be one of the best months the retail 
shoe stores here have had for the last 
two years. The good business now 
being done will, in a measure, make up 
for all that was lost during the early 
part of the season when conditions 
were anything but right. 

One of the distinctive features of the 
months, as reported by the larger local 
merchants, is the fact that the public 
demand is still for shoes of the better 
grades; and also, that while the mer- 
chants here are not operating wholly 
without special price offerings, they 
have found that a 20 per cent reduction 
on all lines is unnecessary in order to 
get the business. Those merchants 
who now are placing a price on their 
regular staple lines that brings them a 
fair profit, are not only increasing their 
sales in dollars and cents, but are also 
preparing to place themselves in a 
better light with their customers when 
they begin to price their footwear for 
Fall. 

One downtown merchant, in discuss- 
ing his successful month without hav- 
ing had to resort to sale of any nature, 
says that it has been one of the best in 
the history of his business. This mer- 
chant also says that in selling his shoes, 
he not only erideavors to sell his cus- 
tomer on his line of footwear and the 
service of his store, but also on the 
prices he places on his shoes. He says 
he shows his customer why he doesn’t 
run a special sale. 


CLOSER MARGINS PREDICTED 


Merchants Believe It Necessary for 


* Themselves and for Manufacturers 


The regular monthly meeting of the 
Retail Shoe Selling Group was held 
last Wednesday, June 16, at the Cham- 
ber of Commerce. After the regular 


routine of business, the meeting was 
turned into a round table discussion, 
the topics of which were all related to 
the pertinent problems of the hour in 
the retail shoe business. It was gener- 
ally conceded that both merchants and 
manufacturers are going to have to 
operate on a closer margin for the 
coming season in order to meet the 
unprecedented conditions. The ques- 
tions both of sales and of buying for 
Fall were discussed to some extent. 
Many of the larger merchants here 
who have placed only a part of their 
orders for Fall are planning to go into 
the markets within the next few weeks. 


Guarantee Increases Sales 


E. E. Furstenau, Southern Ohio 
representative for the Goodyear Tire & 
Rubber Company, reports a very no- 
ticeable increase in the demand for 
Neolin soles. The month of May, he 
says, was the best since 1918. Mr. 
Furstenau attributed the increase in 
the sales of Neolin soles largely to the 
guarantee which his company put on 
them some months ago. 


Shoe Workers Have Outing 


Last Saturday, June 19, the Annual 
Shoe Workers’ Outing, given under the 
auspices of the Shoe & Leather Club 
of Cincinnati, was held at Coney 
Island, with the largest attendance 
ever recorded. This event is one that 
is looked forward to by the workers 
each year. It is a time when they and 
their families and friends can get 
together for a good time. The usual 
games and prize contests were held. 


Attended Advertising Convention 


Mr. Howard, assistant advertising 
manager of the Krohn-Fechheimer Com- 
pany, returned this week from Bedford 
Springs, Pa., where he had been attend- 
ing the annual convention of the Asso- 
ciation of National Advertisers. 


Lynn 


an 18-8 heel, the heel to be of the 
Louis style. The last is intended for 
fine turn shoes. 


Kid Shoes with Patent Tips 


A. Lee Briggs of Rogers & Briggs, has 
just been on a western trip, showing 
oxfords and boots of kid leather, with 
patent tips, for next Spring and Sum- 
mer, as well as for the coming Fall. 


New Style Has Short Vamp 


A new last, in several fine lines of 
Lynn shoes, has a 3 3-8-inch vamp, and 


Strap Patterns Coming for 1921 


“Sanborn, of Lynn,”’ pattern maker, 
reports that the bulk of business on 
1921 styles calls for strap effects, one, 
two, three and four straps, cross straps 
with buttons on both sides, and strap 
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and tongue effects. Many of them have 
novel cut-out designs. 


Prices Believed at the Bottom 


“Lynch, of Lynn,” shoe manufac- 
turers, have sent out a communication 
to the effect that, in their opinion, shoe 
prices have touched bottom, and that 
prices for Fall footwear will not be any 
lower than they are at the present. 
Also, they state that the production of 
good footwear for women is below 
normal. 


Wholesale Business Good in Staples 


Orders from shoe merchants all the 
way from Maine to California were 
opened up in a Lynn office one recent 
morning. The sales manager remarked 
that no one order was large, but that 
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the total was surprisingly large. The 
manufacturer makes moderate-priced 
footwear, of staple style. 


New Shoe Company Starts 


The Colonial Shoe Company, a new 
Lynn concern, connected with the 
Puritan Shoe Company of Brockton, 
has begun manufacturing. A. Bolander 
has its new sample line at 139 Lincoln 
Street, Boston. Mr. Bolander was of 
the former Lynn firm of Bolander & 
Beckman, shoe manufacturers. 


ee 
Comfort Shoe Trade Good 


A maker of comfort shoes reports 
sales to date ahead of a year ago, and 
orders continuing to come in. He pre- 
dicts a steady gain in the comfort shoe 
business. 


Brockton 


MAKING WOODEN SOLED SHOES 


Production of Novel Footwear 
Begun by Brockton Firm 


Following experiments of several 
months and the installation of special 
machinery, the Case Shoe Company, 
with factory in this city, began last 
week the manufacture of wooden soled 
shoes. About 10 dozen pairs a day is 
the output at the start. Jesse A. Case, 
head of the concern, who has been 
granted patents on a shoe sole of wood 

.and an innersole, also of wood, says 
that this new shoe cannot be dis- 
tinguished from a leather soled shoe 
when seen in a store window, and that 
it can be made up into women’s shoes, 
and stylish models of men’s dress shoes. 

The shoe is a complete departure 
from any other wood soled shoe. The 
soles are of selected Michigan rock 
maple. They are first subjected to a 
steaming process which reduces them 
to the consistency of pulp. Then they 
are shaped to the last on a steam press 
and thoroughly dried. The. wooden 
inner sole is joined to the upper over 
the last in the same manner as a 
leather soled shoe. A special standard 
screw machine, gotten out by the 
United -Shoe Machinery Company, 
puts the wood sole in place in one 
operation. Another machine adds the 
wood heel. The shoe is then complete, 
except for edge trimming, finishing 
and dressing. 

The wood soled shoe is about three- 
fifths as heavy as the shoe with leather 
sole. A beading of rubber between the 
outer sole, innersole and heel gives 
resiliency and is said to make the shoe 
impervious to water. A special grain 
leather is used for the upper. 


The Case Shoe Company is incor- 
porated, under Massachusetts laws, for 
$50,000. Its officers and directors, all 
Brockton men, are: President, Jesse A. 
Case; treasurer, Paul Case; clerk, 
Harold E. Conkey. These, with Ellis 
F. Copeland and John Lyon, constitute 
the board of directors. 


ANOTHER STYLE SHOW 
PLANNED 


Brockton to Have One at Annual 
Fair in October 


Brockton will have a shoe style 
show all its own at the Brockton Fair 
to be held early in next October. The 
show will be staged in the exhibition 
hall on the fair grounds and will have 
living models as a feature. Shoes 
exhibited by manufacturers in Brock- 
ton and surrounding towns will be dis- 
played in miniature show windows, 
electrically illuminated: Above these 
exhibits will be a runway seven feet 
from the floor and extending the entire 
length of the hall, 100 feet. Models, 
male and female, will be Brockton 
people. An especial feature will be 
living trademarks, carrying many de- 
signs made famous by Brockton shoe 
manufacturers’ publicity. The plan 
of the show is to illustrate the “‘Made- 
in-Brockton’”’ idea in a way never before 
attempted. 


The Committee of Arrangements for 
the Brockton Fair Style Show includes: 
Frank E. Packard of Geo. E. Keith 
Company, who has been chosen by the 
fair management and Brockton shoe 
manufacturers to take charge of the 
display; Frank M. Bump, secretary of 
the Brockton Shoe Manufacturers’ 




















ee an 
‘Oil Grain, Full “Bellows 
. Tongue and Back Strap. 
Sent tes bestia Cee wie 
you cari sell these shoes 


A.H. Riemer Shoe ai. 
sg k's et Wis. 
Established 1887 








Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 








135 STYLES 
IN STOCK 
MEN’S-WOMEN'S 
SEE OUR CATALOG 


196 CHURCH STREET,N-Y. 








THE “TOQUGAS” SHOE 


BETTER THAN THE BEST 


8 your line with the fost-enlling 
men’s welts we can send you. In stock 
Made to order. 


GEO. N. TOUGAS. SHOE CO. 
161 Summer St., Boston 








Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to “ Inches 
BOOTS, 14 to 20 Inches 


Send for Catalog and 
Prices 

















Where to Buy 


Shoes at Auction 

















HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 




















H.H.FREELAND 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















W.C.Goodsger 


Manufacturer of 
Children's “Jlexible Durn Shoes 
89 Allen St... Rochester, MN >7 
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SOFT SOLES 
A_Wonderful Line for the 
Wholesaler 





and 2 pi 
NU BABY SHOE CO., East Lynn. Mass. 








Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








s ciesia es Be oe tea ee 


Attention to Jobbers 
OUR TURN SHOES 
for Children and Misses 
are scientifically constructed 
on nature form 
SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., N. Y. 





Boston Offi 207 St. 
GW. PFEIFFER, Rep. 
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“ELAM’? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
‘“‘Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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Association; William B. Nash of W. L. 
Douglas Shoe Company; George M. 
Rand of Tolman Print, Inc.; Frank E. 
Cobb of Howard Print, Inc. These, 
with representatives of shoe concerns 
that are to make displays, will constitute 
an advisory board. 


PRICES TO BE SLIGHTLY LOWER 


Not So Low as Might Be Expected, 
However, Says Manufacturer 


Letters going out from shoe manu- 
facturing concerns to customers, indi- 
cate that shoe prices will be somewhat 
lower than last season, though, as one 
manufacturer tersely puts it: “Not as 
low by any means as statements in 
daily newspapers would have them.” 
On this subject the manufacturer con- 
tinued: 

“The number of misleading state- 
ments concerning the retail shoe busi- 
ness, published by daily newspapers 
throughout the country during the 
past few months, is appalling. If the 
State and National Shoe Retailers’ 
Associations would take concerted 
action in regard to these misstatements, 
it would be, in my opinion, a 
very timely thing to do. The retail 
shoe business has been subjected to 
country-wide abuse by the daily press 
to an extent which calls for radical 
action. Retail shoe merchants help to 
support the newspapers in every city 
and town through their advertising. 
In this way, it seems to me, that they 
have a means of publishing, not only 
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through their advertising, but also 
through the editorial and news columns 
of these papers, real information in 
reference to shoe prices. It is high 
time that the public became acquainted 
with the real facts in reference to the 
conditions under which the average 
retail shoe merchant conducts his busi- 
ness; that it is an honest business, and 
that the retail shoe merchants, as a 
class, are as fair as those in any line of 
business in the world.” 


To Exhibit At Buenos Aires 


- James M. Borland, who is in charge 

of the Shoe and Leather Division of 
the National Exposition of American 
Manufacturers, to be held in Argentine 
from November 15 to December 15, 
next, has been in Brockton calling on 
shoe manufacturers regarding exhibits. 
Several concerns have expressed inter- 
est in this exposition, which will include 
all kinds of goods manufactured in 
the United States. Brockton manu- 
facturers appreciate the trade oppor- 
tunities offered in South America. In 
fact, several concerns here already 
have a considerable business in South 
American countries. These undoubtedly 
will be represented at the exposition. 


Will Make Boys’ Shoes 


A new concern to be known as the 
Brockton Style Made Shoe Company, 
has begun business in this city. It 
will specialize in boys’ solid leather 
shoes. 


Haverhill 


FACTORY GRADING PROPOSED 


Plan Is Put Up to Union by Shoe 
Manufacturers 


An important step was taken by the 
reorganized Haverhill Shoe Manu- 
facturers’ Association last week, in 
presenting to representatives of the 
Shoe Workers’ Protective Union a 
business proposition regarding the local 
Shoe industry. This proposition in- 
cluded the uniform expiration of price 
lists beginning July 1 of the present 
year, grading of the shoe factories, 
also the grading of every process con- 
nected with shoe manufacturing. .The 
manufacturers desire to establish a 
sound basis on which to do business 
with their employes. The proposition 
is to be taken up by the Shoe Workers’ 
Union, which will report back to the 
manufacturers. The Haverhill con- 
cerns which are subscribers to the new 
plan are 65 in number and employ 
approximately 10,000 hands. 





New Catalogue Issued 


Dalrymple-Pulsifer Company, one of 
Haverhill’s oldest concerns in the pro- 
duction of shoe ornaments, has issued 
a booklet which photographically por- 
trays a great variety of buckles, all of 
which are faithful reproductions of the 
originals. These are shown in connec- 
tion with the “‘Dalco” patented orna- 
ment attaching device with which this 
concern is identified. 





RETAIL BUSINESS GOOD 


Manufacturer Makes Survey of 
Trade Conditions 


A Haverhill manufacturer of women’s 
turn shoes, who returned last week 
from a business trip to Chicago, St. 
Louis and other Middle Western cities, 
Says: 

‘Retail shoe business is good. Stores 
carrying legitimate lines of footwear are 
readily disposing of this class of goods 
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at profitable prices. Job lot stores, of 
which there are many, are cutting one 
another's throats to get business on 
so-called bargains. They are making 
extravagant claims to bring people 
into their stores, and at the same time 
are sacrificing profits to meet competi- 
tion. Patrons of these sales will realize 
when their hysteria is over that there 
is but one place to buy shoes, that is, the 
regular retail store where attention is 
given to fitting the feet of customers. 
{ am satisfied after seeing the good 
business done by legitimate merchants 
that in 30 days there will be many 
orders placed and reinstated. Prices 
paid for good merchandise can be but 
little if any lower than a few months 
ago. Figures on’ some kinds of leather 


New 


SALES STILL ON IN NEW YORK 


Up-to-the-Minute Styles, However, 
Command Regular Prices 


Cut prices, some df them drastic, 
continue to stimulate the retail shoe 
business in New York. It is evident, 
though, that the deepest cuts have 
been made in men’s shoes, and in the 
long vamp and Louis heel styles in 
women’s shoes, which, apparently are 
on the wane so far as Dame Fashion is 
concerned. For new, up-to-the-minute 
styles, some merchants are still getting 
a satisfactory business at full profits. 
The movement of sport shoes is par- 
ticularly strong, and those merchants 
who were fortunate enough to lay in 
ample stocks are doing a_ thriving 
business. 

Movement of shoes at wholesale is 
almost at a stand-still. The merchants 
are trying to evade the receipt of more 
Summer footwear. Shoe manufacturers 
in this vicinity and sales representatives 
of manufacturers in other centers report 
Fall business slow, although some slight 
price concessions have been made. 


PRICE ' PROBER MEETS MER- 
CHANTS 
Question of Profit. Discussed but 
Little Progress Made 


J. J. Price, assistant to Armin W. 
Riley, head of the Department of Jus- 
tice Flying Squad, was present at the 
June meeting of the Retail Shoe Dealers’ 
Association of New York and discussed 
the question of fair prices, or rather fair 
profits, without much progress. Mr. 
Price asked the shoe men what they 
considered a fair profit without eliciting 
a definite response. In return, the shoe 
men asked Mr. Price his idea, or that 
of the Department of Justice, of a fair 
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show recessions, but labor and over- 
head of every kind are as high, if not 
higher than ever, while under-produc- 
tion continues.” 


Beaded Slippers Good Sellers 


“It is interesting to note,”’ said a 
shoe manufacturer, recently returned 
from a business trip, “that women’s 
beaded low cuts have had and are 
having an excellent sale at the present 
time. Plain goods have had a limited 
sale and many returns, while the beaded 
slippers have gone and are still going 
strong, with no cancellations. We 
believe that beaded slippers will con- 
tinue to be in favor, and we shall work 
along that line for the Spring of 1921.” 


York 


margin of profit, to which Mr. Price 
failed to reply definitely. Asked if he 
thought that a profit of 100 per cent 
was too much, Mr. Price asserted that 
it was, and that if shoe men had been 
making that profit, it would not be 
countenanced by the Department of 
Justice. Garbled reports of the meet- 
ing in trade papers, carried the impres- 
sion that some shoe merchants present 
had admitted making a 100 per cent 
profit, but such was not the case. Mr. 
Price pointed out that losses in one 
department should not be regained by a 
higher mark-up in others. ‘The public 
must not be overcharged,” he said, 
“because of the poor judgment of the 
buyer. Our policy is not to interfere 
with business, but in so far as possible, 
to protect it.”’ 

The suggestion by Mr. Price that 
the association appoint a committee 
to confer with Department of Justice 
officials on a. fair margin of profit was 
not definitely acted upon at the meet- 
ing, and probably will go unheeded, as 
the association took up the matter with 
Arthur Williams when he was chairman 
of the Fair Price Committee and sug- 
gested a plan of operation that has not 
been heard of since. 


$3.49 SALE A SUCCESS 


R. H. Macy & Co. Establishes 
Record in Cutting Prices 


In response to an advertisement 
offering women’s shoes, formerly priced 
up to $10.50 for $3.49, R. H. Macy & 
Co. drew a record crowd of purchasers 
and incidentally struck a low-price 
record which has not been equaled by 
any other large store. The sale was 
somewhat reminiscent of the Nemours 
Trading Company sale, in that cus- 








Where toBuy 


Children’s Shoes 














IN-STOCK 


Patent t Seamless MaryJane 
O HEEL. SIZES 2 TO 5 


At $1.15 


JOnM | M. AHEARN SHOE CO. 


tic Avenue, 


ROCHESTER’S FELT 
SHOE KINGS 


PLACE ORDERS NOW AND INSURE 
EARLY DELIVERY 


Write for Catalog 
F. W. HAHN CO. 
ESTER NEW Y 

















STOCK — Specialties } 
fat Women’s, Misses’ and Children’s 
He) Shoes, Slippers etc. 





THE L. D. STICKLES SHOE CO., Mfrs. 
Minnesota 











Where to Buy 


Ballet Slippers 

















STANDARD BALLETS 
THAT ARE MADE ape 
Sizes 214 to 


R 
NOW FOR AT-ONCE OR FUTURE 
SHIPM : 
PURITAN SHOE CO,, Inc. 74 Reade St., N. Y. C, = 








BALLET 

<> SLIPPERS : 
“Se CARRIED IN STOCK z 
Black Kid Onl . Widths C and D 


Sizes, 6 Child’s to 8 Women’s 
BROOKS SHOE MFG. CO. 
PHILADELPHIA 








High-Grade Ballets: 


Women’s $1.85 and $2.25 Grades 
Misses’ 1.75 and 2.15 Grades 
Children’s 1.65 and 2.05 Grades 
THE HAMMOND SHOE CO. 
HAVERHILL, MASS. 
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Where to Buy 


Standard Shoe Materials 


























Beggs & Cobb, Inc., Boston, Mass. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Be St. 


Formerly Welpele ie Shoe Supply Co. 





T. W. GODSOE, Pres. 
W. G. DONALD Vice Pros. 
F. E. JONES, Treas. 


F. E. JONES COMPAN sf 


covors MAT KID 





95 South Street, Boston 








“STANDARD 
rate) 


80510 et 
Se 








The One 
Water proof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. S2Sest* Syreet 
a 


pore 














GUARANTEED 
TWO YEARS 


Hub Gore means ity and 


Service, because the Best of 
Materials and Highest Skilled 
Labor are Used 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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tomers were asked partly to serve them- 
selves. Samples of the sale shoes were 
placed on tables in the aisles of the shoe 
section. Above these tables were hung 
placards bearing the following inscrip- 
tion: ‘‘Seleci the style number from the 
table, then tell this and your size to the 
clerk. Be seated and you will be 
served.” 


Discontinue High-Priced Lines 


The Rogers-Peet Company is at- 
tempting to enlist.the sympathy of the 
public in the store’s fight against price 
advances for shoes asked by manu- 
facturers for Fall stock. They adver- 
tise that they have discontinued one 
line for which the manufacturer asked 
an advance. In window placards ad- 
vertising reduced prices on oxfords, the 
company says: 

““*They’ll cost you more for Fall,’ 
said the maker. 

***Not us,’ said we. ‘We’ll drop your 
line.’ 

“Mostly all were $20.00 to $22.50. 

“$12.50.” 

The company also is advertising a 
discontinued line at $10.00 a pair, 
the former prices of which were as- 
serted to be $15.00 and $16.00. 


REFUSES TO CUT PRICES 


James S. Coward Advertises to Up- 
hold Regular Price 


James S. Coward, who probably does 
as large a volume of retail business as 
any shoe man in the country, expresses 
the reasons why he has not followed the 
throng of price cutting in the-following 
advertisement to the public: 


“Do the American People Want 
Honest Goods? 


“In these days of high prices it has 
become customary for many mer- 
chants to offer their merchandise at 
discounts ranging anywhere from 10 
per cent to over 50 per cent. Where 
such discounts are possible it must be 
self-evident to the American public that 
exorbitant profits have been made. 

“Coward shoes cannot be sold at a 
reduction of 20 per cent or even 10 
per cent and be sold at a profit. It is 
because they are honestly priced when 
first put on sale that any later reduc- 
tion would result in a loss, and no 
business can be expected to take a loss 
in a legitimate transaction. 

“For over,50 years Coward Shoes 
have been made of the best grade of 
leather obtainable—they have heen 
honestly ‘made throughout—and they 
have been honestly priced. 

“With half a century’s reputation for 
honest dealing, honest material, honest 
workmanship and honest prices to be 
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upheld, Coward Shoes at-this late date 
cannot and will not betray the people’s . 
trust in them. When the Coward 
standard for honesty can no longer pre- 
vail then Coward Shoes will-no longer 
be sold. 

“We cannot please everybody— 
although we honestly try.” 


Frank Brothers Made Reduction 


A 20 per cent reduction on all men’s 
footwear is announced by Frank 
Brothers at the Fifth Avenue boot shop 
near 48th Street. The firm’s entire 
stock, according to an official of the 
company, is included in the sale. 


Group Reductions Feature Sale 


Group reductions are offered by 
I. Miller in the three New York stores 
operated under that name. For Group 
1, offered at $10.00 and $12.00 the 
former prices are quoted at $13.50 to 
$15.50. The group contains oxfords 
in white, black, koko and tan calf; 
black and brown kid, white canvas, 
white buck and combination sport 
shoes. In pumps the sale lines include 
black and brown kid cross straps, black 
satin cross straps, patent leather and 
black calf, with beaded buckles. Group 
2, priced at $13.50 and $15.50, formerly 
$16.50 to $18.50, the oxfords include 
black, koko and tan calf, white and 
black kid. The pumps are as follows: 
Cross strap, Grecian sandal one strap, 
one eyelet and opera pumps in all 
leathers and fabrics. The firm also is 
offering discontinued lines of white 
footwear in incomplete sizes at $7.85. 
Values were formerly up to $16.50. 


English Shoes Sell Fairly Well 


A fair amount of business has been 
booked by English shoe manufacturers 
represented in the Bush Terminal Sales 
Building. Among the British concerns 
whose lines are displayed in the build- 
ing’s shoe section are W. F. Simmons & 
Co., men’s shoes, Aldwych; Arnold 
Brothers & Co., Church & Co., the 
Myer-Lumos Co., manufacturers of 
buckles and S. Mason & Sons, Ltd., 
manufacturers of leggins and puttees. 
F. G. Page, representing several British 
shoe concerns, with offices in the Bush 
Building, has returned to England, but 
expects to come back about Septem- 
ber 1. 


The following notice has been issued 
by Charles -W. Strohbeck, Inc., of 
Brooklyn: 

“A story to the effect that the 
Charles W. Strohbeck factory is closed 
has been brought before the members 
of the firm by retailers as well as 
various salesmen. Mr. Strohbeck 
wishes to set the trade and public 
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straight and to correct the report by 
stating that such is not the case. At 
the same time he wishes to add that the 
institution has not lost a single working 
day in fourteen years, and has not lost 
. single day this year, with the excep- 
tion of four hours.” 
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August Hutzelman Dies 
August Hutzelman of 690A Hancock 
Street, Brooklyn, business and adver- 
tising manager of the Algier Shoe Com- 
pany, died on June 14, after an illness of 
five weeks. He is survived by his 
mother, two sisters and four brothers. 


Philadelphia 


NEW STYLES NECESSARY 


\Vlerchants Believe They Will Solve 
Pressing Problems of Merchan- 
dising 


Special sales and offerings are the 
order of the day throughout the retail 
shoe trade of Philadelphia, as they are in 
ulmost every other mercantile line. 
[he department stores, of course, have 
been the leaders in offering sweeping 
discounts to the public. Inevitably, 
smaller merchants in all trades have 
seized the opportunity to follow the 
popular wave. They have done it 
largely as a matter of competitive self- 
defence, but also with the motive of 
catching the demand stirred up in the 
public by the “reduction fever’ to 
unload surplus stocks and get rid of 
odd lots in preparation for a clean start 
on the new season. Shoe merchants 
have been no exception to the rule. 
Many of them admit frankly that, 
though they have bought conserva- 
tively, they have at that overestimated 
the demand of the public. 


New Styles Wanted 


There is a conviction in the trade 
that there is another factor entering 
into the public’s attitude toward buy- 
ing. The demand for new styles is 
making itself felt more insistently every 
day as a reaction from the past several 
seasons of rigid economies in the styles 
program. 

Whether it is better. to “loosen up” 
a bit-on the restrictions at the risk of 
increased costs of doing business, or to 
accept the reduction in demand result- 
ing from the public’s getting tired of the 
old models, is a debated question among 
the retail merchants here. On the one 
hand the merchant faces the possibility 
of accentuated curtailment of demand 
in a period of general contraction. On 
the other he faces extra risks in under- 
taking to sell models which may or may 
not tickle the popular fancy, and at a 
time when such risks are more than 
usually dangerous. On the whole the 
tendency among the trade here appears 
to be to “‘sit tight,’’ and place a mini- 
mum of orders. 


Walk-Over Has New Argument 


The Walk-Over Shop recently has 
been basing its appeal to the consumer 
on the argument of lower prices made 
possible by the direct purchase on the 
part of the organization of Argentine 
hides, with tanning and manufacturing 
in its own plants, thus passing on to the 
public with the least possible delay the 
benefits of lower world markets. And 
in connection with this appeal it has 
been featuring a cherry tan oxford for 
men, with fabric soles and rubber heels, 
at $7.75. 


SALES ARE GENERAL 


Wide Price Variations Are Noted in 
Stores 

The Geuting stores have been featur- 
ing kid oxfords for women, with turn 
and welt soles, and walking heels, in 
both tan and black, at prices of $8.75 
and $11.75. 

Frank and Seder recently ran a 
“Below-Cost bargain,’ a Friday sale 
with 1,200 pairs of women’s white oxford 
pumps and ties as the piece de resist- 
ance, at a price of $2.95, and values 
quoted as $5.00. They also offered 
children’s ‘‘$3.00 to $5.00 values” at 
$1.95. 

Niederman has been offering an 
“entire stock of Summer shoes,” with 
values quoted as ranging from $10.00 
to $19.00, at prices of from $7.90 to 
$13.90. 


PRICE PROBERS NOT ACTIVE 


Recent Lever Act Ruling Is Believed 
Responsible 


Philadelphia merchants now appear 
to be safe from any further “‘profiteer- 
ing” investigations until the Supreme 
Court shall finally have passed upon the 
validity of the Lever act. The recent 
ruling of Judge Thompson that the 
act was unconstitutional in failing 
definitely to set forth what constituted 
the crime against which it is aimed, has 
been followed by a dropping of further 
activity on the part of the Department 
*of Justice officials here. 

It is not regarded as likely that the 
Department of Justice officials will 
waste any further time in investigating 
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the prices and expenses of retail mer- 
chants, or in gathering ‘“‘evidence”’ 
in anticipation of a possible validating 
of the act later by the Supreme Court. 
Judge Thompson’s attitude has made 
the feeling general that it would not be 
difficult for a retail merchant to secure 
from the district court an injunction 
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against any such procedure should it be 
attempted. 

Thus, for the present, the Lever act 
holds the anomalous position in Penn- 
sylvania of being valid in the western 
section of the State, including Pitts- 
burgh, where the federal court upheld 
it, and invalid in the eastern district. 


Rochester / 


WILL INVESTIGATE 
PROFITEERING 


Frank X. Kelly and Albert B. 
Eastwood Named on Committee 


The United States attorney for the 
Western New York district has named 
Frank X. Kelly, president of John 
Kelly, Inc., and Albert B. Eastwood of 
William Eastwood & Son, on the com- 
mittee to investigate any cases of 
profiteering reported in this district. 
The committee will hold hearings and 
gather information for the purpose of 
determining what constitutes a fair 
mark-up in selling necessaries. How to 
attain a mark-up that will yield a 
legitimate profit and still come within 
the rulings of the Lever act has been a 
topic of considerable discussion at the 
recent meetings of the Rochester Shoe 
Dealers’ Association. Mr. Kelly will 
represent the shoe manufacturers and 
Mr. Eastwood the retail shoe mer- 
chants at the coming conferences. 


HAVE PRICES DROPPED? 


Sale After Sale Announced By 
Local Merchants Prompts Query 


Shoe prices have taken a_ sharp 
downward trend if the number of sales 


announced by the local shoe merchants 
is any indication. Probably the largest 
cut was announced by Endicott John- 
son Company, who blazoned forth with 
full-page advertisements in the Roches- 
ter newspapers announcing oxfords at 
$3.98. This sale included “all our 
men’s blatk and brown low shoes and 
all ladies’ Louis heel pumps and 
oxfords formerly selling up to $8.” 
On the morning that the sale opened 
the Endicott Johnson store was jammed 
with men and women in search of shoe 
bargains. Neither the merchants nor 
the manufacturers, however, generally 
speaking, look on this as anything other 
than an attempt to “‘clean house.” 


Adds Line of Women’s Shoes 


Announcement is made this week of 
the opening of a new shoe department 
by Martyn, a women’s high-grade 
apparel shop. According to one of the 
owners of the shop the shoe department 
will feature Rochester-made footwear 
and will be in charge of William B. 
McMahon, who has interests in other 
lines in Rochester. The Martyn shop 
is at 49 East Avenue in the midst of 
Rochester’s “Fifth Avenue’’ shopping 
district. 





Indianapolis 


RETAIL BUSINESS BRISK 


Demand for Whites Good—Few 
Price-Cutting Sales Held 


Simultaneously with the arrival of 
real Summer weather business with the 
local shoe merchants has been exceed- 
ingly brisk, especially in whites. There 
is no getting away from the fact that 
this is going to be about the biggest 
white season the Indianapolis shoe 
merchants have ever experienced. The 
demand for white footwear has been 
nearly as big among the men as among 
the women. The calk for men’s white 
shoes seems to have been started by 
local delegations of Shriners and Elks, 
who have left the city to attend the 
national gatherings of the two organi- 


zations, and has continued to grow from 
that time on. 


Few Price Reductions © 


The excellent business reported to 
date has, for the most part, been 
brought about without any big re- 
course to any spectacular reduction 
sales. Only three of the Indianapolis 
shoe stores have staged sales thus far 
and only a few others are contemplating 
them. The general opinion among the 
shoe merchants is that the people are 
ready and willing to buy without being 
induced to do so by sales. 

The most sweeping of the three sales 
held this week was the one at Marott’s 
Shoe Shop, which offered its entire 
stock at reductions of 20 to 50 per 
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cent. . The store has been crowded with 
shoppers all week, and it is reported 
that a tremendous business was done. 


The other sales were staged by the 


Florsheim store and Feltman & Curme. 


GOVERNMENT REFORM 
SUGGESTED 


Merchants Say Too Much Time Is 
Spent on Questionnaires 

A number of the Indianapolis shoe 
merchants are of the opinion that if the 
Government is as anxious as it appears 
to be to get the price of shoes reduced, 
one of the first things it ought to do is 
to substitute a tax on sales for the in- 
come and excess profit taxes and do 
away with some of the questionnaires 
that are being sent out by the Federal 
Trade Commission. These things, it 
is pointed out, increase the overhead 
expense of retail stores by making 
necessary the employment of extra 
help. 

One merchant, in relating his ex- 
periences with the various forms of 
taxes now burdening merchants, says 
that after he and his office force had 
spent two or three months compiling 
data for the income and excess profit 
tax returns, along came a lengthy 
questionnaire from the Federal Trade 
‘ Commission asking minute details about 
the business during the last year or two. 


Too Much Extra Work 


Oftentimes a merchant’s system of 
bookkeeping is such that it is practi- 
cally impossible for him to find out the 
minute details asked in some of these 
questionnaires, he said, without going 
over the books for the entire year, 
which would require several weeks’ 
time at the least. In some cases, every 
bill that has been paid would have to 
be checked over in order to single out 
some of items asked for in the ques- 
tionnaire. When trying to dig up the 
proper answers to these numerous 
questions, the office force gets back in 
its regular work and it is several weeks 
until it is caught up again. Then it’s 
time for another tax blank or ques- 
tionnaire, all of which results in more 
or less confusion. Then, to top it all 
off, local merchants must make out 
complete statements of last year’s busi- 
ness to be presented to the State and 
county boards of review for taxation 
purposes. “It’s just ,etting to a point 
where a shoe merchant spends about 


nine months out of the year making‘ 


out tax returns and answering Govern- 
ment questionnaires,’ said the mer- 
chant. “I believe the shoe men of the 
country should use their organizations 
to try to bring about some kind of a 
reform in this matter. Something bas 
got to be done.”’ 


Made Manager of Shoe Store 


C. B. Clark, for more than ten years 
connected with the Reed: Shoe Com- 
pany, Fort Wayne, has been appointed 
manager of the shoe department at the 
Wolf & Dessauer department store, in 
that city. The former manager of the 
shoe department has been placed in 
charge of the department at the Man- 
del Bros. store in Chicago. 


Merchants Plan Banquet 


Shoe merchants of South Bend, Ind., 
are planning to give a banquet at the 
Chamber of Commerce on the night 
of ‘July 3. The banquet will be held 
just before the stores begin their an- 
nual Summer Wednesday afternoon 
closing schedule. Employes of the 
various stores are to be invited to the 
banquet, it is said. 


Partnership Is Dissolved 


The firm of Orb & Chenoweth, which 
has operated the Family Cut Price 
Shoe Store at Frankfort, Ind., has dis- 
solved partnership, Mr. Orb buying 
the controlling interest. Mr. Cheno- 
weth, who has been associated with 
the store since it began business sev- 
eral years ago, will move to Louisiana, 
where he has bought a large tract of 
land. As a result of the dissolution of 
partnership, a big sale has been in 
progress for the purpose of reducing 
stock. 


Retail Merchant to Retire 


After a successful career in the shoe 
business in Frankfort, Ind., for more 
than thirty years, Horace W. Miner, 
proprietor of the Miner Shoe Store, 
expects to retire from active business 
within the next few weeks. His son, 
John Miner, who has been associated 
with him, will continue the business. 
The Miner store was established by the 
late John H. Miner in 1864, and about 
two and one-half years later was taken 
over by the present owner. A big sale 
has been planned, and after this is over 
the store will be closed for a few days 
for remodeling and redecorating. 


Sues to Prevent Store Opening 


Samuel Milgram, David Milgram 
and Edward Milgram, shoe merchants 
at Gary, have filed suit in the Gary 
Superior Court asking for an injunction 
against Alfred Lypski and the .New 
Method Shoe Store to restrain them 
from operating a shoe store at 1338 
Broadway, which is next door to the 
Milgram store. The plaintiffs say they 
bought the lease when Lypski was op- 
erating a drug store at that address 
and that the lease to him was made 
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with the understanding that he continue 
to use the place as a drug store. 


Store Chain to Contract 


The Sowar Shoe Company, which 
has operated retail stores at Wabash, 
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Richmond, Muncie and Marion, has 
announced that it will close the former 
two stores and combine the stocks with 
those of the latter two. In order to 
make room to accommodate the new 
stocks, special sales are being held at 
each of the four establishments. 


Des Moines 


CUT PRICE SALES CONTINUE 


Only Two Stores Hold Out Against 
the Practice 


Des Moines stores are continuing to 
advertise cut prices on all shoes and mer- 
chants say that the people are buying 
liberally of the lines offered to them at 
low prices, but that they are shunning 
the higher priced shoes. 

All lines of shoes have been cut by 
shoe merchants with the exception of 
the Walk-Over Boot Shop and the 
De Arcy Boot Shop (an exclusively 
women’s store). The managers of these 
stores say that their stock is moving 
rapidly enough without cut prices, 
because they bought very conserva- 
tively and because of the class of people 
to whom they cater. The De Arcy 
Boot Shop manager at the present time 
believes that it will not even be neces- 
sary to have a July clearance sale. 

Various means of getting the public 
to buy are being used by the shoe mer- 
chants. The Brunks Bootery is adver- 
tising a ‘‘Manufacturers’ Cancellation 
Sale,”’ offering a special women’s line 
at $6.85 and a men’s line at $10. 
Arant’s are advertising a big “Purchase 
Sale’ with three special prices on odd 
lots. These two sales are characteristic 
of the majority, as most merchants are 
making reductions to the accompani- 
ment of much advertising. On the 
whole, however, they are well aware of 
the fallacy of slashing prices. 


White Shoes Sell Well 


“White shoes in all regular and brogue 
styles are selling more rapidly and at 
better prices than ever before in the 
whole history of the shoe business,” 
say all the retail merchants. The local 
stores on both sides of the Des Moines 
River have been crowded daily with 


white shoe buyers. Both men and 
women are demanding white shoes in 
all novelty styles and lasts. White 
shoes have been extensively shown in 
specially attractive displays in front 
show windows. Wonderful lighting 
effects by the shoe departments of 
local department stores have attracted 
much attention. The reason attributed 
by the shoe men for this unprecedented 
rush is the hot weather for which Iowa 
is noted. 


Convention Brings Sales 


The National Confederation of Wom- 
en’s Clubs, which is meeting in Des 
Moines this week, has brought much 
trade to Des Moines. A great deal of 
the white shoe buying is credited to 
delegates to this convention. Des 
Moines shoe merchants are contributing 
to all funds expended in making Des 
Moines the great Mid-West Convention 
City, and are receiving their return in 
an increased volume of sales. 


Merchants Buy Cheaper Shoes 


The general report is that shoes are 
to be sold at from $8 to $10 and $12 
this Fall, according to the managers of 
the Des Moines retail shoe stores. These 
prices, at least, are to be featured in 
their Fall advertising. The ‘prevailing 
idea is that shoes must sell cheaper. 
Various methods are being used to 
unload a heavy Spring buy by the mer- 
chants. Good weather is doing more 
for them in this line than anything else 
could, but the main idea is to keep up a 
steady stream of Thursday, Friday, 
and Saturday Special Sales with some 
special drawing card. From present 
indication it does not seem that it will 
be necessary to have a big “hurrah sale”’ 
after the Fourth of July. 


Buffalo 


OXFORDS SELLING WELL 


Merchants Expect to Clean Up 
Stock in Good Shape 


It is the general opinion of Buffalo 
shoe merchants that they will clean up 


on oxfords this season. Cool weather 
in May delayed the early sale of this 
footwear but the demand speeded up 
when the hot days arrived. While 
shoes of the cheaper kind are showing a 
downward price tendency, the mer- 
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chants believe that the top-grade stock 
will maintain its present price level for 
some time. 
**PROFITEERING” COMMITTEE 
NAMED 


Merchants Appointed to Help 
Check Practice 

H. A. Meldrum, president of the 
H. A. Meldrum Co.’s department 
store, which has a complete shoe de- 
partment, has been appointed tempo- 
rary chairman of the business men’s 
Advisory Anti-Profiteering Committee 
of this city. The selection was made by 
Stephen T. Lockwood, United States 
attorney. Members of the committee 
include: department stores, John J. 
Cronin and E. J. Hengerer; retail shoe 
merchants, Kenneth Watters; shoe 
manufacturers, John Strootman; I. Kan- 
trowitz, manager of Oppenheim, Collins 
& Co., who handle shoes, represents 
the women’s wearing apparel section of 
the committee. Mrs. Vincent H. Rior- 
dan has been named temporary chair- 


man of the women’s committee that 


will aid in the campaign. Mrs. Irene 
M. Servoss is secretary. 


Merchants to Hold Outing 


The first Wednesday in August has 
been chosen as the date of the annual 
outing of the Buffalo Retail Shoe 
Dealers’ Association. The event will be 
a good, old-fashioned river party 
around Grand Island. The merchants 
will be accompanied by members of the 
Buffalo Association of Traveling Shoe 
Salesmen and various representatives 
of the findings and jobbing trades. 
Salesmen in the retail shoe stores will 
also be there in full force. 


Made Manager of Chain 


C. F. Zeilbeer, formerly shoe buyer 
for the Seigrist & Fraley’s shoe stores, 
has been appointed manager of Sattler’s 


sample shoe store, which opened 
recently at 820 Main Street. Auto- 
mobiles were used to advertise the 
opening. On each machine was a large 
sign inviting Buffalonians to have a 
free ride to the store. Three hundred 
customers were in front of the store 
when it first opened. Mr. Sattler will 
open a branch store at 2180 Seneca 
Street, Buffalo, and others in numerous 
New York State cities. E. Danebrock 
has erected a factory at Genesee and 
Guildford Streets, Buffalo, where he will 
manufacture footwear exclusively for 
the Sattler chain. 


Shoes Sell for Less than $10.00 


Recent features at Buffalo stores were 
as follows: J. N. Adam & Co., women’s 
pumps and oxfords, $6.45; William 
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What Do Women Like? 


This question is easily answered 
by the A & B line of Women’s 
Flexible Boots and Low Cuts. 
Of unusual style—extreme com- 
fort—satisfactory wear—they 
are pleasing, in every way, to the 
keen woman buyer. 


You need this line today to 
cater to the class of customers 
able to pay a high price—but 
determined to pay a moderate 
price and get shoes of worth. 


Allen & Bridgeo, Inc. 
LYNN, MASS. 


Boston Office 207 Essex St. 
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Eastwood & Son Company, women’s 
white linen walking pumps, with welted 
sole and covered walking heel, $7.85; 
Flint & Kent, women’s low shoes at 
$6.85, originally $9.00 up to $14.00 a 
pair; the William Hengerer Company, 
women’s low shoes, black, brown and 
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patent leathers, $7.45 and $9.85, also 
children’s oxfords and pumps reduced to 
$4.85 and $5.35; Hens & Kelly Com- 
pany, women’s white oxfords and pumps 
at $2.95; Newark stores, women’s 
patent leather oxfords, $3.98; Morgan’s, 
women’s oxfords at $5.59. 


San Francisco 


MODERATE PRICES URGED 


Merchants Agree to Co-operate 
with Housewives’ League ~ 


Retail shoe merchants of this city 
are co-operating with civic influences 
that are making a determined effort to 
cut the high cost of living. At the 
last meeting of the Retail Shoe Dealers 
of San Franciséo the following resolu- 
tion was enthusiastically passed: 

‘Resolved, That the Retail Shoe 
Dealers of San Francisco . . . are in 
hearty sympathy with the purposes 
outlined by the San Francisco House- 
wives’ } eague (Mrs. Robert A. Dean, 
president), and the Economy Com- 
mittee of the Fair Trade Board, and 
agree to advocate the sale of common 
sense footwear at moderate prices; 


that beginning June 15, 1920, they use - 


their window space and their advertis- 
ing columns in this direction. 

“They furthermore agree to assist 
and co-operate most heartily with the 
aforesaid Housewives’ League and the 
Economy Committee in their efforts to 
bring down the high cost of living by 
instructing. their employes to recom- 
mend the sale of durable footwear to 
their customers, the consensus of 
opinion being that by the use of such 
durable footwear, factory production 
will be speeded up and prices of shoes 
will automatically decline.” 

Many of the stores have not waited 
until June 15 to carry out the promises 
made to.the league. Simple shoes are 
being featured on every hand, for one 
of the slogans of the league is: “‘Don’t 
wear fancy shoes.’’ Special reductions 
are also featured in the majority of the 
shoe stores. 


REDUCTION SALES HELD 


Shoe Stores Advertise Price Cuts of 
Varying Degrees 


Sommer & Kaufman have just 
furnished a 10 to 40 per cent reduc- 
tion sale, including every pair of shoes 
in the whole store. Every Saturday, 
during the sale, they had to lock the 
doors, for the rush of customers was 
too great to handle on the inside. The 
sale lasted three weeks. 

The Royal is fea.uring very success- 


ful sales. With the exception of a stock 
of specially costly shoes, the Royal is 
trying to put down shoes, especially 
women’s footwear, to a figure under $10. 

Rosenthal’s is having a general 20 
per cent reduction on everything in 
the house, from shoelaces to the most 
expensive footwear. The motto, feat- 
ured in their windows, is: “‘We are glad 
to participate in the national campaign 
for lower prices, regardless of profits. 
Rosenthal’s.” 

The Walk-Over and other stores 
are also featuring special reductions. 
The Philadelphia Shoe Company has 
just finished a sale on such reductions 
that A. Katschinski states they had to 


return to something like normal prices, 


as they were losing money. 

Department stores have been selling 
at special reductions during the Birth- 
day Sales they have most of them been 
holding. These sales have brought big 
business to the shoe departments. It 
is stated that there has been no, slump 
following the cessation of the anniver- 
sary specials. 


Buyers Leave for East 


Mr. Grossman, buyer for the Em- 
porium, left for the East recently to 
lay in stock. H. Marks, buyer for the 
Emporium Basement shoe department, 


left yesterday. Miss Katherine Roche, 


buyer for the children’s shoe depart- 
ment, has gone on her vacation. 


Merchants Buy Sparingly 


F. D. Hatfield of the Emporium 
shoe department said recently: 
“Buying is light all over the Coast. 
Retailers are not buying. They are 
selling what they have got at a reduc- 
tion. On the Coast, they are selling 
75 to 90 per cent low shoes. High 
shoes are practically dead, at present. 
The low shoes are naturally cheaper, 
which may account for the vogue for 
them. However, owing to the great 
demand for low shoes, the price is 
keeping up better than it would do if 
high shoes were equally in demand.” 


Is Made Department Head 


Roy Wahlander is now in charge of 
the City of Paris shoe department and 
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is very enthusiastic over the future. 
Mr. Wahlander was formerly with 
Hochheimer of Bakersfield. His assist- 
ant is now Standly Dee, formerly with 
a leading shoe store in Ogden, Utah. 


Record White Season 


Speaking of this season’s demands, 
A. Katschinski of the Philadelphia Shoe 
Company stated that this is the greatest 
‘‘white’’ season San Francisco has ever 
seen. White fabric shoes are being 
generally worn in place of leather shoes. 
These are in demand in all different 
styles. The reason may be found in 
the fact that they are cheaper than 
leather. , 


Well-Known Salesman Dies 


Jake Jacobs, for 25 years a salesman 
with the Philadelphia Shoe Company, 
passed away a few days ago. He was 
well known and was much esteemed by 
both the firm and its patrons. 


New Store Is Opened 


A new establishment, known as the 
Buster Brown Shoe Store, has been 
opened at 961 Market Street. H. L. 
Bilsborough is the proprietor and the 
manager is A. H. Fitschen, who was for 
12 years with Frank Werner in the 
Walk-Over store. The new establish- 
ment has attracted considerable atten- 
tion because of its attractive appear- 
ance. The store it occupies was 
practically rebuilt and is now a real 
“daylight” store, flooded with light, 
which reveals the dainty wicker fur- 
nishings enameled in gray with pink 
tapestry upholstering. Near the en- 
trance is a large fernery and show- 
case combined, made of gray wicker. 
The mirror-backed showcase is em- 
bowered in ferns, so that those who 
pause to look at nature can also admire 
art in the shape of the finished product 
of the shoemaker. Mr. Bilsborough 
designed the showcase. His store is 
going to feature the Buster Brown line 
of shoes and its slogan will be: “Quality 
shoes for the entire family.” 





Will Manage Shoe De- 
partment 


Worcester, Mass., June 21—H. E. 
Richards has associated himself with 


Kenney-Kennedy Company, whose 
store is at the corner of Main and 
Mechanic Streets. Mr. Kenney will 
manage the shoe department, beginning 
July 1, the footwear being sold ex- 
clusively under the firm name. Mr. 
Richards has had extensive experience 
in both the manufacturing and the re- 
tailing of shoes. 








Of all the elements of shoe quality—of appearance, 
service, comfort and all-around satisfaction— 
none are more important than the selection of 
hides and the tanning of the leathers. 


The human element is the big factor in the pro- 
duction of leathers of surpassing merit—the sort 
of leathers on which, in upbuilding good will for 
your store, you safely may place dependence. 


The innumerable fine points of fine leather mak- 


ing cannot quickly be learned. Three generations 
have contributed to the knowledge, the research 
and the ability on which is founded P & V 


Supremacy. 


Pfister & Vogel Leather Co. 


Milwaukee, U. S. A. 


ERR LE A ER DRO SS 


bolinide | 


FRIESE 


tac re) 








BOOT and SHOE 


2ECORDER 


GREAT NATIONAL SHOE WEEKLY 


FINDINGS EQUIPMENT. an@ 
REPAIRING DIVISION _ 


i 











Articles in this Issue Worth Noting 


How to Make Your Findings Department 
Pay 


The Repairman as a Style Creator 


You Should Pay More Attention to 
Polishes 


A Hosiery Department Is a Money Maker 
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ment and Repair Fields 














































































































PII PUM VEY 2 Classic Design 


THE DECORATORS SUPPLY COMPANY 


listen to your sales display? 
We furnish the Display Fixtures. Send for our 
Catalo3 S showing, many Window Displays of our different 
period designs. 


The Decorators Supply Co. 
Archer Ave. and Leo Street 
Chicago, U. S. A. 


Artistic Window Display FIXTURES have proven 
the most profitable advertising, for the retail merchant. 
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An Expert 
Opinion ! 


We believe that 
the Shoe 
Merchants of this 
country will agree 
with us that the 
opinion of the 
house of I. Miller 
carries great 
weight. 


Read carefully 
what they 





ee, ee cer os ORs 


Let us give you the 
names of many other 
merchants in your 
locality who have 
reached a_ similar 
conclusion after test- 
ing American In- 
terlocking Shoe 
Store Chairs. 





Our Architectural Division, 
without obligation on your 
part, will suggest an ar- 
rangement of chairs which 
will enable you to serve 
more customers with a 
maximum speed and con- 
venience and add greatly 
to the decorative effect of 
your store. 
Chicago, Ill. 


SEATING (UMPANY 


1016 Lytton Building Room 601, 119 W. 40th Street 
CHICAGO NEW YORK CITY 
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lells the 
Slory! 


There are so many reasons why shoe trees should be 


used that it seems strange that eight out of ten shoe 


sales do not carry a companion sale of trees. 


As one merchant puts it, ““They 
are as indispensable as a-tooth- 
brush.” And the retail shoe 
merchant who realizes this fact 
has the golden opportunity 
many times daily of converting 
an uninterested prospect into a 
thoroughly-convinced customer. 


Your first-sale shoe tree cus- ~ 


tomer will find many reasons 
for continued satisfaction. 


His shoes will retain their 
shape and “new” look much 
longer. 


There will be no curling due to 
perspiration-damp footwear— 
no cracking of leather—no old, 
worn look. 


His shoes will retain that tailor- 
made appearance indefinitely 
when treed daily. 


There isn’t any moral to this 
advertisement. It is merely a 
suggestion to the shoe merchant 
to give a bit of careful thought 
to the profit and the good will 
that shoe tree sales will bring. 


Shoe Tree Division 
O. A. MILLER TREEING MACHINE CoO. 


Brockton, Mass. 
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How to Make Your F indings Department Pay 


From Address Given by R. R. Wilkinson of Jacksonville, Fla., Before 
the Convention of the Georgia Shoe Retailers’ Association 


subject and has many interesting phases, 

but if I were asked to choose the one feature 
that is the most interesting to me, and I am sure, 
to you also, I would say at once without reservation: 
“How can I make the most money out of it?” 

For, after all, we are in business to make money. 
We enjoy our work and not the least pleasant feature 
is our association with each other and the personal 
friendships that have grown closer through years of 
business, but after all, the prime purpose of ‘“‘being 
in the game”’ is to make 


T3 retail merchandising of shoes is a big 


there was a young fellow picking up the knives and 
looking at each one of them while waiting his turn 
to be waited on. I watched him closely and what 
at first seemed only idle interest evidently turned to 
buying interest, for he bought a pocket knife in 
addition to what he came for. I remarked on this 
to the dealer when he came to me and he said, “‘Yes, 
there is something in the psychology of small and 
useful things,” and we sure sell lots more of them 
since Bill began putting them out that way. It 
doesn’t hurt ’em to be handled, for a chamois skin 
or piece of' cloth will 
clean them in a few 





money. 
I have been asked 


minutes each day.” 


to tell you how to make 
more money from your 
“Findings and Repair 
departments. Some 
time ago I saw in one of 
the trade papers (which, 
by the way, should be 
every shoe man’s busi- 
ness Bible) this little 
paragraph: 


Big Volume—Small 
Investment 


“Failure to sell each 
customer a pair of laces 


The Secret of Findings Success 


To many, the achievement of success in run- 
ning a Findings department smacks of black 
magic. Many merchants, if told of the success 
achieved along this line by R. R. Wilkinson of 
Jacksonville, Fla., would ascribe to him the 
powers of a wizard—powers not attainable by 
the average man. But just read what Mr. Wil- 
kinson has to say and you will see that the 
secret of success in the Findings game differs in 
no way from the secret of success in the retail 
shoe game. Apply the same methods to both— 
proper display, attractive advertising, courteous 
salesmanship and judicious -buying—and you 
will make a success of both. 


Findings Should Be 
Up Front 


Gentlemen, there’s the 
trick that has made the 
5 and 10 cent store fam- 
ous. There’s the reason 
for the Woolworth Build- 
ing and many an elusive 
quarter or dime _ that 
justly belongs to you 
can be put in the cash 
drawer if this little in- 
cident can be put into 
practice. I tell it. to 


—a package of polish or 





bring out two prime fac- 
tors in the sale of find- 








some other article of find- 
ings, is like refusing a 
discount when you pay cash.” This is a good text 
and each one of us should have every clerk make it 
a daily motto and live it religiously. 

Findings are as important to a shoe store or depart- 
ment as sugar to a grocery or notions to a drygoods 
store and they are just as profitable to the shoe man 
as the sugar to the grocer and notions to the dry- 
goods man, for a greater volume cannot be obtained 
on so small an investment in any other department 
of our business. -So much for introduction. 

What we are interested in mostly, is how to make 
more money from our findings department. Have 
you ever noticed how strong the temptation is to 
pick up or handle small and useful articles? A few 
years ago I happened into a hardware store and saw 
that the dealer had displayed on top of his front 
show case numerous small articles such as pocket 
knives, scissors, small hand tools, etc. Perhaps the 
reason I noticed them particularly was because 
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ings. Firstly, the Find- 
ings department should be located as close to’ the 
front of your store or as near the centre of activity 
of your department as possible for, as the hardware 
man said, there is an attraction to small.and useful 
things, and shoe findings certainly are both small 
and useful. The second point is to keep your findings 
section clean and attractive. Place yourself in the 
position of a fastidious customer. You enter a 
shoe store. Near the front in a show case attractively 
filled with findings and clean and neat as a pin. 
Wouldn’t you be more tempted to buy them than if 
the case was topsy-turvy and full of dust and dirt? 
The old adage,—‘‘Cleanliness is next to Godliness” — 
certainly applies here. 


Should Be Advertised 


Again, findings Yneed Fadvertising. I venture to 
say that 9 out of 10 merchants in Georgia or any 
other State for that matter never advertise their 
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GRIFFIN WHITE KIDINE ; carte Re : GRIFFIN LOTION CREAM 


For all white kid shoes. A perfect white pS, game) gt ten, Po ye ayn 
cleaner that gives a kid glove finish GRIFFIN PEUERWHITE CLEANER Cleans, softens and p- B all kid leather. 


Contains jurious acids. It is to the 
Small (15c) Size, $14.25 Gross, $1.25 Doz. csaner nots white. Athorough  § jSthor what cold cream is to the skin. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2oz. F Top 3 oz. Size, $21.00 per Gross, $1.80 per Doz. 
$14.25 Gross, Sos es. 
5-oz. Size Neck Box— 
$21.60 Gross, $1.90 Doz. 


BE READY FOR YOUR WHITE BUSINESS 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CoO., Ine. 
67-69 MURRAY STREET NEW YORK, U.S. A. 






























































DISPLAY FIXTURES 


This means various styles of fixtures can be made 
by using the same base and standard. All stand- 
ards have large glass threads on which the metal 
sleeves fit perfectly, making a solid and reliable 
joint. Strong, rigid, of highly artistic tasign and 
beautiful finish. 
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Write for catalog showing cuts and giving 
full information 


CRYSTAL FIXTURE CO. 


SOLE 263-264 Monadnock Block 
MANUFACTURERS CHICAGO, ILL. 


ne - Pena em NESTE " ae reece 
eS 5 is ins, eam aE ae 


ve 





HES state 





Boot and Shoe Recorder FINDINGS, EQUIPMENT and REPAIR DIVISION, June 26 1920 


findings, or seldom display them in their show 
window. There again is “why” a 5 and 10 cent 
store is gradually getting all the small wares’ business. 
Next to proper display and advertising, findings 
need salesmanship. Employ a bright girl and put 
her in charge of this section, or if your store is too 
small to have anyone for findings exclusively, appoint 
one of your regular salesforce to look after the de- 
partment. Don’t let it be an orphan like so many 
of them are, but hold that one person accountable 
for the department—its condition and appearance. 
Make them take inventory once a month and watch 
the slow-moving items. Order weekly or monthly 
the fast sellers. Quick turnover is the real secret 
of profits in a live findings section and this depart- 


ment should, under proper management, turn itself - 


once each month. Have a bargain table for slow 
movers and.any item 


each kind of material and feature it and it alone. 
No polish house can make every kind of polish any 
more than one shoe factory can make every type 
of footwear. Get the best and stick to it. It takes 
the doubt from the customers’ mind as to “which 
is the best.’”” When you and your salespeople know 
the only one you have is the best your: salespeople 
can enthuse over one, better than they can over a 
dozen and enthusiasm in salesmanship makes sales. 


The Buying of Shoe Laces 


This same thing applies to buckles and bows and 
appliances and shoe laces. Buy a tipping machine 
and buy only these lengths of laces and make one 
gross do the work of four. Buy 40, 63 and 81 inch 
lengths and cut them to suit the customers’ need 
and charge the same if you cut them that you would © 

“as are.” In this way 





that reaches the second 
monthly inventory should 
go on this table for quick 
riddance. I use 19 cents 
for quarter articles and 
39 cents for those that see. 
were originally a_ half 
dollar. Keep this table 
especially attractive and 
in a prominent place. In 
addition to salesmansh?;: 
you need judicious buy- 
ing. the secret. 


ance—and clean. 


ment. 


To Secure a Quick 


Turnover for the slow movers. 


No matter how appeal- 
ing some new appliance 
may be or how well the 
demonstration of some 


lines. 





Points Made by Mr. Wilkinson 


Put your findings up front or near the center 
of activity in your store. Make them easy to 


Make your findings case attractive in appear- 
Make one person responsible for the depart- 


Take inventory once a month and stock up 
frequently on quick sellers. Quick turnover is 


Have an attractively arranged bargain table 
‘Buy small lots at first. Don’t stock up heav- 


ily until you have tried it on your customers. 
Concentrate on the fewest possible number of 


you don’t have to carry 
.36, 54 or 72 inch lengths 
and your turnover is in- 
creased. I want to im- 
press upon you that your 
volume of sales in find- 
ings depends on you your- 
self and is just as great 
as your interest in them 
and the time and atten- 
tion you give to pushing 
them. Every time you 
sell a pair of spats, a 
pair of buckles, a foot 
appliance, a bottle of 
polish or a pair of laces 
you are adding to the 
profit side of your ledger 
and showing the public 
that you have a shoe 








new polish convinces you 
of its merits, buy the 
smallest amount possible and see how it strikes your 
trade. Don’t let the extra quantity discount fool 
you until you try it out on the public. You can 
always get more if you need it and it’s better to have 
only one dozen reach the bargain table than to have 
a gross of one article there. The biggest selling 
single item in my findings section is a cleaner for 
white kid shoes of which my initial purchase was 
only one dozen. I now buy 100 gross at a clip, and 
by the way, it’s the only preparation I sell for white 
kid shoes. 

This brings to my mind an important proposition 


in selling more findings. Concentrate on lines. Use 


the process of elimination and carry as few kinds 
of preparations as possible. 

The slow sellers in polish and laces and buckles 
hurt the general turnover as badly in proportion as 
slow-selling styles in shoes. Find the best polish for 


store that renders every 
service that it is called 
upon to render. By proper display, attractive adver- 
tising, courteous and efficient salesmanship and 
judicious buying you will get quick turnover. 





Fewer Girls’ Shoes Repaired 


An observant repair man remarks that many more 
boys’ shoes than girls’ are repaired. ‘““There’sareason,” 
he says, “a human nature reason. Parents have the 
habit of watching the boys’ shoes more closely. They 
expect to have the boys’ shoes repaired often, for the 
boy wears them out fast. But the girls are not so 
hard on their shoes, and wear them for a long time, 
though they are lighter than boys’ shoes. The shoes 
wearing a long time, the parents just say they had 
better buy a new pair instead of having the old ones 
repaired. But perhaps,” says the cobbler, “timely re- 
pairing would make the girls’ shoes wear even longer.” 


























The stock that’s in a shoe has most to 
do with the service it gives—with the 
~ growth of the dealer’s “good will.” 


Experience has taught three generations . 
of alert dealers that P & V Leathers excel 
in service as well as enhancing the char- 
acter and style of the shoe. 


When a manufacturer selects P & V 
Leathers for any of his lines, that is 
sound assurance for you that quality is 
his first objective. 


Whether in men’s, women’s or children’s 
shoes, for work, play or dress, P & V 
Leathers look best to you—and will to 
your customers who see them beside 
other leathers. 


Pfister & Vogel Leather Co. 


Milwaukee, Wisconsin 
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Hosiery for Every Possible Occasion 


A Hosiery Department Is a Money-Maker 


Well-Conducted Department a Real Service to Public---Styles Should 


Be Studied 


HE hosiery department is a real auxiliary to 
ct every well-equipped shoe store. With shoes 

as the basis, it rounds out that perfect com- 
plement of service to the public, of which good mer- 
chandisers are keen to take advantage. 

A recent survey of Boston’s retail shoe shops dis- 
closes the fact that every well-managed hosiery de- 
partment is a money-maker. There are ups and 
downs in the selling of hosiery, just the same as there 
are in the selling of shoes.. The war and after-war 
conditions have had their ‘effects for good and bad, 
but at the present time, and in fact from the very 
inception of the hosiery departments visited, it was 
found that the great majority of the men, women 
and children of Boston and vicinity are being “‘stock- 

-inged”’ by the retail shoe merchant. 


Expert Attention Is Needed 


“A hosiery department,” said Irving B. Howe of 
the Walk-Over Shop, 170 Tremont Street, “is a matter 
of service, and a merchant who really serves the pub- 
lic makes money. You cannot consider the hosiery 
department except as a shoe service. I would em- 
phasize the fact that many merchants do not give 
their hosiery departments the attention which they 
deserve. While I do not agree with the enthusiast 
who sometimes says he would rather close his store 
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than his hosiery department, I do maintain that a 
hosiery department is worthy of being given the 
most careful attention and the supervision of a buyer 
who understands the hosiery business. A good buyer 
and manager can make or mar a department.” 

Miss D. Waugh is the buyer and manager of the 
hosiery departments at the Walk-Over Shop. For a 
while there was only one section in a little corner on 
the second floor for women. Now the women’s de- 
partment, with the slipper department, occupies the 
entire second floor. There is also a department for 
men and women on the first floor, near the door. It 
is considered good merchandising policy to divide 
the hosiery into sections and make them contiguous, 
as nearly as possible, to the shoe departments which 
they serve. The union of the men’s and women’s 
department is a good one, as men often delegate 
women as their official hosiery purchasers, and a 
suggestion for the man of the house is often given to 
the woman who visits the department primarily to 
purchase hosiery for herself. 


Leather Colors and Hosiery Colors 


Miss -Waugh understands the manufacture of 
hosiery, She keeps track of the market quotations 
and abreast of the style and color trend. Just as soon 
as the shoes for a new season are decided on, Miss 
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The Mark of. Good 
Shoe Dressing 


“EAGLE BRAND” is a name that always has been conjured 
with QUALITY polishes. 


Leather dressings or preservatives in their highest form is the 


aim of “EAGLE BRAND” production. 


“EAGLE BRAND’ 


“A Perfect Dressing for Every Shoe” 


Quality is always a “repeater.” And you want to sell a polish 
that is well known and has merit. 


All the popular and desirable colors and finishes for all styles 
of leathers are included in the “EAGLE BRAND” Line. 


Get a complete stock from your jobber. 


The American Shoe Polish Company 


CHICAGO, ILL. | 
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Waugh gets busy with suggestions to the hosiery 
manufacturers. She makes up swatches of the colors 
desired and sends them, with style suggestions, to 
the manufacturers. 

If; from a study of the situation, she thinks that 
lace effects are to be popular, she orders largely on 
these effects. 

In order that Miss Waugh may place her hosiery 
order intelligently, she figures the stock of shoes 
and orders to cover the stock: She reports the 
stocking sales at about 100 per cent, figured on 
the basis of shoes sold. 


Fit Stockings Long 
One of the important 
points in selling stock- 
ings, as in selling shoes, 
is{to get fitted properly. 
“Fit stockings long” is 
advice as appropriate 
as it is to say “Fit 
shoes long.” Stockings 
sheuld always be bought 
with the idea of allow- 
ing for shrinkage, many 
people, according to 
Miss Waugh, wearing 
stockings two sizes too 
small, thereby causing 
them to give dissatis- 
faction to the wearer 
and, in many cases, de- 
formed feet. With an 
evening slipper and 
where the stocking is to 
be worn for dancing; 
purposes, a close fit is 
permissible. 


How to Measure for 
Stockings 
Many people do not 
know the size stock- 





In the women’s department nothing but silk and 
fine wool sport stockings are sold in all grades, from 
plain silk hose at $2.00 to the finest of silk lace 
effects at $9.00. Sales in this department are in- 
creasing all the time. It has a well-established line 
of customers, who make their shoe and stocking 
purchases at the same time. Many times they 
come for the express purpose of buying hosiery; 
they come, also, for consultation as to the latest 
modes for various occasions. 

Stockings are fast becoming more of a fash- 
ion proposition. As to 
colors, there are two or 
three shades of brown, 
pink, flesh, sky, laven- - 
ders and purples, with 
the staple white, black 
and tan. There are the 
embroidered clocks; the 
silk and mercerized 
sport stockings, in black 
and white and blue and 
taupe shaded effects; 
and there are the open- 
work black silk lace. In 
the Winter season much 
sport hosiery is sold in 
the heather mixtures, 
for skating, skiing, snow- 
shoeing and toboggan- 
ing. 


Golf Hose Big Sellers 


In the men’s depart- 
ment, Joseph Beaure- 
gard, buyer, and Alfred 
Conant, assistant, re- 
port a_ big business 
right through the year. 
Many golf hose are 
sold. 

In the children’s 





ing they wear. A 
method of foot meas- 
uring used by Miss 
Jane A. Howes, manager of the women’s shoe de- 
partment of Thayer McNeil Company, is to ask the 
customer to double up her hand; then take the foot 
of the stocking and measure it from heel to. toe around 
the knuckles. If the heel and toe just meet, the size 
is right. 

At this store the hosiery department is divided 
into} three sections—one devoted to women in the 
women’s shoe department; another devoted to men 
in the men’s shoe department, and another devoted 
to the little folks on the third floor, in the children’s 
shoe department. 


A Popular Style—The Golf Stocking 


hosiery department, the 
manager, Charles  B. 
Syer, was most enthu- 
siastic over its returns and future possibilities. 


“The children’s hosiery department is certainly a 
paying proposition. You can get a much quicker 
turnover on hosiery than on shoes, Then again, 
hosiery comes six pairs in a box, and you can keep 
track of your stock quite readily. I turn over my 
stock at least three times a year. I would state that 
the percentage of children’s hosiery to shoes sold is 
about 75 per cent. In the men’s and women’s hosiery 
department the proportion of hosiery to shoes sold is 
100 per cent—about as many of one as of the 


other.” 
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Louis XVI Design 


Just one of the many inimitable 
Curtis-Leger units designed for the 
express purpose of imbuing your 
window displays with a distinctive 


personality and surrounding the 


shoes with a true atmosphere of 
quality. 


Curtis-Leger Fixtures are made in 
designs of all periods, and in fin- 
ishes to harmonize with any color 
scheme. 


We are headquarters for all ap- 
purtenances for the attractive dis- 
play of merchandise. 


The Curtis-Leger catalog is an in- 
valuable guidebook for the man 
who trims the windows. Send for 


it. 


CURTIS-LEGER FIXTURE CO. 


226 W. Jackson Blvd. 





Why Continue to Break Counters? 
BUY | 

THE MODERN SELF-ADJUSTING 

COUNTER SOFTENER. ~ 


. SOFTENS THE COUNTER 
WITHOUT BREAKING 





Arm works with foot lever, 
allowing the operator to use 
both hands in handling the 
shoe. 

The inside counter form is 
self-adjusting, and it is not 
possible to break the counter. 
Occupies very small space and 
can be quickly assembled or - 
taken down. 


PRICE $10.00 Each 
Just the Thing for the Shoe Retailer 


FRANK W. WHITCHER CO., ‘Gestse 

















- - CHICAGO 

















HIS “silent 
salesman”’ used 
by many of the 
smartest shops. 
Palm Shoe Stand 
No. 4, lower cross 
bar and rear arm ad- 
justable on standard. 
Palm Shoe Holders 
all hinged. Every- 
thing clever for win- 
dow and interior dis- 
plays. Write for 
catalogue. 








4 1. 


J. R. PALMENBERG’S SONS, Inc. 


NEW YORK : CHICAGO 
63-65 W. 36th St. 204 W. Jackson Blvd. 


BOSTON BALTIMORE 
26 Kingston St. 108 W. Baltimore St. 
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More Attention Should Be Paid to Polishes 


There Are All Kinds, of Course---Serve Your Trade by ermenting the 
Right Kind and You Will Profit 


HEN a trade such as the shoe trade reaches, 

W as it has, the age of 3,400 years, even its 

minor details are not without interest. 

Owing to the prevailing cost of footwear, these minor 

details now assume an importance to be reckoned 

with. Having to deal with the various ways by which 

different kinds of footwear can be made to retain their 

pristine attractions, we will start off by stating that 
at the present time, 20 


paste. This paste, diluted with vinegar, was put 
into stone jars and was then ready for sale. So much 
for the old-time polish. 

Of the kinds now on the market, the following are 
in more or less general use: 

In the blacks, we have the familiar dressing for 
blacking and polishing women’s and children’s kid 
and all fine black shoes, boots and slippers. It is 
claimed that this polish 
contains oil; that it 





preparations, more or less, 
made expressly for this 
purpose, are known to the 
trade; and if certain com- 
binations of these prep- 
arations are taken into 
consideration, the num- 
ber will be found to be 
much higher. 

There are men still 
living who can recall that 
in their boyhood days, 
the most popular boot 
blacking (we use the word 
boot blacking these days 
because it has come down 
from a time when nearly 
all men wore boots) was 
Day & Martin's. In 
their mind’s eye they still 
see the familiar stone 
jars which held about half 
a pint of liquid blacking. 
These jars were adorned 


One pair shoes 
100 shines at 10c 


Total cost 


One pair shoes 


Cost 
Saving 





‘*Shine "Em Up”’ at Home 


In many of the thrifty countries of Europe 
there is no such thing as a shoe shining stand. 
The public buys polishes and pastes and the 
work of cleaning shoesis done at home. There 
is no doubt that the life of the leather is in- 
creased by this home attention. 
customers in America are interested in cutting 
the high cost of living, just quote this: 


**“Shine "Em Outside”’ 


*““Shine "Em at Home’’ 


100 shines (cost of polish) .50 


softens and preserves the 
leather, imparts a beauti- 
ful black luster, that it 
shines without brushing, 
being applied with a 
sponge; that it can ‘be 
used as well for men’s 
kid boots and oxfords 
and for black kangaroo. 


If any of your 


Combination Cleans 
and Polishes 


In the russet combina- 
tion, known to all of us, 
the cleaner (the heavy 
liquid in the bottle) re- 
moves the dirt and stains, 
and the paste (in the 
round tin) adds a brilliant, 
durable and waterproof 
polish. 

There is also a black 
combination—t e c 0 m - 
mended for box calf, kid 


$10.00 
10.00 


$20.00 


$10.00 


$10.50 
$ 9.50 








with an illustrated label 
showing a_ boot-black 
holding aloft a brush. He was seated near an enor- 
mous boot from which a disconsolate dog was sup- 
posed to have emerged in a hurry. 


The Daddy of Them All 


According to authorities versed in such matters, 
the main ingredient in the average blacking of that 
day was bone black, which was mixed with an oil, 
some sugar and a little sulphuric acid. In the case of 
the Day & Martin brand the formula was slightly 
different—finely powdered bone black, ground with 
sperm oil, raw sugar or molasses, a little vinegar and 
some concentrated sulphuric acid. The action of the 
sulphuric acid operated to turn the lime in the bone 
black into sulphate of lime. This resulted in a stiffen- 
ing of the mixture to the consistency of a tenacious 


and, in fact, for all fine 
black leathers. This contains oil which nourishes and 
preserves the leather, making it wear longer. 

Polishing paste quickly gives a brilliant “shine” 
to patent and all other kinds of shiny leather, as well 
as to dull blacks. 

Canvas shoes are made clean and white by using 
white compound in liquid form. The cleaning opera- 
tion takes little time and less trouble. There is no 
residue of white dust to rub off and it is applied with 
a sponge. 

Liquid Blacking Will Freeze 


Some men make a practice of giving their shoes a 
thoroughly good shine every two or three days and of 
renewing the polish to some extent by rubbing with 
a soft cloth twice a day in the interim between shines. 
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Whitfemore’s 


BD Polishes Embrace Everything Needed 


For Preserving Shoe, Beauty 








All the name im- 
plies. Right at 
the top in qual- 
ity and quantity 


A cleaner and 
polisher in one 
preparation. 
Great seller in 


at a popular thousands of 
price. stores. 


Never Fails to Please the Purchaser 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 

















EVERY DO LLAR that is spent for advertising 
in a publication that mis- 

represents its circulation and thus obtains money under false 

pretenses is a dollar lost to the publishers who give full value. 


In self-defense, therefore, the “above board” publishers 
have an independent audit made of their circulation records by 
the Audit Bureau of Circulations and invite their competitors to 
do likewise. 


When excuses or evasions are given for declining the 
challenge, the advertiser can draw his own conclusions. 





There are many excuses for not belonging to the. A. B. C. 
There is only one reason. 


The Boot and Shoe Recorder is a member of the Audit 
Bureau of Circulations. There are no hidden mysteries about its 
circulation records. 


























Liquid blacking will freeze in extremely cold weather 
and when it has been allowed to freeze, the quality of 
the blacking deteriorates. To get good results when 
the blacking has dried out it should be moistened with 
water. Practically none of the polishes and blackings 
on the market, if the claims of the manufacturers 
are to be believed, will crack the leather. 

One difficulty with some of the preparations is in 
the intricacy of the directions for the use of the prep- 
aration, and in the scrupulous care with which they 
must be followed. Lack of knowledge and skill in 
the case of one, and perhaps more of these prepara- 
tions, will result in more or less damage to the leather. 
Elaborate directions, printed in very small type, are 
not, it is safe to say, read and comprehended by many 
of the people who buy them. No man or woman can 
be expected to become an expert in the application of 
polishes, in the short space of time it takes to read the 
directions and to attempt to follow them. 


The Moral Is at the End 


Another factor which enters into this problem of 
preserving leather and 
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The Findings and Repair Department 
of Wm. Hahn & Co., Washington, D.C. 


In a letter to the “Recorder” Gilbert Hahn, of 
Wm. Hahn & Co. of Washington, D. C., wrote the 
following regarding their Findings and Repair De- 
partment: 

“Here are a few pertinent facts regarding our 
efforts to boost the sales in our Findings and Repair 
Departments. 

‘We offer our salesmen 5 per cent commissions on 
all findings sales that they make and all repair work 
that they take in. In addition to this, we offer 
three weekly prizes in our main store, as well as in 
our branch stores, to the salesmen making the three 
highest aggregate sales in these departments. » 

“In our main store we have a findings counter, ar- 
ranged around a pillar in the front of our store with‘a 
full line of polishes, shoe dressings and other articles, 
conveniently displayed so that a customer coming in 
for these small articles can see at a glance exactly 


what we have in stock and can be promptly waited 
on, quick service being an 


essential item in success-, 





lengthening the life of 
shoes is the average 
“shoe parlor.” Most 
men are trustful to a de- 
gree not justified by their 
daily experiences. They 
seat themselves in a chair 
in one of these ‘“‘shoe 
parlors” and allow the 
attendant to apply to 
fine shoes whatever con- 





EARN what are the best polishes and dress- 
ings for the leathers you have in stock and 
recommend them to your customers. 
trust your leather knowledge and they will trust 
You can render them a 
genuine service by keeping a stock on hand, thus™ 
preventing them from being cheated out of much 
of the wear in their shoes by using polishes which 
are injurious to the leather. 


your polish knowledge. 


fully merchandising find- 
ings. There is a girl in 
constant attendance at 
this counter with a cash 
register close at hand to 
facilitate these small sales. 
We have a similar ar- 
rangement at all of our 
four branch stores. 

“Our findings stock is 
kept thoroughly up to 


They 








coction he may happen to 
have in stock. Nor do 
they pause and inquire into the experience of the 
attendant. In consequence, their shoes are sometimes 
shined by a man who, jobless, blew into the “parlor” 
the day before, having graduated from a job not even 
remotely connected with the preservation of leather. 

And the moral of these random thoughts is this: 

It would be a mighty good idea for all retail shoe 
merchants to see to it that when a pair of new shoes 
leaves the store, they are accompanied by a slip in- 
forming the buyer the kind of blacking or dressing 
which is best adapted for use on that particular leather. 

And it might not be inadvisable—nay it might even 
prove extremely profitable—to have some of those 
good polishes and dressings in stock. Your customer 
trusts your leather knowledge. He will also trust 
your polish knowledge. 





Rubber heels are good merchandise for Springtime 
sales. Many a person will get out of doors in the 
Spring and take long walks. Rubber heels are 
cushions for the feet. The careful merchant will make 
sure to keep up the quality of his rubber heels. 





. date, but we endeavor to 
concentrate our business in afew makes, but have com- 
plete assortments in these makes, so that there is noth- 
ing in the line of polishes that we cannot fill an order for. 

“Buckles are also an important item in our stock. 
These we carry in very high grades, as well as moder- 
ate prices, and these we display in cases at our hosiery 
counter. We offer special inducements to salesmen 
in the way of bonuses to push buckles, as the profit 
on these is large. 

“Our repair department is one of the fast-growing 
departments in our stores. Our shop is located on 
the top floor of our main building and is thoroughly 
modern, being equipped with the United Repair 
Machine Outfit. We have recently been compelled 
to order a great deal more equipment to take care of 
the additional work. This department is especially 
advertised through individual ads in the daily papers 
and we also devote a large show window for dis- 
playing the class of work we turn out. We are 
making a special effort to acquaint our customers 
with the fact that here they obtain a class of shoe 
repairing that few, if any, other shops can produce.” 
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The Repair Man 


as a 
Style Creator 


A Chance to Utilize the Clever 
Handiwork of the Expert 
in Your Repair Department 


“How good are you at making 

styles in straps and bows and bands?”’ 

Ten to one he wants to try his hand at 
something other than re-making old shoes. 
Let him try his handiwork on some of the 
pumps that are not moving as rapidly as you 


| oa it up to your repair man: 





_ Straps, Bands and Bows on Present-Stock, Pumps 








expected. There is an infinite variety of 

strap possibilities and the work can be 

‘done in the repair department, according to the taste 
~ of the customer. 

But first consider the aids to fitting made possible 
by the little devices of the trade known to every 
up-to-the-minute repair department. It is a tradi- 
tion of the trade that perfect fit in a pump is possible 
but one time in three. Perfect fit means that the 
heel, shank and ball of the foot shall perfectly match 
the heel shank and ball of the last and that every 
point of the vamp shall conform with the structure 
and muscle outline of the foot. Perhaps the only 
real high average in shoe fitting is in the boot and that 
because so much of the unusual in shape can be hidden 
therein. 


Consider Always —Service ~ 


But with pumps and oxfords as the big Summer 
feature in footwear, consider the service you can 
render to the customer who returns to the store for the 
service that can only be done in shoe stores by little 
aids to the fitting of footwear. That, by the way, is 
the real reason for the existence of shoe stores— 
service in fitting. 

The pump does not fit properly. The heel slips 
and the sides gape. The thing to do is to apply the 
little simple remedies so as to prevent a claim for 
exchange. 

To prevent the riding of the heel, up and down on 
the counter, don’t resort to the short fit but try a 





A Bracelet Pump 
for Novelty 


Crossed Straps and 
Once Around the 
Leg 





Crossed Straps with 


An Ankle Strap and a De- 
Button Fastenings 


tachable Feature that Goes 
Under the Shank and Make 
a Theo Bow 
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They Are 
Really Practical 


Patented 
July 14,'1913 


There is a great demand for the Gilliam Heel 
Protectors, which are really practical for any 
low shoes, because they are easily adjusted and 
remain firm by moistening the glue on the back. 
Cannot pull away at the ends. 

Packed three dozen in a display carton. Black, 


Brown and White. 


$1.75 per dozen pair. 
pair, less; 5 per cent. 


$21.00 per gross 
Terms, 2 per cent 10 


days, net 30:days, F.O.B. New York City. / 


Right Now 


You can increase your 
profits by converting 
your large stock of 
pumps to 

Theo Ties. 

Our Instep 

Strap when 
attached § 
makes an or- 

dinary pump 

look like .the 
original Theo 

Tie. You 

can’t tell the differ- 
ence. 

Made in Gun Metal, 
Patent Leather, 
Cocoa Calf and Dark 
Brown Kid. 


Price 65c. per pair; $7.80 per dozen pair. 
Sold in dozen lots or more of any kind of leather. 


H.L. HYMES COMPANY 


Manufacturers of Shoe Novelties 


| 19 East 17th Street 


NEW YORK 
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Ferreting Out Figure Facts 
with the Monroe 














Specific 
Problems 
Met 

in the 
Shoe 
Business 

as Handled 
on the 
Monroe. 


Production Per- 
centages 


Monthly production 156,- 
522 pairs. Find per cent for 
each last. 

No. Quantity % 

54 6336 -04048 
103 13216 -08444 
79 54660 -34922 
108 552 -00353 


Solved on the Monroe in 33 
seconds, 


Cutting Room 
Reports 


Estimated quantity 80.85 feet 
at $1.39 per foot equals 112.38. 
— used 79.15 feet at 


Gain in feet 1.70 

1.70 x $1.39 equals $2.36 equals 

gain in value 

Per cent gain in feet 1.70 di- 

vided by 80.85 equals .021; 

per cent gain in money $2.36, 

divided by 112.38, equals .021. 
Solved in 18 seconds on the 
onroe, 


Extending Invoices 


15 pairs at $9.85—$147.75 
36 pairs at 10.25= 369.00 


$516.75 
Figured in 12 seconds on the 
Monroe. 








ODAY, margins of profit 
are much narrower than 
formerly and closest 

analyses of costs were never so 
important. To keep abreast 
of the present day conditions 
with constantly changing costs 
and styles, many of the lead- 
ing shoe manufacturers, to in- 
sure speed and absolute ac- 
curacy, handle all their figure- 
work on the Monroe. 


Without burdensome _ ex- 
pense and in a fraction of the 
time it takes by other methods, 
the Monroe will ferret out your 
figure facts, easily and quickly. 
It will lay before you an exact 
analysis of the cost of the 
soles, uppers, welt, lining, 
box, etc., produced or handled; 
expense by departments; by 
salesmen; by territory; it 
will figure your payrolls, ex- 
tend invoices, check bills, 
foot ledgers, and those many 
other daily routine types of 
figure-work. 


No special or trained opera- 
tors necessary. No compli- 
ments or reciprocals. Any 
clerk in your office or factory, 
with a half hour’s instruction, 
can master the simple Monroe 
operation of turning the crank 
forward to add or multiply and 
backward to divide or sub- 
tract. .-Utmost accuracy of 
results are assured by the 
visible proof in the dials and on 
the keyboard as you figure. 


Let the Monroe prove these 
facts to your own satisfaction. 

Use the coupon—there’s no 
obligation involved. 


REG.U.S.PAT. OFF. . 




















Calculating 








A Furred Heel Lining An Elastic Grip 





Simple Aids to Pumps that Slip at the Heel 


A Special Grip A Rubber Retainer 








furred heel slip lining. This heel lining is a piece 


of leather cut out in the shape of a counter, the in-— 


side being furred up to give a rough grip to the 
hosiery. Skived down so as to prevent the edges 
playing loose it is a first aid to better pump fitting 
and it applies to oxfords as well. 


To Help Pull Tops Together 

A simple home-made remedy is often used in 
small town stores and consists of a piece of elastic 
tape fastened on three points as shown in the illus- 
tration. This aids in pulling together the top of the 
pump and is much more effective than is first be- 
lieved. The work can be done by any girl in the 
store providing she folds the ends and loop stitches 
into the lining. 

A cleverly cut out heel grip patterned after the 
structure of the heel muscles can be made by de- 
signing individually a special heel grip with a cushion 
padding therein—the same serving as a grip to the 
slender heel and preventing slipping where the shoe 
is rather long. 

Several successful attempts have been made to 
produce pneumatic rubber cushion devices to grip 
the heel. A ribbed rubber device home made in the 
repair department ‘has found utility. Often the 
roughing up of the. heel lining alone will give grip 
enough. In some cases an extra eyelet can be put in 
on oxfords to solve the gaping side and slipping heel 
problem—but ask the customer first. 


The Original “‘Strap’”’ Reason 


What did the merchant do many years ago when . 


pumps were notoriously poor fitters? The customer 
was sold an ankle strap with buttons on both sides and 
the deed was done. Just what relationship is there 
between the short vamp and high heel and the fitting 
expediency of a strap to hold “the blamed thing on?” 


Clever Work for Repair Man 


The clever shoe man is looking at his pump stock 
and putting his wits to work. He is planning strap 


effects made in the repair department and the more 
the merrier. Every sort of strap can be attached by 
careful slipping of the threads, insertion and re-en- 
forced stitching again. We show a variety; and the 
possibilities for more patterns is limited only by your 
imagination. The ankle strap with its built-up back 
is a little more exacting a job, but it can be 
done. ' 

The cross straps over the instep and tieing around 


_ the leg needs a trim little buckle and there you are. 


Buttons serve as fasteners in double-crossed straps 
as well as single ankle and waist line straps. One 
device on the market is a strap.of leather that comes 
under the shank and then ties in a neat ““Theo bow.” 
Even cut-out straps are possible, fastened on both 
ends at the waist line. a 

Look carefully to your measur¢ments over the 
waist and ankle in the places as diagrammed herewith 
in dotted lines on the sketch of the pump. This is 
where the repair man can be of great assistance in the 


’ fact that he can measure the foot and insure ac- 


curacy in the length and position of straps, bows, 
buckles and bands. 





For Fine Repair Work 
Strips of Selected Sole Leather at $2.50 Each 


Quality counts for much in modern repair work. 
Some of the best shops use soles cut from selected 


-strips. They pay $2.50 for a strip, and the leather 


figures at about $1.25 per pair of soles. The strips 
are cut from the backs of packer hides, bark tanned, 
and are as good sole leather as there is. 

Soles of this leather, sewed onto shoes in a good 
and workmanlike manner, will often wear longer than 
did the soles that the shoe manufacturer put on the 
shoes when he made them. People who find that the 
soles the repair man put on wear a long time are 
pleased, and they continue to have their old shoes 
made new. So quality helps to maintain the volume 
of business of the repair shops. 





Will not rub off! 


Geers WHITE—as the name implies—is a 
white that clingg—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
{fase City. N. Y. 


arlboro 
Milwaukee 
Haverhill New York 
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Which gré You Sellin§Shoes’or 


Satistaction 


It isn’t enough nowadays to “sell shoes.” The 
public expects more. Perfect fit, resulting in 
absolute foot-comfort, does much to offset the sting 
of necessary high price. Where Wizard Lightfoot 
Appliances are sold, perfect-fitting shoes are as- 
sured. The public knows that, because they have 
been thoroughly educated. Our advertising does 
that. Then the advertising matter we supply for 
your windows clinches the matter; and centralizes 
local demand in your store if you display it. The 
whole thing is simple, sure, satisfactory. See how 
this up-to-date dealer in Athens, Ohio, has com- 
pleted the sales-chain that results in important 
EXTRA profits because of the satisfaction which 


goes with every shoe sale. 


WIZARD LIGHTFOOT APPLIANCE CO. 
1761 Locust St., Saint Louis, Missouri, U.S. A. 


A Small Partof Bp Bis Force in the Sale 
Your Window Space ~, of Perfect Hitting Shoes 


oe ar tetera 


This attractive window was used by Hutchinson 
& Stickney, of Athens, Ohio, to connect their 
store with our national advertising. You can do 
the same thing and profit by it as they did. 
It is proved that our free course in Orthopraxy of 





the Foot makes a shoe salesman a better salesman. 
With our training he understands FEET. It 
qualifies him as a foot expert. Our diploma 
proves it. And your sales-sheets show the prac- 
tical dollars-and-sense value. Write us about it. 














sane matt 


Wizard Lightfoot Appliance Co., Saint Louis, Mo. 
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— IN-STOCK — 


MEN’S HOUSE SLIPPERS 
AND OXFORDS 


for Immediate Shipment 
Patent Turn Oxford. Sizes 6-11 


or Fall Delivery B, C and D 
Price $5.35 


Thirty lines listed in our 
Stock Catalog No. 16 


L. B. EVANS’ SON CO. *™ 


WAKEFIELD, MASS. ’ Tan Cab. Opera. Sizes 6-11. 
. M, F and FF 


Boston Office : New York Office i s 
110 Summer St. Bush Terminal Bldg. Price $8.75 
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Maximum Strength 
Sheepskin Tanners 








ght. 
51 South Street 
Boston 11, Mass., U.S.A 


* 
INCORPORATED 


SHEEPSKINS 


Natural Color 


? 


for cash, 
s novelty and 
NEW YORK 

“STATE 0’ MAINE” 








Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and 
quality. 

Besse, Osborn & Gdell 


a 
9 


prices are ri 








in any quantity. 


SET 


. $6.50 


No. 3005—Same as above in 19-8 Leather Louis Heel. 


Widths AA to C, Price.... 


ill buy 
seasonable women’ 
staple shoes 
ples. 
- DUANE SHOE COMPANY, Ince. 


No. 1811—Black Kid Oxford, Light Welt, 14-8 


Heel. Widths AA to D.@Price.........- 
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WASHINGTON AVE, AT 14th STREET 
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A. PALAN SHOE CO. 
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Style 55 
Style 89 Style 43 
ne Kid 6-Eye ae Perf. Tip Lace 
Blk. Kid Theo Tie, gray ooze qr. and qr. and sock 
sock. lin., 12-8 heel. Tn Stock A. B, tn, ores fo stock A, BCD. Bik. mie © Too Pomp, 
C, D. Price $4.60 $5.85 Stock, A, B, C, D. 


No. > . 40—Side Seam Pump, same 
Stock, B, C. D, 1 $3.7 In Stock DGD. Paw sccces ses 


“CONSTANT COMF ORT” 


POPULAR STYLES AT DEPENDABLE PRICES 
FIFTY LIVE ONES IN-STOCK NOW 


These shoes are in constant demand. Keep your sizes filled. 


for. “in Stock B, €, D, E- Price 94.65 
Style 83 _—— 
c r* Style 74 


Blk. Kid PL Toe Blu. Onterd, Cat’s 
ag h., 11-8. In Stock, B, C, D } 














Blk. Kid "3 a. 12-8 wea = 


Stock, B, C, D, E. 
: 70—Same 
No. 87—Same style, lower grade. . ... $3.40 Stock, B, C, D, 


AULT- WILLIAMSON SHOE CO. 


Manufacturer of Black Kid Turns Exclusively 
AUBURN : -.: MAINE 
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Herman’s 
**No. 225”’ 


with 


Fibre Sole 
$6.50 





DUTT TTT ITT 
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Munson Last. 
es Metal 

ers. 
Neolin Sole. 
“Wingfoot” 
Heel. 


DISTINCTIVELY INDIVIDUAL 


Made in fascinating colors and 
various styles. 

Let us send you samples at our 
expense. 


MAID-RITE FELT SLIPPER CO. 


(ROSE MILL PRODUCTS) 
163-169 Livingston St. - Brooklyn, N. Y. 


Herman’s Shoes 
bottomed with ‘‘Neolin’’ 


OR the combined shoe 

value of genuine Mun- 
son U. S. Army last, plus 
the maximum of sole wear, 
nothing else quite equals 
Herman’s Shoes made with 
the famous “‘Neolin” soles 
and “Wingfoot” heels. 











JY eiiitieriir rir 





=IN STOCK= 


IMMEDIATE SHIPMENT! 


No. 352. A Mary Jane patent turn 
pump. 
Sizes 2-5 (no heel) 

4-8 (spring heel) 

8%-11 (spring heel) 





These special lines of Her- 
man’s Shoes—five distinct 
styles—are proving to be 
strong sales-producers for 
Herman Dealers. 


Career simpaail 
monn tn ere ame ~ . 


Let us give you full in- 
formation, including prices. 


The Herman line of U. S. Army 
Shoes is the most complete made. 


Ey 
, . : : = er 
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Terms 10% 10Lays Net 30 Days 


JOS. M. HERMAN SHOE CO. : 
Send for Sample Order 


1024 Albany Building , 
BOSTON, MASS. Co-Operative Shoe Co. 
CINCINNATI, OHIO 


Start-Rite Turn Footwear for Children 


Office and Salesroom Stock Department 


* 
WG 301 Bell Block N. E. cor. York 
* and Colerain Ave. 
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Activity Lacking 


Trading Continues Very Quiet and. Prices Which 
Are Much Lower Than Last Season Vary 
According to Conditions of Sale 


The liquidation now going on in 
leather and shoe stocks is attended with 


prices which range from 20 to 50.per.. 
cent off from the peak prices of last Fall. . 


This does not apply to all leathers and 
there is such a ‘wide range in prices in 
upper leathers for different qualities, 
selections and tannages that an injus- 
tice might be possible in attempting to 
name a price which governed the mar- 
ket. 

For example, one producer of calf 
leather names prices on extra choice 
quality Russia calf at $1.00 per foot 
for the top and 70c a foot for the lowest. 
The prices on this same leather last Fall 
were quoted at $1 to $1.40 per foot. 


Calf and Side Leather 


A Central West tanner of colored 
chrome calf is offering what he has on 
hand for 77c down to 70c per foot for 
poor grades. This tannage at the top 
of the market was $1.30 per foot. The 
same company is quoted as offering full 
grain colored chrome sides for future 
delivery at 54c to 58c, which formerly 
brought 86c to 90c. 

Some of the finest suede calf is still 
quoted at prices as high as $1.25 to 
$1.30 per foot. Another tanner of high 
grade colored calf, whose leather brought 
from $1.32 to $1.52 per foot, is now offer- 
ing similar grades of leather from 85c 
to $1 per foot. There have been sales 
of colored chrome sides in women’s 
weights ranging from 50c to 65c per 
foot for a grade of leather which for- 
merly brought 80c. 

The best grades of elk side leather 
in colors are quoted at around 60c to 
65c. The lowest grade stock is from 30c 
afoot upwards. Glazed horse has shown 

a falling off in price of late and is quoted 





variously at 54c¢ to 56c, 54c to 60c and 
55c to 62c. 
sa Glazed Kid 


* Glazed kid has also sustained a con- 
siderable reduction in price, approxi- 
mately on the same percentage as calf 
leather, and covers a wide range. in 
price with the highest grades at around 
$1.00 to $1.25 down to 20c and 30c per 
foot for the cheapest. The lines of 
kid, however, which go into the medium 


. 
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grades of shoes bring from less than 60c 
to 80c per foot for colors, and about 


5 cents less for blacks. In spite of this, 
the raw stock market on Oriental goat- 
skins continues very high, with from 
5:to 15 per cent off from the higher 
prices quoted by shippers of India and 
China goatskins last Fall. 


Effect of Cancellations 

Shoe manufacturers have been up 
against a serious situation with can- 
cellations of orders and delays incident 
to deliveries, demands of labor and late 
orders from retailers. The matter of 
cancellations has compelled shoe manu- 
facturers to dispose of goods at a loss to 
retailers or jobbers, buying floor stocks, 
or in some instances they have felt 
obliged to put the goods on sale them- 
selves at big public sales in order to 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 


Sole Leather 


Hemlock sole, heavy No. 1.............. 
Hemlock sole, seconds, mid.. j 
Oak sole, No. 1 bends.. 


Oak sole, No. 1 backs, all \cealatite. . : ; sah 


IR IN i655 oss pc ssc o's s biae we 
Union cows, flat............ eae hte fess 
Offal, hemlock heads..... RA aEIEL cot ch vids. 
Offal, hemlock bellies.................. 
Offal, hemlock shoulders................ 
Union offal, heads..... ty 2 a 
ee ee ene 


Chrome, S. A. dry hide, 7% to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides.... 


1914 1919 1920 
Cents per pound 
—@30 56@ 57 56@ 58 
24@26 54@ 55 54@ — 
47@50 96@1.00 1.00@1.20 
45 @46 82@ 84 88@ 92 
—@44 84@ 85 . 88@ 90 
80@ 83 85@ 88 
10@ 12 144@ 15 
12@ 18 20@ 22 
30@ 32 40@ — 
15@ 16 21@ 22 
18@ 19 26@ 28 
Cents per foot 
43@ 50 60@ 65 
—@ 50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers................... 
Heavy native cows................... 
Py ss dade Se oe esdiee. es rgaie s 
Chicago City calfskins................ 
Pe ES 5g 0 nn ccsctecacdences 


1914 1919 1920 
Cents per pound 
184%@19 — @40 — @36 
— @17% 38 @40 32@36 
15° @15% 33 @34 14@16 
18. @21% 774% @80 25 @35 
45 @46 
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Lasca Cross Strap 
Pattern. Full Louis. 
Heel. On Latest 
New York Last. 
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“Every Shoe A‘Business Builder’’ 


Hopkins & Ellis turn shoes of quality are made from 
carefully selected leathers by master shoemakers 
on the very newest ideas in lasts and patterns. 
Merchants catering to women who demand quality, 
style and wear will appreciate the business-getting 
value of the Hopkins & Ellis line. 


HOPKINS & ELLIS 
HAVERHILL, MASS. 
Boston Office, 108 Lincoln Street 
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move the stocks before they became 
practically valueless. Somewhat the 
reverse of the situation of a year ago 
prevails. 

Some retail merchants have can- 
celled orders.on the market when costs 
of leather and shoes were receding. The 
situation a year ago was that the manu- 
facturer was held to the letter of his 
contract in delivering the shoes at the 
prices then named, despite an advancing 
leather market. 


Raw Stock Market 


The raw stock market is on a lower 
plane of prices than it has been for over 
a year. Heavy native steers are today 
quoted at 35c per pound nominally as 
against 41c to 42c per pound, a year ago. 
Branded cows are quoted at 3lc a pound 
as against 39c to 40c, a year ago. Green 
salted Chicago City Calfskins which are 
quoted at 30c to 35c a pound today, 
were bringing 77 4c in June of last year. 
Buenos Aires dry hides, which go into 
side leather, are quoted at 35c a pound, 
as against 45c to 46c, a year ago. Other 
hides and skins are relatively on the 
same basis. Little improvement has 


been shown for the past two weeks in 


the hide and skin market, either in 
demand, sales, or inquiries. With 
greater activity prevailing in the shoe 
field, some change to a higher level 
might be expected. The opinion is 
expressed that the great reductions in 
shoe prices do not mean that these 
lower prices have come to stay, and 
that when replacement begins to take 
effect, merchants will find that produc- 
‘tion costs have lessened only in the 
matter of leather, the price of which 
would advance shortly with normal 
activity restored. 

The sole leather situation shows little 
change over a week or two weeks ago. 
No. 1 overweight hemlock is sold on a 
basis of 52c a pound; middle weight, 
4 cents less. No. 1 oak backs are quoted 
at 92c a pound for all grades, and quo- 
tations are from 80c to 92c, according 
to quality and tannage. Choice bends 
are still offered at $1 to $1.20 a pound. 
The repair trade is on a more active 
basis than the call for other lines. There 
is more tendency towards accumula- 
tions in sole leather than some months 


ago. 


Predict Popularity for Kid 


An authority on shoe styles predicts 
that a wave of popularity will sweep the 
country this Fall and Winter on a kid 
walking boot with Cuban heel. 
style is to be made in both black and 
dark. brown kid. I€ will meet with 
approval because of the comfort and 
fitting qualities. Some shoe men believe 
in it as a leader for next Fall and Winter. 


This - 
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Photo by Bachrach 


J. L. MARX 
Of B. Marx & Son, Detroit wholesale concern, 
which has engaged to distribute shoes made 
by the Lynch Shoe Co., of Lynn 











A Policy of Confirmation 


A Final Decision Before the Shoes 
Are Cut 

As*an example of better relations 

between merchant and manufacturer 

the following letter is published, being 

correspondence between W. T. Dicker- 

son, vice-president of The P. Sullivan 





& Co., Cincinnati, and a merchant 
customer: 

“‘We are ready to proceed with your 
order No. — for delivery, but 


with so many misleading statements 
current in reference to the condition of 
the shoe industry, we desire to continue 
our candidly frank policy of the past 
fifty years and state to you our position 
at this time, believing that it is abso- 
lutely best for all concerned to do. this 
before the shoes are cué and then 
there can be no recriminations or regrets 
after your final decision. 

“There is absolutely no reduction in 
shoes from natural causes. 

“Not in fifty years has the shoe in- 
dustry become such a public football. 
Style changes, miserable Spring weather 
and decreased factory production, neces- 
sitating late deliveries, have caused an 
unprecedented amount of high heel low 
shoes to be dumped on the market and 
offered to the buying public at ridicu- 
lously low: price. This has stagnated 


the movement of the top grade shoes at 
legitimate quotations, further demoral- 
ized the retail end of the game and 
absolutely misled the great purchasing 
public as to the actual selling price of 
_ footwear. 
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“We anticipated existing conditions 
early in the year, when we outlined our 
Fall campaign. With persistent effort 
we purchased our material most ad- 
vantageously and by averaging our 
new purchases in with such material 
on hand, purchased before the extraordi- . 
nary advances of one year ago, we 
found ourselves in a position whereby 
we could maintain our standard of 
quality, and offer our finished product 
under the existing market price of today. 
In other words, we did our work well 
before our salesmen left for their terri- 
tories, with the gratifying result that 
we are practically sold up and our 


. cancellations have scarcely been more 


than normal. . 

“‘We cannot reduce the price on any 
of the shoes specified on your valued 
order, now or at a later date—they are 
figured at the minimum for the quality 
offered. 

“There will be a wild scramble to 
get covered with salable merchandise, 
by the late buyers visiting the market 
in July and August. This will mean 
another season of congested factories, 
late deliveries, and even more aggra- 
vated shipping facilities, owing to 
the rail movement of the great harvest 
of grain. . 

‘‘We can deliver your order promptly 
if you favor us with final confirmation 
now—to execute your wish shall be our 
pleasure. - 

“We await your final instructions and 
will not proceed further until we hear 
from you definitely.” 





Providence Notes 





SPECIAL SALES HELD 


F. E. Ballou Company and Other 
Stores Cut Prices 


At the retail shoe store of F. E. 
Ballou Company, a 10 per cent reduc- 
tion sale is in progress. This special 
offering is made on all makes of men’s, 
women’s and children’s shoes. It also 
applies to the hosiery department. The 
public has responded in goodly. num- 
bers. 

At the Outlet Store’s shoe depart- 
ment, women’s $8.00 and $10.00 Good- 
year welt pumps, oxfords and two-eye- 
let ties, have sold well at $3.95. In the 
men’s shoe department, oxfords in both 
tan and black, formerly priced at 
$8.00 and $10.00, have proved ready 
sellers at $4.95. : 





New Shoe Stores 


H. A. Pohl, Lakeside, Ohio. 
Newark Shoe Stores Co., Alliance, 
Ohio, about to commence business. 
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abre 
3003—Patent Leather, White Cabretta Top 
3005—White Cabretta 
3007—Patent Leather, Gray Cabretta Top 
3009—Brown Kid, White Cabretta Top 
3011—Red Cabretta 
3101—Patent Leather Mary Jane 
3103—White Canvas Mary Jane 
3002—Black Kid 
3004—Patent Leather, Mat To 
3006—Patent Leather, Brown 
3008—Patent Leather, Champ. Cab. Top. . 
3010—Brown Kid, Champ. Cab. Top 1.35 
3012— White Canvas 





All the above-numbers, sizes 1-4. 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago i 
7 








_ 
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BID FOR:BUSINESS WITH 
THE “STACO” SHOE 


You can sell it easily at a price men 
are ready to pay, and take-a_ profit 
that will be satisfactory. We have 
a long line of proven sellers for fall 
to which we invite your attention. 








Se A ee neste oe vers 
- m ay a = . : adits 


Ask to see samples 


Stone-Tarlow Shoe Co., Inc. 


STYLE No. 110 BROCKTON, MASS. 


Russia Calf Bal. Plump ; 
single sole. Made on a Successors to Liberty Shoe Co.; Ine. 


medium English toe. BOSTON OFFICE, 183 ESSEX STREET 
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THE SOLE THAT HAS MADE WHITE SHOES STAPLE 


VAUGHAN'S [IVORY 


NOTHER Summer season is with us, and 
white shoes form a bigger percentage of sales 


than ever. 
Made up in buckskin, calf, kid, canvas and cloth, 
\ they are smart in outline and inclined to be fancy 
WA 


in pattern. 


\ 
= Wad \ 
Palit a ETHER: 


But, of whatever material, to be correct they must 
be soled and heeled with IVORY. 

Year by year it grows in popularity. It is so satis- 
factory in every way. 


Light and comfortable, it looks well as long as 
the shoe lasts. It is white clear through, its edge 
is its own and requires neither paint nor spray in 
finishing. 


Be sure when you are ordering white shoes to in- 
GEORGE e VAUGHAN sist upon IVORY SOLES and HEELS. It will 
. pay you for your forethought by its service to 

TANNERIES AT your customers and 
PEABODY, MASS. Costs No More Than Other Good Sole Leather. 




















BOOT AND SHOE RECORDER June 26, 1920 


THE ATLANTIC HAS IT! 


The Latest 


STRAP TIE 


514—Havana Brown Kid 
515—Glaze Black Kid 
516—White Hi-Grade Fabric : 
High Grade Turn Soles, Full Louis Heels. 
Widths AA-C. 











Remember:—New up to the minute shoes are always in 
demand. Our factory is running at capacity and we 
can make IMMEDIATE DELIVERY on these styles. 











Wire Your Order—At Once Delivery! 





Atlantic Shoe & Slipper Corp. 


133 Essex Street . - Boston, Mass. 











Always In Stock 


Less 2% 10 Days Net 30 Days 








BOUDOIRS ONE STRAP TWO STRAP 
SANDALS : SANDALS 


High or low heel 
$2.15 


Black $1.50 
Red 1.65 
Tan 1.75 


Also three strap, high or low heel, at $2.40. 


Consolidated Slipper Company 
Haverhill, Mass. 
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OXFORDS 
BROGUE 
OXFORD 

GOODYEAR 
WELT 


SHOWING A 
BROWN CALF 
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For Better Business 
Next Winter 


IG profits will come to dealers who have 
a full stock of good insoles next «season. 
Here’s your chance to get the most profitable 
line on the market—the new (/C Cork Insoles. 


ee a eae 


a a ae ee 


Sew 


An exclusive line of insoles with rare inherent 
qualities and every attractive, — sales-pulling 
feature. U/C Cork Insoles are filled with 
genuine sheet cork and covered with hair and 
flannel in the warm, soft colorings that people 
take delight in. 


OME are covered with hair; others are 

covered ‘on one side or both with extra 
quality flannel. Most styles are bound at the 
edges with harmonizing tape—the rest are 
bound with a strong, serviceable, overlock 
stitch. 





Packed by the dozen in solid or assorted sizes. 


Orders accepted now at a fixed price for delivery 
at any reasonably deferred time. Last winter 
many orders for insoles could not be filled. 
There may be another shortage this year. 
Better play safe! 


Send in your order today for a line of the new 
G/T Insoles. 


UNITED SHOE MACHINERY 
. CORPORATION BOSTON 








J. K. Krieg Co., N. Y., 39 Warren 
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“MADE GOOD TO MAKE a 


The Wheat andthe Chaff 


rr some ways, a business period such as the present one has its 
uses, its advantages. 


iT 








It separates the wheat from the chaff. 


That is, it shows who are the timid folks—chronical'y unpre- 
pared for the inevitable fluctuations of business, and perennially 
ready to see red the minute the market goes off a fraction. 


This, you see, gives the level-headed folks a chance to know defi- 
nitely what kind of foolishness they are up against, and an oppor- 
tunity to calm the frightened ones. 


These are the-days when clear-headed, far-seeing, courageous 
business men really come into their own. They steady the ship. 
They nurse the timid ones back to confidence, just as a patient 
parent restores contentment to a scared child. 


Today ho!ds no real and permanent perils. It is a time for 


checking-up—for readjustment. 


Let’s readjust sensibly and sanely/ 


The big Boston Style Show, July 20 to 24, is going to be a fine 
answer to so-called ‘‘depression.”’ 


HENNESSEY, MAXWELL & HENNESSEY 
By Thomas H. Maxwell 


Makers of Women’s Welts that are known 
as the best in our Grades 
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“Kinder-Garten” 


Welts and Turns 
for Boys and Girls and Little Tots 


‘‘Made Stronger 
ale to 
Wear Longer” 


Patt + 


We are the “‘Kinder- 
Garten” Kids. We 
wear “Kinder- 
Garten” shoes 
use “Every Pair 
Is Full of Wear.” 


“Kinder-Garten” Welts are especially 
constructed to withstand more wear, and 
they do wear longer and render more com- 
plete satisfaction than any other children’s 
welted shoes money can buy. 


_ They are modish, snappy and pretty 


shoes, too, and built of the very best 
leather. 


““Kinder-Garten” shoes sell quickly and 
easily, and completely satisfy. 


“Every Pair Is Full of Wear.” 


MITH-\\)ALLACE 


SHOE co. ‘ CHICAGO, ILL. 


ESTABLISHED 1846 


Overgaiter 

' Slipper 

Lining 

Sole 

Shoe Manufacturer’s S 


In Stock for Immediate Delivery 


L. FINKELSTEIN & SON 


696-702 BROADWAY 
NEW YORK CITY 

















INOW READY! 
1920 DIRECTORY 
OF 


Shoe Manufacturers 


_ Covering all the improved features of previous 


editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 
Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


- 683 ATLANTIC AVE. . BOSTON 
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FOR ALL OCCASIONS 


IN STOCK 


BARA 


Plain White Pumps 


Made of Peter’s Finest white Reign- 
skin. Are French corded with the 
best all silk grosgrain galloon and 
stitched with real silk thread. 


RARARA 


(arpa 
RARARARARA) 


Stock No. 297 
$4.75 
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When you get the Correct Dodge 
You get shoes that are made right. 
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You get exactly what you pay for— 
nothing less. 
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And we stand back of every pair of 
these white shoes we sell. 
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Stock No. 298 
$5.00 


Nathan D. Dodge Shoe Co. 
‘Newburyport, Mass. 
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E. T. Fogg J..P. Murphy opal sie M. C. Oberdorfer Solly Sehrwelser 


nm New York 
183 Essex St 851 Marbridge Bidg. 600 Denckla 


Harry Wheeler Shoe Co. H. W. Drake J. Rosenthal & Co. Grosskurth 
3 Kansas City, Mo. La Bidg. Fred Fuhrman 163 Y St. 
Monagemary. Me. 537 Ridge Bldg. Rizal ) mmag yy YE Mexico Room 7, Toronto, P. O. 
All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. - 
Prices and Deliveries Not Guaranteed 
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20 W. Jackson Bivd. 417 Pacific Bidg. 
Great Northern Bldg. 
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KEITH’S KONQUEROR “VICTORY” LAST 





Stock No. 666 


Cordovan Calf Oxford. l-inch Heel, 
One-half Rubber Wingfoot Heel. 


5 IN STOCK 
Widths AA to D Price . . $8.85 Sizes 5 to 11 


Send for Summer Stock Style Catalogue 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 








Are you firing your sales-building arguments with 
air rifles or Winchesters ? 
Discriminating sportsmen want good buckles on 
their footwear. Discriminating buyers say that is the kind 
Imitation Roller we make. Through their use good shoes become better 
FINISHES shoes. - 
A 4 pow - sted atk nee good buckles of various designs for 


Ask for a card of free samples 


NORTH & JUDD MANUFACTURING CO. 
. New Britain, Connecticut 
BRANCH SALES OFFICES 


SAN FRANCISCO, POSTAL TEL. BLDG. NEW YORK, 127 DUANE 8T. 
CHICAGO, 326 W. MADISON 8T. ST. LOUIS, 608 VICTORIA BLDG. 
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HOLD YOUR OWN SALES 
AT PRICES THAT WILL == 
CROWD YOUR STORE! 


Here is your opportunity, 
will you take it? 


We have a large stock of low shoes to move at once. We are conducting 
no direct-to-the-consumer sale nor are we interested in any. It is 
through the legitimate channels of the retail shoe merchant, with whom 
we have always done business, that we shall sacrifice our overstock of 
this Spring’s newest novelties. We shall offer him the chance to conduct 
a cut-price sale of his own at prices that will compete with any sales now 
being held. 

















You can’t afford to let 
your trade turn toward these 
abortive sales 


of manufacturers for their supply of summer shoes. The alternative 
is to conduct a sale of your own at competing prices and hold your cus- 
tomers. No matter how big or how small you are, we have the shoes 
ready for you to put ona sale of any magnitude—shoes that are ready 
for truck or express shipmefits the minute your order is written. 
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LOW AND HIGH HEEL OXFORDS. 
LOW AND HIGH HEEL PUMPS. 
LOW AND HIGH HEEL COLONIALS. 
LOW AND HIGH HEEL THEOS. 
LOW AND HIGH HEEL TIES. 





All fresh stock, all attractive styles,— self or send your buyer to examine 
to be sacrificed at a loss to us, which these floor goods,—butjact at once, for 
means bargain prices for you. these shoes are priced too low for them 
The thing to do is this. Come your- __ tostand still long. es 


This is our method of standing by the retail merchant in contrast to 
those manufacturers and wholesalers who are conducting consumer 
sales of their own, 


FOR ACTION—COME OR WIRE AT ONCE! 


THE BOARDMAN SHOE COMPANY 


564 ATLANTIC AVENUE . BOSTON, MASS. 
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Considering the effort you 
put forth and the capital you 
have tied up, we know you 
want to produce the best 
footwear possible in your 
particular line. 
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REG, U.S. PAT. OFF 


Mr. Shoe Manufacturer will you 
make this test? 


——— 
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Build a pair of shoes for yourself out of 
“Rueping Upper Leather’ and compare the com- 
fort they give when new with shoes made from 
other Calf, Veal or Side upper stock. While in 
appearance and cutting quality it is the equal of the’ 
best, the question of comfort occasioned by the 
mellowness built into Rueping Upper Leather 
is an appeal that will bring “Cash Results.” 


Calf, Veal and Side 
Upper Leather 


Smooth and Boarded in Black 


and conservative shades 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


Established 1854 
— BRANCHES — 
BOSTON CINCINNATI MILWAUKEE 


NEW YORK CHICAGO 
MONTREAL 





June 26, 1920 BOOT AND SHOE RECORDER . 


























Sain lil lll Fae 


ff 


a 


By 
9))Mi|eaiiMil 


x 
re 


BIEN 
a9) f\| 5.9) 


+ 
waa lliNil 


Number 970 


eal 


ry 


‘>. 
rx 
os 


VA Aue a Ail 
AAUT WAL 
7 


j UF 


LEOPATRA, in possession of wealth in such abundance 
that every whim could be gratified, could not have 
bought such a shoe as this for a fortune. The genius of man 
has accomplished something in shoemaking between her time 
and the present. That the profit from sales will justify large 
purchases is conceded. 


Witherell < Dobbins Company 


Quantity Producers of Quality Shoes 
‘Haverhill, Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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COLORED O71 k-) SIDE LEATHERS 


Color 18 REG USA 


Medium Brown Dark Brown 























“Good Colored Shoes at Low Prices” 


HIS will continue to be the call of the great mass of people. 


Our “SNUFT” SIDE LEATHER is ideally amen 


Reg. U.S.A. 


These Leathers for such shoes. 


nyo Shown It has THE APPEARANCE, OF CALF 
Boston Shoe It gives LONGER WEAR 
Exposition It is MODERATELY PRICED 


and 
Style Show, 
July 20-24 C. D. Kepner Leather gna 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, II. 
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Style 199 


Sterling Colt 
Dance Oxford 
In Stock AA-D 


Price $6.50 



























































For over seven years this dance oxford has had continued sale in the best stores of the country. Our stock is com- 
or the social demand of May and June, Also inGun Metal No. 200. Order ‘at once 


i Prepare KNO SHOE COMP ANY, Milfor d, Mass. 
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Wall Ceft 


SMARTNESS! 














Do you fully appreciate the value of 
smart shoes? 


In the development of ‘“Walk-Croft”’ 
lasts and patterns you will find more 
than perfect fitting qualities and 
refinement. A keen appreciation of 
the paramount necessity for dash 
and smart lines demanded by the 
American woman of today is at once 
recognized. 














A window display of these smart lines 
will attract to your store the type of 
new customers with whom price is 
not the first consideration. 


ncwsr BANCROFT WALKER COMPANY ssxomee 


13 WORM WOOD ST. 
RICE BUILDING 


epee saeee MAKERS OF SMART SHOES FOR WOMEN 


“‘Walk-Croft’’ prices and styles are especially interesting to large dealers and department_store buyers. 
Sold unbranded if desired. 





























PH 


Bhs 2. 
eS sieiieala 
NS SSF he 
(wa 2 rs 


uy No — Who ini ae Quick 
Turnovers at Good Profits Can Afford to 


Pass Up. 


ENJOY THE 
SEND FOR 
ADVANTAGES OUR 


- tt CATALOGUE 
SERVICE OUR SHOWING ALL 
STOCK a “JUST 
DEPART | WRIGHT” 

x Stock Style No. 130—Aristocrat Last. Cherry C x : STY LES 


Rubber Heel. 12-Iron Edge. 


MENT GIVES = ex4irSeeease ay tS ST: B'53¢ to 11; C, D, Sto IL. 
Price $9.00 


TO BE HAD BRANDED OR UNBRANDED 


- OUR 
ORDERS ON FACTORY 
THESE FLOOR STOCK 
MODELS IS ALWAYS 
RECEIVED KEPT UP SO 
AND FILLED CUSTOMERS 
SHOW THESE CAN BE 
SHOES BIG PROPERLY 


SELLERS Stock Style No. 170—Cordovan Brogan Oxford. Vietory Last SERVED 
Price $10.00 





The “Just Wright” line will be displayed in full at the Exhibit 
and Style Show to be held in Mechanics Bldg., Boston, July 19-24 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
_ NEW YORK DETROIT SAN FRANCISCO 
Washington Arcade Pacific Building 
PITTSBURG, Empire Building 
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THIS IS OUR LINE! 































































































Style 381 


A LIMITED NUMBER OF MODELS 
BUT ALL COLORS AND 
IN SEVERAL GRADES 


Concentration on a few models means much in service—in merchan- 
dise—in quality and in price. The styles are right and they are the 
styles that outsell all others combined. 


Making*these styles only, we can give the most expert workman- 
ship, because our workpeople are specialists—and prompt delivery, 
because the line is short. We do not have to charge the overhead 
of slow-moving styles against the good lines, so the price is right. 


Ask your jobber for COMPANIONS, or if he cannot show you 
samples, write us. 


Republic Felt Shoe Corp. 


899 KENT AVENUE ‘BROOKLYN, N. Y. 
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SIDE AND VEAL 
UPPER LEATHERS 








By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying. today. 






MONARCH LEATHER CO. 
CHICAGO NEW YORK 

BOSTON 

U. S. A. 





June 26, 1920 
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Where Are Your Boots for Fall > 


A we all, producers and distributors alike, to be handicapped in 
the carrying on of our business by over-caution and timidity in 

buying ? 

Is this industry of ours, this fabric upon which our common success de- 

pends, to be imperilled by the lack of foresight of a few and the blind 

following of the many ? 


We hope not for your sake as well as our own, because in order for us 
both to function properly and profitably, orders for boots must be 
placed at once. 


Some buyers (the wise few) have done this and are insisting on having 
their goods shipped at the earliest moment—they are leaving little to 
chance. 


To have boots in your store in time to be of service to your customers, 
you must order NOW—a little later and you may be crowded out. 


e 
' 
Ba 


There is not factory capacity in the U. S. to produce shoes enough in 
this shortened producing season to meet the normal consumer demand. 


ORDER NOW. 


P. J. HARNEY SHOE COMPANY 
Manufacturers of Shoes and Good Will 
Factory and General Offices 
LYNN - MASSACHUSETTS 
BOSTON OFFICE: 183 Essex St. IN-STOCK DEPT., 78 Lincoln Street, Boston 
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GALLUN ——| 
QUALITY 


AZTEC MANDARIN 
CALF | SIDES 
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AZ EC CALF is recognized the CHROME tanned side leather 
made in glazed and boarded finish 


and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 











NORWEGIAN 
VEALS 


(= of Gallun’s specialty leathers— . 


a heavy, rugged, high - grade 


leather that is the first choice of high- - 


grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 
and black. 





VIKING 
CALF 


A STRONG grained mellow calfskin 
that is moisture-repellent. This . 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 











H. A. ELY, Manager, 








A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST ST., BOSTON, MASS. 
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W.T.HOLMES COMPANY _ 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: + PHILADELPHIA 





DO YOU KNOW THAT~ 


Wie wee owe We are a Specialty House carrying in stock Mave 
| Ladies’ High Grade Shoes of Latest Style | 
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THE TRADE - MARK DOES 
NOT MATTER, SO LONG AS 











enol & SH, 
WORKERS UNION 
Union oTaMP 


Facto 
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THE UNION STAMP IS THERE 


That’s what the Union people look for when they are 
buying shoes. They recognize a trade-mark and 
know it as the manufacturer’s official stamp, but they 
are more interested in seeing if the shoes are made by 
fellow Union Workers. That’s why it makes no dif- 

~ ference whose shoes you are carrying, provided the 
Union Stamp is there. 


You do not want to antagonize the great Union buy- 
ing public—you want it coming to your store. Why 
not make sure of it by having the Union Stamp on 
all the shoes you buy? 


BOOT AND SHOE 
‘WORKERS’ UNION 


246 Summer Street | Boston, Mass. 
Affiliated with the American Federation of Labor 


COLLIS LOVELY 
CHAS. L. BAINE 
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These seasonable Oxfords are complete in stock ready for 
quick shipment. Small orders handled just as cheerfully 
as the larger orders. You keep your stock sized up from 
our IN STOCK Department. 


Fully Illustrated Descriptive Folder 
Mailed On Request 


We will exhibit at 
the following con- 


v.entions—Syra- 
cuse, July 12-13-14. 
Boston, July 19-24. 
Meet us there. 














B2669—Cherry Oxford. Carlton Last. Code B628—Cherry. Calf Oxford. Carlton Last. 
—Clover. Widths, A to D. . $7.50 Code—Comely. Widths, AA to D....$8.75 


All Styles Carried Unbranded—Will Ship Branded “Crawford” 
Unless Otherwise Specified 
Place Letter ‘“‘U”’’? After Number If You Want Them Unbranded 


B646—Cherry Calf Oxford. Preferred Last. B637—No. 4 Gallun's Calf Brogue Oxford. 
Code—Crown. Widths, AA to D.....$8.90 Brogue Last. Code—Custom. a 7 


“New French Toe™ 


With the Wonderful Goodyear Wing foot Rubber Heel 


CHARLES A. EATON COMPANY 


‘*The Sterling Shoemakers of New England” 


BOS —183 Essex ATLANTA—238 Peachtree Arcad: 
aw Yousenann cee BROCKTON, MASS. DETROIT—461 Book Building j 
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Shoe Merchants! 


Department Stores! 


QSae— =) 
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Do You Wish to Take Inventory 
Without Showing a Loss? . 





IS your stock top-heavy at high prices? 


An association formed six weeks ago by experts who know shoes, 
and present conditions thoroughly, in the Boston, Chicago and St. 


Louis Market is at your service. 


Our plan of group buying has moved already several million dollars’. 
worth of seasonable merchandise. 


We are organized in Boston, Chicago and St. Louis. 


4 
: 
: 
: 
: 
: 
: 
: 
: 
: 
; 
: 


Wire at once if you wish to buy shoes at the lowest level the market 
has ever seen. You will get our plan by retum wire. 


AMALGAMATED SHOE DISTRIBUTORS 


p 
695 ATLANTIC AVE., BOSTON, MASS. 
: | 

; 
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Chicago 


QUALITY SHOES HELD AT HIGH 
PRICES 


Quality merchandise is still held at 
high prices. The exclusive merchants 
of this city who sell nothing but shoes 
ranging from $10 up have not seen fit 
to run any sales nor to cut prices on 
any of the merchandise which they 
have in stock, saying that they sell on 
such a close margin of profit, owing to 
the high~ cost of their merchandise, 
and that if they were tocut 15 to 25 
per cent as many dealers have done, 
they would be losing more money than 
they could afford, as they figure their 
net profit from 6 to 8 per cent on the 
capital invested. 

Mr. Martin of Martin & Martin, 
makes the statement that business for 
the past three weeks has been excep- 
tionally good and he says that he has 
been somewhat surprised at this, owing 
to the fact that they have not reduced 
any of their shoes. He attributes this 
volume of business to the fact that 
' those who desire quality merchandise 
and style are willing to pay as long as 
it can be assured that there is a house 
behind the merchandise that will stand 
behind it. 


Business Built on Confidence 


¢ 

The volume of business on the 
cuality merchandise today purchased 
by the consumer is built on the confi- 
dence the consumer has in the mer- 
chant with whom he is doing business, 
and this element of merchandising has 
become a greater factor in building 
sales to the consumer than any other 
item that enters into the sale of mer- 
chandise. 

The H. A. Meyer Shoe Comapny, 
who specializes on Bostonian and Boy- 
den shoes for men, has a reduction sale 
on at the present time which will aver- 
age from 10 to 45 per cent. However, 
the majority of the shoes that are 
being offered in this sale are low cuts 
and Mr. Meyer states that this sale is 
in line with the regular Summer mid- 
season sale and nothing out of the 
ordinary.. He alap reports that 20 to 
25 per cent of their volume of sales 


this last week has been on white foot- - 


wear. This, however, takes in white 
canvas, white buck and combination 
vogue patterns in white and tan. The 
_ demand for sport footwear has been 

exceptionally heavy in comparison with 
former years and should Chicago be 
favored with more seasonable weather, 
Mr. Meyer, as well as many other 
merchants in this city, feel that this 
demand of sport footwear will go far 
in advance of — expectations. 


Many Sales Staged 


Many sales are being staged by 
bigger concerns, such as Alfred J. 
Ruby, who now has a sale on at a 
straight 20 per cent cut on all mer- 
chandise; and H. Miller’s Chicago 
store, with reductions from 20 to 40 
per cent, depending upon the style of 
footwéar and quality of merchandise. 

Cooler weather has had a tendency 
to slacken the demand somewhat and 
the merchants have been less active. 
However, the volume of sales with the 
majority of merchants has been equal 
to that of a year ago at this period 
and in some instances the volume has 
been greater. White canvas footwear 
is in very strong demand. The sale of 
evening slippers is active. The number 
of June brides in the city of Chicago 
has stimulated the market for evening 
footwear to a noticeable extent. Up 
to the present time there have been 
30,035 marriage licenses issued, and 
merchants report that they have been 
surprised by. the demand for evening 
footwear and buckles to accompany 
them. 


Chicago’s Wholesale Market 


Chicago’s wholesale market has been 
active in spots this past week, those 
spots being wholesalers who are hold- 
ing white canvas footwear. Many of 
these wholesalers were unfortunate in 


having reduced the price of some of - 


this footwear prior to this excessive 
demand which has developed. The 
backward season which has continued 
to prevail in this market had prompted 
them to take this step. 

The demand for other classes of mer- 
chandise was in the shape of orders 
for at once shipment, which would 
signify that they were for fill-ins. 
Merchants, however, are inclined a 
trifle more to believe that market 
prices are going to hold and, in many 
instances, signify a willingness to place 
additional orders for Fall delivery. 


John W. Bunn Dies 


John W. Bunn of the Selz, Schwab 
& Co., died at his home in Springfield, 
Ill., recently, aged 89. Mr. Bunn was 
one of the founders of the company 
and was active in the affairs of the 
company until 1890. 


Prominent Merchant Married 


H. W. Cavanaugh of Cavanaugh & 
Meyer, Danville, Ill., was married 
Thursday, June 17, to Miss Hazel 
Brown, 44 Hazel Avenue. The wedding 
was solemnized at the home of the 
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bride. After a trip through the East, 
Mr. and Mrs. Cavanaugh will be at 
home in Danville, where Mr. Cavan- 
augh is in business with Frank P. 
Meyer, president of the Illinois Shoe 
Retailers’ Association. 


Space All Sold at Chicago National 


Shoe Exposition 

The display space at the Chicago 
National Shoe Exposition is now all 
sold. Those who had postponed mak- 
ing reservations, made an eleventh-hour 
rush to get space, but only a few were 
able to get it. The exposition will cover 
three floors at the Palmer House, and 
approximately 175 lines of shoes will be 
on display. The exposition is to be 
held during the week of July 12. 


Wholesalers’ Association Planned 

Plans of the Chicago Association of 
Shoe Wholesalers and Manufacturers 
are now assuming definite form and 
within a very short time a meeting 
will be held in Chicago at which 
officers will be chosen. Secretary R. C. 
Booth of the Shoe Manufacturers’ 
Association of Chicago, however, in 
the meantime has been lining up whole- 
salers and jobbers for the big shoe 
exposition to be held in Milwaukee 
next January. The number of whole- 
salers and jobbers who are pledged to 
exhibit shoes at the convention, number 
forty. 


In Charge of I. Miller 
Stores 





: Joseph Michaels Severs Connection 


with Saks About October 1 


New York, June 22—About October 
1, Joseph Michaels, well known to the 
trade throughout the country as buyer 
of the shoe department of Saks & Co., 
will assume the position of general 
manager and supervisor of all the 
I. Miller & Sons stores. Mr. Michaels 
will be associated in his new duties 
with Maurice Miller. Mr. Michaels 
has been connected with the retail 
shoe business for the last twenty years. 


‘He first scored a success as manager of 


one of the Regal Shoe Company stores 
in this city; he was then promoted to 
the position of district manager and 
general style man, he remaining with 
the Regal Shoe Company for eleven 
years. His next affiliation was with 
Alfred A. Kohn, and from this store, 
he went to the store of Saks & Co. 





New Shoe Stores 
M. Gold, Pamlico, N. C. 
Clinton Bargain Store, Clinton, Mo. = 


shoe department. 
Feldbum & Cohen, 
Va., shoe department. 


Portsmouth, 








Buyers’ Easy Reference Directory 


po *fhose totally different shoes ° === R. A. CHENOWETH & CO. 


Migrs. of TOP GRADE TURNS 
No. 8554 


IN-STOCK 
Fine White Eve 
Cloth Oxford. 
Goodyear Welt. 
Military Heel. 
A to D. 


$4.50 ; 
No. 8554 A 
BLUESTEIN BROS. ',Su¢MEs,sTarer Winning Style 
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advertised. 


—— HARNEY TRACY. CREHAN, CO 


STANDARD FELT COMPANY FACTORY : 589 ESSEX ST., LYNN, MASS. 
West Alhambra - -_ California BOSTON OFFICE: 10 HIGH STREET. 





























etegit we are. Profit, by | 
Kistler, Lesh & Co. | Treatment 


SOLE LEATHER | | | Troubles 


AN D H Sugeest FOOT-GUARDS to those who suffer with burning, aching 
| eet. The retief which is sure tofollow means ‘satisfied customers 
a added sales. A card will bring details. 


BELTING BUTTS ! 
vd | hoot@tards 


St. Marys Mt. Jewett Burke Muskegon jj FLEXIBLE ARCH SUPPORT COMPANY 
832 Summer St., Boston, Mase. jj 69 E. 12th Street New York, N. Y. 

















PROTECT YOUR PROFITS FOREIGN BUSINESS 


by carrying ample i insurance against fire. Other- Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 


wise, what money you’ve made may be com- 

er J consumed in making another start after his —— Make it easy for him to understand 
e has overtaken you. Before taking out new rae - heiith ena 

insurance or increasing that now carried, write us. os eee ae oe cain yam 

We can save you money on insurance costs. pamphlets, ete. 

Fitchburg Mutual Fire Insurance Co. ee eee 


Fitchburg, Mass. D’AVESNE TRANSLATION BUREAU 


The 141 diversified industries 
ptm abydress are locally owned 755 Boylston Street Boston, Mass. 
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-“BAL TABARIN”™ 
for all 
Dress Occasions 


252525 


5252S 


AS25525 
hs eas] en Sele] eho end eas eens vaso chs ue eho eis ce ems as es tases Tees a a ene Pat 


ee 


MEN'S. PATENT OXFORDS © 


Custom Quality 


In Stock — Order Now 
A,B 611 
C, D 5-11 Z. 50 


Hand Turned — A Perfect Dancing Shoe 


HAZEN B. GOODRICH & COMPANY 
HAVERHILL, MASSACHUSETTS 


- 


ae ae ae a ee ae ae ae ae ae ae a ae ee ae es ae am en ue a ch 


Sr a 


— 


ATLANTIC AVE ead FSSEX ST. / , Ye Seashore Retailers: 
400 Rooms-500 Baths 1? Adey and up ao What are the wild waves saying? 


ABSOLUTELY FIREPROOF . Ask us!! We know! ! 
LOOK! 


The main transit lines of Metropolitan LADIES’ WHITE NU- 
Boston are all accessible from the a “ dentate Tateiens 
Essex. Commercially speaking, the : Snes rae Stitched Tip 
Essex is ideally located for business Ma te Sizes 3-8 
men. A traveler stopping here once 
invariably registers at the Essex on 


the return trip. 








WRITE—WIRE—OR TELEPHONE! ! 
THE HOTEL ESSEX CO. o. “Snappy Styles Always’in Stock.” 
BOSTON . 


McCARTHY BROS. 





The L BSchindler Shoo Go, 


30 SOUTH ST. BOSTON 
99 DUANE ST. NEW YORK 
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HARTMAN 


The fastest Growing White 
Shoe House in the United States 


Announces 


An In-Stock 
Department 


FOR THE 


Wholesale Trade 


We have taken over a large building 
adjoining our own, where we shall stock 
large quantities of the newest white can- 
vas styles for the convenience of our 
wholesale customers. : 


These will be stocked in Turns and Mc- 
Kays, and will represent the latest trend 
of styles adapted to white shoes. 


We believe that this innovation in mer- 
chandising shoes for the wholesale trade 
will allow us to give better and quicker 
service in the matter of style and deliv- 
eries. 

This is in accordance with our belief 
that no policy is too radical that allows 
us to better serve our customers. 


We cordially invite your inspection of 
our new stock department when you 
are next in Haverhill. 


Watch for the new styles in our 1921 line. 


HARTMAN SHOE COMPANY @@tiibess 


THAT ARE 
HAVERHILL, MASS. 7 WINNERS 


+ Manufacturers -for the Wholesale Trade Exclusively 





> 
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“The People’s Choice” in can- 
didates won’t be known till Novem- 
ber, but 


“Onyx” @ Hosiery 


has always been known to mer- 
chants as the brand the people 
choose. 


QORGCRRRCROORRRERREEEE 
: 


Emery 6 Beers Company, inc. 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. : 


San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 





SUOEORSUREGRORNEERD 








BOOT AND SHOE RECORDER 


June 26, 1920 


San 
a 








YOUR 


ATTENTION 


PLEASE! 





SHOE SPECIAL 





PATENT’ LEATHER 
MARY JANE 


2-5 (No Heel) $1.00 
5-8 (Heel) $1.10 





i order to get you 

acquainted with our 
new location and our 
children’s shoe de- 
partment we are offer- 
ing you these | 


Bee 
SPECIALS 


WRITE, WIRE or PHONE YOUR 
ORDER as prices are subject to 
change without notice. 





FINDING SPECIAL | 


Men’s Innersoles 
Cork Gum 
Heavy Thickness 
@ 
$8.00 per gross 





Ladies’ Leather 
Innersoles 
Suitable Weight 

@ 
$8.00 per gross 





P. N. PRENOVITZ & COMPANY 


545 Atlantic Avenue, Corner Congress 


BOSTON - - - MASS. 























CONVERTS OPERA PUMPS TO THEO TIES 





$12.00 Per Dozen Pairs 


Including Ribbons 


Sells your Opera Pumps 
Extra Profit Besides 


StrapTy 


Save eee ras Tins 


1 oy 


Actually Prevents Pumps Slipping When Dancing 


The Louden Mfg. Co., 


2980 WEST PICO STREET CALIFORNIA 


TWO SIZES 
In all standard materials. 
Adjustable because of the 
elastic under the ribbon tie. 


LOS ANGELES — 








MISCELLANEOUS 


WANTED TO PURCHASE 


WANTED TO PURCHASE 

















THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 

OHIO, U. S. A. 

Shoe Store 

Chairs 


Fitting 
Stools 


“MAKE YOUR SHOW WINDOWS PAY YOUR RENT” 








Highest Cash Prices Paid 


for entire shoe stocks. ne also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or whalesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New Yerk, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 


-s hy or any 


nS Tg and pay highest 
i a2 yeu ms ity. 
BROOKLYN PURCHASING SYN DICATE 
WALKER, Proprictor 


610 Broadway, 
Phone, Stagg 1757 














CASH PAID 


Ser chee cheven of cusvinn, stock of hese or 
& ae - merchandise. canes tases oven » 
ew send a representative vestiga 
and make offer upon request. 


Max Kalter Mercantile Co. 


591 Broad New York City 
Phone Spring whee stren ets? #00 











June 26, 1920 
BUSINESS OPPORTUNITY 








WANT to exchange a new, modern cement 
and brick block for a good, up-to-date 
shoe stock located in Ohio, Ind., or Southern 
Michigan. Building in good live. town of 
1,000 and drawing $1,00C rental per year. 
Correspond with L. B. Arnold, Findlay, Obio. 








ATTENTION 
Shoe Manufacturers 


We have outlets for your over-stocks 
and can orders in all lines. 
Write at once. J. & M. SHOE 
CO., 360 Main St., Orange, N. J. 














WANTED TO PURCHASE 





QI - 


We Buy for Cash 


Manufacturers’, pourese a= 
Close-outs. px : 
NO QUANTITY TOO LARGE 
We also entire stocks 
| ty manufacturers. 
us particulars of what you 
pao for sale. 


Short Term Leases Taken. 
We pay Highest Cash Value. 


VAN PRAAG & CO. 











SUPPORT 


Weak Ankles 


Boots and 


mt should 


The New Improved 
“FE, W. 90 
SHOE STRETCHER 





BOOT AND SHOE RECORDER 


Changes in Business 


Current Events in Failures, 
Suspensions and Activities 
in the Shoe and Leather 
Trade 
‘Failures 
Pont tholeels and retail also of Dover, N. H.» 
"asie of SO po = cent, 25 “Gent, 25 per’ cont in cach 
and 25 pe cot fe Mtceting of erelltete called for Daly 2 
an ne 
Rees ee 


Bros.,«top lift manufac- 
offering to compromise at 





= ong N. ki Co., - 
reported into i 
"Picker, Freedman, Barnett Shoe Co., whole- 


a petition in 
ties, $93, 000; nomi- 


itary petition in bank 
); assets, $14,600. 
(Reliable Clothing 
l offering to com- 


,, Mase.—Ferrara Rocca, shoes, etc., re- 


eel me OMT oC. Shes Mie’ Co., manu: 
ee of canoes ten an 





— of $2, 
eS Goodman gre Pitkin Ave. shone, re- 
at cent. 
Wolpi iter Supreme Boot Shoo), 
called, Offering to promise at ow ae Ff 4 
com a cen 
Boswell, Pa.—Morris into baairuptey. =. re- 
in 





peti 

Ported recsiver a ited. 
Paineieee. Fe eal ~y a a gp Main 
, shoes, meeting of creditors 
a senate See eioen Se an ley entory 
taken by one the creditors of $25,000; 
liabilities, tito of which $2,600 was 


Montreal, P. OB.” & S. Footwear Co., shoes, re- 
ported assigned. 
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DO YOU CONTEMPLATE 


patra or ghee os of ‘business? 


I. OLENICK 








413 Broadway, New York’ ' Tel. 9531 Canal 























WANTED TO PURCHASE 








C'pootm, at tow prom t of desirable low cuts or 
ek. Gon een fe quick sales. Address 
—. » eee & Son, 

yn, 


WANTED month EXPORT: 
YOUR _. Numbers 


{ Ea Eatlre Stocks FOR CASH 


NEW YORK EXPORT 
FURCHASING CORPORATION 








Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


““Manchester” 
me Es U.S. 


ye ga of 
hekopede tool steel, 
with a 
cagved} jaw that ena-. 
bles you to cut the 
tacks close to the 
insole. 
Be sure and specify 


‘““MANCHESTER” 
—— jaw when or- 
Write us direct if 
your dealer cannot 
supply you. 
Price, $4.50 
Frank W. Whitcher Co. 


Patentees and Manufacturers 
Branch 
Boston, Mass. 333-325 ‘W. Lake St. 


Uddt SIH INGLY 














17 Broadway, New York City, N 








Job Lots of Shoes & Leather 


Are Sold Through the 
‘Recorder Want Ad Page 


5 CENTS A WORD 
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page per issue: 
- $4.00 





“Recorder” rates for space less than one-eighth 


7 times 13 times 26 times 52 tinies 
$3.50 $3.00 
8.00 7.00 
12:00 10.50 
16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


$2.50. 
5.00 
7.50 


6.00. 
9.00 





ITIONS WANTED—Four cents 
inimum amount accepted, 


word for each insertion. 

seventy-five cents. For other “Want” 
ey py ye | Minimum 
under this heading will be received 
desire answers to come in 











SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ALESMAN wanted for Rhode Island and 
Connecticut = established ‘rade. — 
mission and drawi 
tial. Address Kall ore! Boot and Shoe Rocecder. 
127 Duane St., New York 


ANTED—Salesman to handle our Bon Ton 
and strap sandals as a side line in the —— 
ing comes New York, Virginias, 
Alabama, Mississippi, Arkansas, ‘New 
Mexico. Dakotas, Colorado, , Montana, 
Wyoming, Washington, Idaho, tah, Nevada, 
Arizona. Liberal commissions.. Baker Shoe Co., 
280 River St., Baverhil, Mass. 


Lenya ae salesman rm Ohio and 
a portion of Illinois, also Iowa mt 
Rochester’s leading factory line of suv NILE 
TURNS, including infants’ “First S Old 
established line, snappy styles at 
commission and many open accounts on 
the territory. We want a live wire who is well 
-~ ainted in the territory or any portion of it 
who is = selling more oa a other line. 
in letter of tion state full particulars. 
H. H. Freeland, anufactureg, Established 1896, 
ter, 
T° carry seven flexible McKay Comfort peers 
as a’side line in fe agg ne Ohio. ther 
territory’ also open. Address Brandau Shoe Co., 
Detroit, Mich. 


Want competent and experienced retail shoe 
salesmen, permanent positions with good 
salaries. a FS or wire Cent of Love- 
man, Joseph & Loeb, Birmingham, Ala. 
ANTED—Side-line salesmen to sell our own 
make infants’ flexibles and soft soles to 
retail trade. Territory open, Northwest, Wis- 
consin, Minnesota, Michigan, Dales, Pennsyl- 
vania and Maryland. Advise fully first letter 
with references. All styles in stock. Commission 
only. Address Samuels Shoe Company, St. 
Louis, Mo. 
Siniston the stone at once and sell on com- 
mission, the stro’ 4 -_ of work shoes and 























ermont, New Flampohie. 
York, Virginia, Northern and Southern Indiana , 
Minnesota, Dakotas, Southern Arkansas, Ne- 
braska and South Georgia. References ired. 
Michigan Shoemakers, Rockford, Mich. 


WHAT HAVE YOU DONE IN 


MINNESOTA 


AND THE 


DAKOTAS? 


One of the few largest makers of 
Goodyear weits, stock and special, 
men’s, women’s and boys’ at popu- 
lar prices will be interested in a 
man who has made good in this 
section. Though our estabiished 
business there is not large, we are 
giving an opportunity of connect- 
ing with a shoe line acknowledged 
to be the best at its price. Complete 
details as to age, shoe experience, 
present and past connections, and 
yearly sales are absolutely essen- 
tial. The man we want must live 
im the territory. Address C49, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





WHAT HAVE YOU 
DONE IN 


CHICAGO? 


xe 
& 
« 
s 
a 
a 
A One of the few targest makers of 
Goodyear welts, stock and special, 
. men’s, women’s and boys’ at popu- 
lar prices, will be interested in the 
& application of a man who has made 
good in this Great Business Center 
* as a salesman for similar lines. Be- 
sides turning over a considerable 
volume of estabiished business, we 
x are oftering an opportunity of a 
tion with a shoe 
® line acknowledged the best at its 
price in the country. The man we 
want must be able to prove his 
> 
a 
= 
® 
a 








worth t ha d of 
Complete details as to age, shoe ex- 
perience, present and past con- 
nections, yearly sales are absolutely 
essential. Address C47, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


cee eee ee ee a 2 2 2 


AL proven ability for straight 
or side line of high-grade men’s, boys’ and 
ouths’ work shoes, also fine line of McKays. 
commission. The Morr Shoe Mfg. Co., 
Ashland Ohio. 
ALESMEN wanted for North and South 
Dakota, Kansas, Minnesota, Indiana, Michi- 
gan, Iowa, Montana, — }, Utah and Colo- 
rado, to carry our well- of seven boys’ 
and girls’ school McKa om as a side line with 
nly men with established 
ying give references, 
ing a Be 








6 cent. i ne ready Jul t 
The mio pe oat & Slinger Oe, Colabe wet 


HIGH-GRADE SALESMAN 


Of special — and large, established 
trade on medi d welts, 
turns and MeKays. Open A ugust 1. 
Territory, O d W. tele. None 
but eos zbuched = considered. Will 
consider a well-established line of men’s 
dress shoes. Address C41, care Boot and 
+ ame Recorder, 207 South St., Boston, 
ass. 














WANTED 


hoe salesmen to sell “MOORE’S NEW 
METHOD ay "a snappy, u to-date 
of ladies’ 
= men with > aitiabel trade need 





Seren eens rome ory F oy 
v. Louis, Mo. = . 











GALESMEN wanted to carry a side ee of 
children’s me ge ae Ee SM 4 to8, 
for at once deliv Territory, Ohio, Michigan , 
Indiana and ee Vestern States on a £ er cent 
commission. G. & M. Shoe Mfg. Co., Duane 
St., New York City. 


RETAIL SALESMAN—About September first 
we will have openings for two expert shoe sales- 
men. If you consider your services worth less than 
per month don’t answer as we want only the 

best obtainable. State in first letter all particulars 
ing , such as salary expected, age, 
where now employed, with whom your previous 
shoe experience has been, aon bas oe éach firm, 
your sales record, your fitting wledge, your 
ahoe ildren's le whether you prefer men’s, women’s 
or children tment and all other information 
would interest us. Weare too 








Wnt! TED salesmen for exclusive bigh-srede line 

yx oe and shoe store supplies by central 
western jobber for Alabama, Mississi i Lovieigne, 
Arkansas and Oklahoma. Address care Boot 
and Shoe Recorder, 1627 Locust St., s Vouk, Mo. 





Special Opportunity 


Rencteneel: Salesmen 


Western Manufacturer of women’s shoes, 
planning for large increase in sales force 
next season, will have attractive openings 
for good salesmen in South, Southwest, 
Middle West — Northwest. —. — 
strong on style an ty. it 

carried in stock. Will co msider only suc- 
cessful men with established trade. Tell 
us what lines you have carried, territory 
covered, yearly sales, and line you are now 
selli Your reply will be treated in 
confi ence. Address C 27, care Boot and 
| me Recorder, 207 South St., Boston, 

ass. “ 











BEEREEEEE ES 
DO YOU LIVE IN 


SCRANTON 
OR . 
WILKESBARRE? 


One of the few largest makers of 
Goodyear welts, stock and makeup, 
men’s, women’s and boys’ at popu- 
lar prices is interested in turning 
over to a young experienced shoe 
saiesman an established territory 
in the Northeastern part of Penn- 
sylvania. This is a real oppor- 
tunity of connecting with a shoe 
line now acknowledged to be the 
best at its price. Our Philadelphia 
man can’t get to this section often 
enough. A young man with a car, 
living right in the territory, should 
tell us all-about himself and past 
records. Address C48, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 
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SALESMEN WANTED 





MANUFACTURER of exclusive line men’s tan shoes, 
consisting of four good numbers, ranging $5.50 to $6.50, 
Exceptional opportunity for salesman now commanding 
a good women’s trade and desires to connect with first- 


rate_ men’s line. 


Applicants must be well established in 


respective territory covered. Address C50, Boot and Shoe 
Recorder, 127 Duane St., New York. 





Milwaukee manufacturer of. quaiity 
every day shoes enlarging factory and sales 
force will have several desirable territories 
open coming season. Men of proven 
ability only will be considered, so give us_ 
detailed information and references in 
first letter. Address C29, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 











POSITION WANTED 


HOEMAN—A well-educated eon oP man with 

4 in a large 

to make a chemee. 
k records, 

apable of patel fuli 

control of a department. er to locate in a 

live Middle Western city of about 50,000 

lation. eferences cohen. Address C42, 

care Boot and Shoe Recorder, 207 South St., 

Besten, Mass. 














POSITION WANTED 


GHOE Advertising Executive desires connection 
with progressive , requiring the services of 
a man having more than an average knowl 
pe and the ability bere nirnarig them. 

man enjoys an unusually broa owledge 
of the business in both manufacturjng and re- 
tailing, knows art ey a and printing, 
= is unusually well fill a position 

ttyle and quality “fuperintendent for some 
pe ‘facturer a as advertising and display 
a for a larger retailer. Services available 
after July 15. larger detailed information address 
C51, care Boot and Shoe Recorder, 189 Madison 
St., Chicago, Til. 


ITION wanted as er and manager of 
shoe store in Middle. West. Prefer connec- 
tion which will give opportunity for investment. 
Fifteen years’ & ience handling medium and 
better grades of chess Am capable of handling 
big business. Thirty-five years of age, married. 
Best of references. Address .C46, care Boot and 
hoe Recorder, 189 West Madison St., Chicago, Ill. 


SITION WANTED—Young man, 33, 
with 12 years’ shoe experience, now located 
in Montana, seeks position as trav 
for manufacturer or wholesaler. Good 
Covered terri in Western States for three 
years for manufacturer. References. Address 
C44, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ETAIL SHOE BUYER, 24 years’. experience 
desires connection with manufacturer. East- 
ern territory. Best references. Address C43, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
SITUATION WANTED—Open July 1 for fac- 
tory specialty line. Either men’s or ladies” 
fine shoes. Territory west of Denver and Pacific 
Coast. Twelve years’ experience, 82, anry 
sold big volume. Vaddvem C21, = C21, care Boot and 
Recorder, 207 South St., Boston, Mass. 
Doter o a een to reliable 
jobbers tores—I have made a 
cialy in the «Ee business, manufactur- 
d retailing. 


bing an Whether buyi 
lw 
where July, 1. 1 
Recorder, 207 























| moment, - am 
‘or engagement an 

care Baot and 
South Street, Senven, Mass. 





Manager Wants 
Position 


Man with broad experience in shoe 


factory work. Knows office and 
manufacturing details, advertising, 

selling and management of in-stoc 

departments. No bad habits. Best: 
of references. Prefer location in 
Boston or vicinity, but would con- 
sider position elsewhere. Ad- 
dress C23 3, care Boot and Shoe 
Resmi, 207 South St., Boston, 

ass. 











* Pacific coast. 





ITION WANTED—Expert d and 

style man thoroughly up to date on all matters 

ig to lasts and patterns, having practical 

experience in various with large of shoe factory, 

is open for fay eS with large meine Se re- 
woiing services expert, practical pa 

an. Address C33, care, Boot oth Shoe heicooe, 

207 South St., Boston, Mass. 








MANAGER WANTED 
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OFFICES IN 
BROCKTON OFFICE: 224 Moraine St., Geo. W. 


R. ; 507. 
CHICAGO 0: : 189 West Madison St. Tele- 
1089. B.C. 4 
OFFICE: 1627 Locust St. B. C. 
NEW YORK OFFICE: Room 102, Graham Blig., 
127 Duane St. H. Wal ter Scott, Manager. 


T 959 Worth. 
PH Telephone, 959, Words 929 Chestnut St. H. 


Walter 
HAVERHILL O. : Chamber of Commerce 
Haverhill National Bank Bldg. Geo. 


CINCINN AT OFFICE: 501 First National Bank 
¥ BS C. Bowen, Manager. Telephone 
ROCHESTER OFFICE: 609 Powers Bhig 
bene L. Seward, Western on York Rep 
tative. Ti Stone 63. 
LYNN FFICE 


uiiy righ ePicet nebo. if 
fy 
ing tox. 
Manages ohn C. Curtiss, Manager. Man- 
Se Weems themes. E. 
ustralian Office: 430 Lit. Catlins St., Melbourne. 
G. Jervis Orie: Willian M : 
Comins Oe . Manager. 


ARGENTINA: “Gerente, C. C. M. Elizondo, Calle 


ts’ Ronee 1123-1127, Otto 

Mr. H. Gomes, P. O. Box 422, Havana, 
woe Gerente, Leoncio de Miguel, Librero- 
EXICO:  Gerente, Jose Elizondo, 4a Del 


Cipres 117, Mexico, D. F. - 
aos th Yokohama, J. F. Wagen, 











Display Manager Wanted 


Sell your services to one of the South’s largest 
and most ope oe shoe stores. Ano tu- 
nity is now offered to the young man who can 
qualify for the position as advertising expert 
and wanton decorator for a shoe store doing a 

retail shoe business. $300.00 per month 
salary to the ones anne ame. = full Sertleciow 
in first let Shoe Company, San 
Antonio, Tomie. 














AGENCY WANTED 


IVE WIRE, 15 years’ experience, — agency 
L for high-grade men’s berg fl line of Fa for 








"ees 
ae 207 South Street, Boston, Mass. 


Fidtving New established sas _o- store in 
ew England cit Bopale. 
Beat loca tion in town. Extra clean 7 a 
poe Ri le godds. Extca clean ill-heal 
Address C32, care Sass col Shoe Recorder, . 207 
South Boston, Mass. 











TO LET. 





Headquarters San F 
Best reference. Address elven, 8 Falcon Ave., 


San Francisco, 





; GALES AGENCY for the State of California de- 


sired by two mete shoe salesmen leaving 

Reston on or about the Mises of August, 1920, 

Address C38, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 








LINE WANTED 





IDE LINE WANTED—Salesman now carry- 

ing a short line of stitchdown shoes and sandals, 
wants a non-conflicti - line in conjunction with 
above. Ten years’ experience with estab- 
lished trade in Middle Westesn oe Southern 
States amongst both large ant fae. 
Last Cg 's shipment for —— ye over ——. 


to be pe = shared by present eon and ak 

ed. Factory ty line preferred. Start- 
ing on trip about July 10. Al references at your 
disposal. Address K310, care Boot and 
Recorder, 127 Duane St., New York. 








FOR SALE 





~ rage, Os stitcher and Seiching 

Cheap and in order. 

can be yn to A. lings So. 3 
R SALE—Women’s 








TO LET 


SAMPLE 
ROOM 


155 Lincoln St. 


Street Floor 
Albany Building 


BEST OF LOCATIONS 


Inquire on Premises 


C. B. GRIFFITH 
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“Top Grades” 





There exists today an epidemic of 
offerings of “top grade” kid at prices 
which are seemingly low. 


A customer showed us some of this 
leather recently, and he found that it 
compared’ with our fifth grade, which 
we have consistently sold lower than 
the price of this “top grade.” 


Careful buyers need no warning, 
they know that prices based on loose 
and elastic selections are meaningless, 
and that quality, not price, is the all- 
important factor. 


We have recently purchased a good 
many skins at prices more favorable 
than heretofore, and, in accordance 
with our policy of never selling above 
the replacement value of raw skins, 
are offering all our leather on the basis 
of these lower-priced skins. 


Our prices, however, are based on > 
known quality—selections which are 
uniform and fixed, without regard to 
market conditions. 


We wiil continue keeping our selec- 


tions standardized, backing up our 
prices with real values, and will not at- 
tempt to compete with slashing, mark- 
down prices for so-called “top grades.” OG 


STANDARD Kip ManuractTurRING Co. 


Boston, Mass. . 
ee au dll 


Branches in New York, Philadelphia, Rochester, 


Cincinnati, Chicago, St. Louis, and Montreal for Fine Shoes 














If you have a satisfactory 
White Cleaner to offer 
your customers—you are 
more than half-way to 
making a sale of White 
Footwear—so_ stock 


~BLANCO- 


Registered : Trade Mark. 


KEEPS WHITE SHOES WHITE. 


 VERYBODY who habitually wears white 
boots or shoes knows and buys “ BLANCO.” 


Everybody who buys new white footwear will 
need ‘ BLANCO,” and no one who has ever 
used it will ever be persuaded to take a 
substitute, for ““‘ BLANCO.” does tts work, does 
it well—and easily—no trouble, no messiness. 


“BLANCO” quality will take care of your 
reputation—“* BLANCO” profits are as good 


as z¢s reputation. 


So with every consignment of White Footwear 
order a consignment of ‘“‘ BLANCO”—“ to keep 
those white shoes white.” 








Order NOW from your Wholesaler. 


Made only by 
JOSEPH PICKERING & SONS, Ltd, 
Sheffield, Eng'and. 
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STEADFASTLY, and to real purpose, “F. B. & C.” has spread its 
gospel during the past year. rough its unique campaign of adver- 
tising it has stamped the “F.B. & C.” trademark on the minds of 
millions of women. As a symbol of QUALITY and STYLE it has helped 
popularize Kidskin throughout the country. 
It has stimulated the sale of COLORED KID SHOES in many sections. 
And, finally—it has blazed a trail in the footwear field that others have 
already seen fit to follow, and which must in the final analysis, prove 
a real help in shoe sales throughout the United States. 
As this message sees light, our forceful campaign in the National Maga- 
zines and Newspapers, in behalf of 


“F, B. & C." WHITE WASHABLE KID 


will be greeting your public, and helping you to a full quota of Summer business. 
If you would like a set tis) of clever window and store display to identify your store 
with this new ‘“‘F. B. &:C.” advertising—write us quickly, and it will go forward prepaid. 


-AMALGAMATED LEATHER iim 
COMPANIES, Inc. . KID! 


u EW Yo, KK. CFF 
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“lhe Original Colored 
Glazed: Kid is 


SCHERER'S 
-- KID: 


It still remains the Finest 
cto be had. 





These Colors Are Now Most Popular 


HAVANA BROWN No. 10 TERRA COTTA No. 3 
LIGHT BROWN No. 8 BRONZE No. 34 
BEAUTY BROWN No. 5 WINE No. 6 
CHAMPAGNE No. 18 MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 











Oscar Scherer & Bro., Inc. 


29 Spruce Street New York City 
FACTORY: NEWARK, N. J. 


Originators of and Leaders In Fancy Colored Kid 
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IN STOCK—READY 
No. 76 FOR MEN No. 76 


PATTERN — Foxed Blucher. 

UPPER — Robson Brown No. 1 side, uniform color and texture #9 

SOLE — Leather Slip. & This Price 
INSOLE — Full Grain Leather. 2 for One 
PROCESS — Goodyear Welt. | > 

LAST — Good Fitting High Toe. = Week Only 
HEEL — Half Panther. 





6.20 Price in Case Lots 6.20 











Samples on request 


Sizes 2/514 3/6 4/- 5/7 5/- 5/8 3/- 3/9 
“ 3/6 3/- 6/7 4/- 6/8 3/- 3/9 1/- 1/10 
CHOICE 


Terms C. O. D. American Funds 


Order To-day 


Be sure and hurry 








Sample No. 76 


They’re Going Fast 


Ee Midland Shoe Company 


339-341 King Street 
KINGSTON ONTARIO — CANADA 
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COMFORT 


EVERY STEP OF 
THE WAY 


La Crosse shoes are rated high 
among men’s shoes for style, fit, 
service and, last but not least, com- 
fort. A La Crosse shoe retailer. has 
the backing of the reputation of a 
veteran shoe-building institution 
plus a complete line of advertising 
helps. 


This, combined with guaranteed 
quality, makes a winning combina- 
tion no wise retailer can afford to 
pass up. Think how much quality 
in men’s shoes influences the shoe 
buying of whole families. 














BAA AAATAATA A ALAY 


NAAAAAAAS 


No. 730—12-inch Choc. Welt; full quarter ° ° ° é 
and full vamp blucher, with soft toe and 10- It is highly important that this de- 
iron single sole, made over our No. 88 last. mand is supplied by 

$7.45 


Absolutely Dependable Footwear 
LA CROSSE . SHOES 








ViVi VV Viviviy LYuY, A‘ ‘2 2m ona 


Styles shown are 


IN-STOCK 


Ready for 
Immediate 
Delivery 


TAIAUL UR TKETETRTNTITTT AAA AAA THTTTaACTAY, 


A catalog on request, showing complete line. 


LA CROS SE . No. 717—A trade builder and 4 trade holder; 


6-inch Choc. Re-Tan; -full quarter blucher, 


BOOT & SHOE MF G. co. double sole, brass-nailed shoe, with oe 


orced shank over our No. 45 last...... $4. 


LA CROSSE, WIS. No. 617—Same in 244-5............. $3.25 


























ANNAAAAAAAKAAARAAARAAAAARAARAAAAA 
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’ HUNT-RANKIN 
LEATHER CO 


Manufacturers of strictly fine full- 
grain aniline dyed chrome tanned 
calf leather. 


Used by manufacturers of exclusive 
footwear throughout the world. Also 
manufacturers of 


Velvetta 
Calf 


The standard suede leather. All 
colors required by manufacturers of 
fashionable shoes. 


} HUNT-RANKIN LEATHER CO. |f 
4) 106 BEACH ST,BOSTON.MASS. | 
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Number 1080 


A WELL-CO NCEIVED note of style is reflected in the shoe illus- 
trated above. The pattern gains and holds attention because 
of the artistry revealed in its design. Feminine appreciation is 
assured. The very decided touches of beauty will appeal to woman's 
instinctive good taste. The rare feeling of satisfaction is certain to be 
enjoyed by every purchaser. 
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Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, . Mass. 
Boston Office, 110 Lincoln Street 


The W & D Line is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 
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ROE 


Lu 


\3 
DD 


FOR FALL 


HE average merchant ought to think 

about his fall merchandise now. 

Transportation is very uncertain 

at its best. Our suggestion, order from 

stock now and you will have your 

shelves filled for September business. 
See our complete stock line at— 


O 
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y) 
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Palmer House, Chicago, July 12-16 
Room 526 


a) 


Shy 


Wy 
ie 


N. Y. State Convention, Syracuse, July 12-14 


ex 
Ys) 


National Shoe and Leather Exposition, | 
Boston, July 20-24 
Mechanics Building 


HOMPSON BROS ..SHOE fo 
MEN’S FINE SHOEMAKERS ; 
BROCKTON 


NEW YORK BOSTON CHICAGO * 
930 Marbridge Building 207 Essex Street 35 South Dearborn Street 
Address all communications to Brockton (Campello), Mass. 
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Fruitful Research! 


How Full-Size Knitting solves your sock-troubles 


XPERIENCED dealers 

will tell you that of all 
sock complaints the following 
three occur most frequently. 
Socks prematurely ‘‘poke 
through” at the toes. Socks 
often bind at the heels. And 
many men suffer from annoy- 
ing “garter-pull.” 

Long ago, persistent re- 
search disclosed to us the rem- 
edy for these sock troubles— 
Monito Full-Size Knitting. 

This exclusive knitting 
method provides ample toe- 
room, assuring utmost comfort 
and longer wear. It relieves 


all strain at the heels; and the 
higher top-length provided by 
Monito Full-Size Knitting 
eliminates garter discomfort. 

Only in Monito Full-Size 
Socks can you obtain this ex- 
clusive combination of full toe- 
room and trim ankle fit. 

We. suggest style 522, a 
sock of rea/ silk—silk-worm 
silk. Just ask your dealer for 
Monito Full-Size Socks—the 
same size you now wear. We 
feel confident that one trial 
will convince you of the greater 
comfort and style of Monito 
Full-Size Socks. 


if 4 
af 


RENNIN enn neem ee = 





Moorhead Knitting (o™* Harrisburg, Pa. 


MAKERS OF 
Men's Socks and Women's Stockings 
New Yorx Orrices: Fifth Ave. Bldg. (200 Fifth Ave.) 


Still Another 


in the series of “Full-Size” Monito Sock advertisements. This 
one appears in the Saturday Evening Post—issue of July 3d. 
If you are not already sharing in the “Full-Size” benefits of 
this campaign, why don’t you write us to have our sales- 
man call? 
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What assures foot-comfort? 


SSENTIAL to foot-comfort are correct size 

socks. The feet of your socks should be 
long enough so that you can easily grasp the: 
extra material at the toes between your thumb 
and forefinger as shown in the illustration. 
Monito Full-Size Socks combine full foot-length: 
with trim, stylish ankle-fit. 
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STEP THIS WAY-- 
You “Live Wire” Shoe 


Retailers! 


Crowd in closer—don’t be afraid to hear 
what I say—because I’m going to spill 
some chatter that will help you wear out 
the jingle bell on those cash registers of 
yours. You know what concentrate 
means—Noah Webster defines “‘concen- 
trate” in part as: “to gather into one 
body”—and, gents, that’s what the Chi- 
cago National Shoe Exposition has done 
—and what we want you to do. 





We will have ready on display in the 
Palmer House during the week of July 
12th to 16th a wonderful collection of 
about 150 different lines of men’s, wom- 
en’s and children’s shoes, rubbers; shoe 
findings and fixtures. Attend this expo- 
sition—CONCENTRATE in your buy- 
ing—make accurate comparisons of styles 
and values. You will buy better and 
more profitably—you will accomplish 
more at this exposition in one short day 
than you could at home in a year—than 
you could on the road in a month! Chalk 
those dates on your calendar—and for 
the sake of your business. 


BE AMONG THOSE PRESENT 











A Palmer House & 
~ Chicago ; 
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Be Sure to See the Exhibit of 
SHOE ACCESSORIES 


for Retail Stores, at the 
CHICAGO NATIONAL 


SHO BAPOSITION 


This exposition features all modern shoe findings of every type and 
description used in conjunction with the sale of shoes. The sale of 
findings is a big feature in the shoe business today, and shoe retailers 
will be able to secure valuable information at this exposition relative 
to shoe accessories. Remember that this is but one of 150 different 
lines of men’s and women’s high and low shoes, children’s shoes, rub- 
bers and shoe fixtures on exhibition at this exposition. 


Don’t forget the dates—note them below, and be on hand to benefit 
by this extraordinary event. 


Under the Auspices. of the Shoe Travelers’ Association of Chicago 








THE SIGN OF NOTE THE > 


BETTER (4 Week re AND pon 
BU YING | July 1216" HERE 




















‘A Palmer House 4 


Chicago 
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STYLE SHOWS 


We want every retailer of better shoes to become acquainted 
with this famous Trade-Marked Shoe, made on the South 


Shore. 
‘Years of Experience in making High-Grade Welts have brought 
Just Wright Shoes to the highest point of Excellence, Style and 
Quality. 
This Trade-Marked Shoe will be displayed at the 
Chicago National Shoe Exposition, held at the 


Palmer House, July 12 to 16. 
also at the 


National Shoe and Leather Exposition and Style 
Show, to be held at Mechanics Building, July 20-24, 


inclusive. 





At each of these shows a complete line of the newest and snap- 
piest Lasts and Patterns will be on display. We extend a cor- 
dial invitation to see and appreciate the Style features of this 


line. 


E. T. WRIGHT & CO., Inc. - 
ROCKLAND, MASS. 


NEW YORK PHILADELPHIA DETROIT SAN FRANCISCO 
1215 Market Street Washington Arcade Pacific Building 
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A NEW CREATION DISPLAYED BY 


O’CONNOR & GOLDBERG, Chicago 
(Made Sf 


Now Crstle HavonaLyroun Kia 


Sudge tt by [ts l1sers” 
=] New Castle Leather Company Inc. 


= NEW YORK 
<9 BOSTON MONTREAL. CAN. CHICAGO 


and the Principal Leather and Shoe Centres Gverywhere 
Factory, Wilmington,Del. 
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GLOVE GRIP,SHOES 


Hooks 


ATTACHED 


“IT’S THAT SPECIAL GLOVE GRIP ARCH FEATURE 
WHICH GIVES THAT WONDERFUL FIT” 


One of the strong selling points of the Glove Grip Line is that it is made in all 
Styles from the extremes demanded by the younger man whose chief consider- 
ation is the following of fashion’s latest whim, to the older, more conservative 
man who demands comfort with that fine custom appearance so much desired. 


We shall exhibit at the Boston Exposition, July 20-24, Booths No. 77-78 
No. S454 


Made of Gallun’s No. 4 Calf. 
A beautiful shade of brown on 
our Speed Model with 
O’Sullivan Rubber Heels. 


In Stock 
AA and A,7toll. B,6toll 
C and D, 5 to 11 


$10.25 


“Glove Grip” process is 
atented and Registered in 
fj S. Pat. Off. No. 915082 


Order NOW. We can ship at once. 


MLN. ARNOLD SHOE CO. 


NORTH ABINGTON, MASS. BOSTON OFFICE, 10 HIGH ST. 
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ACE CALF 


3 


HE texture of Ace Calf immedi- 
ately tells you its quality is the 
highest. 
And that quality is automatically im- 
parted to shoes which are made of Maintains 
Ace Calf. A 


Ace Calf is not made just like any 

other calf leather. We have our own Standard 
particular tannage, which gives it the Reputation 
fine, closely knit texture for which it is 
famous. It takes and retains a high 


polish. 

















Have your next order made of Ace Calf 
and let it prove its better qualities. 














J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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WHITE BUCK 
GOODYEAR WELT OXFORD 


CIRCULAR VAMP AND FOX 
WING TIP 
PINKED AND PERFORATED 
VAUGHAN’S IVORY SOLE AND HEEL 


DONN D. SARGENT CO. 


WOMEN'S WELT AND McKAY SHOES 


SALEM, MASSACHUSETTS 


FACTORY 


BOSTON OFFICE 
407 BRIDGE STREET 


195 ESSEX STREET 
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SERVICE TO JOBBERS 
IS OUR PURPOSE 


Our Boston Office, 207 Essex Street, 
Room 420, will be open every day 
during the summer to meet visiting 


wholesalers. 


Union Stamp 


m Wall, Doyle & Daly, Inc. 
Soonve™ BROCKTON, MASS. 


WING ZB roor 
HEEL, 
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The 1s but one trade-marked shoe 
lining that is nationally advertised 


A product that doesn’t dare 
to “show its face” is never given 
a trade-marked name. 


It is hard to find a trade- 
mark on goods that do not 
make good. 


A trade-mark on an article is 
like a name on a check. Only a 
fool would put his name on a 
bad check. 


A trade-mark signifies “We 
are proud of this article; we 
stand behind it; we challenge 
competition; you'll know me 
when you see me again; and 
you'll be glad when you do meet 


” 
me. 
* + * * 


To advertise a product that 
isn’t fundamentally right in all 
particulars is to invite disaster. 


To advertise a product that 
does not live up to the adver- 
tising is the height of business 
folly. 


On the other hand, to adver- 
tise a product that is right is to 
employ the strongest selling 
force in business today. 


To make known your good 
goods, to educate the public in 
their use, superiority, economy 
or convenience, is a_ public 
benefaction. 


Because we know the worth 
of “Red-line-in” is the reason 
we trade-mark it. 

And because we know it will 
live up to all we claim for it— 
that it is the strongest lining by 
test, heaviest in cotton and most 
satisfactory in wear—is the rea- 
son we are putting behind it the 
most extensive advertising cam- 


paign ever inaugurated for a- 


product of this kind. 

Because it will make shoes 
last longer, hold their shape bet- 
ter, be more comfortable and 
save stockings is why we are 
asking the shoe-wearer to buy 
shoes lined with it, and asking 
the shoe-dealer to ask bis manu- 
facturers to lire his shoes with it. 

* ok * * 


The great majority of shoe 
manufacturers will gladly line 
your shoes with Red-Line-In at 
a small additional cost. 

And this small additional 
cost puts up to $2 worth more 
wearing value in your custom- 
ers’ shoes. 

It is this sort of value-giving 
service that creates good will 
for you: 


Farnsworth, Hoyt Co. 
Established 1856 
BOSTON, MASS. 








ASK. 
your 


Manufacturer 


i for ee 
Rete 
Lined Shoes 
They give from 
fifty cents to two 
dollars worth 
more wear at 
a small extra 
cost.The good- 
will return will 
show in your 
cash drawer. 





Strongest by test- heaviest in cotton-most satisfactory inwear 


s shoes wear longer 
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Whitremore's 
“Quick White’’ Ought To Be Sold | 
With Every Pair Of White Canvas Shoes 


ta A eee tee ee 











RESTORES THE BEAUTY TO WHITE CANVAS SHOES 
Just a suggestion at the time of making sales of white canvas shoes that “Quick 
White” will keep the purchase in best possible condition, is all that’s necessary to 
move one or two packages at a profit. 

“ALBO” 


Personal recommendation becomes a 





Our cake white.shoe cleaner is liked by many. 
pleasant and profitable privilege. 
Jobbers Are Distributors 
When they cannot supply you, write us 


WHITTEMORE BROS., CORP. 


LARGEST PRODUCERS OF SHOE POLISH IN THE WORLD 


BOSTON 
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SOLE LEATHER 
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SELECTED 
in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


WAREHOUSES AND 
OFFICES 

fi 2 ST. LOUIS, 1221 Gratiot St. 

es CHICAGO, 229 West Lake St. 


HIDE PURCHASING CINCINNATI 


713-715 Main St. 
OFFICES MILWAUKEE, WIS. 
Buenos Aires, Argentina, 


Cor. 10th and Chestnut Sts. 
New York City, LEICESTER, ENGLAND, 
Boston, Mass. 12 DeMontfort Chambers. 


CAPACITY 
Thirteen Tanneries; 2,000,000 
pounds of hides per week. 


TANNED 


from Foreign and Domestic 
Green and Dry Hides- 


Main Office and Warehouse 
321 Summer Street, Boston, Snes: 








TANNERS CUT SOLE CO. 


FINDERS DEPT. 


[CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by Experts. 
Enlarged Capacity and Variety 
of Grades enable us to supply 
all demands. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 


Repairing Trade. 


MANUFACTURERS TOPLIFT 


Large Capacity 


MANUFACTURING PLANTS 
90 Wareham Street 
321 Summer Street 


Cut Soles - 
Finders - - 
BOSTON, 
MASS. 


FACILITIES 


Extensive Range of Styles 


Cut Soles 
Finders - 


Prompt Service 


DISTRIBUTION OFFICES 


321 Summer Street 
321 Summer Street 


BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI 


and ST. LOUIS 














ne 
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All That We 
Have Claimed 

for 
GITTERMAN 


PRODUCTS 


and more too—has been substantiated by their performance. Sales records 


prove this fact. 
Our fabrics have consistently maintained shoe quality in addition to meeting 
the demand for novelty, style and beauty. 


All of these fabrics. will be displayed at the Rochester Style Show, ‘July 5th 
to 10th, and at the Boston Style Show, July 20-24th. 





HAVERHILL 
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ACE Shoes deserve their popu- 
larity — because they’re smarter 
styled, smoother fitting, easier of 
adjustment and much more serviceable. 
And Diamond Brand Fast Color Eyelets make it 
possible to fit the finest shoes with Eyelets of equal 


grade. [Eyelets that always retain their first fresh 
_mewness — and easily outlast the best shoe. 


Insist that all your shoes be fitted with DIAMOND 
- BRAND Eyelets. The DIAMOND is on every eyelet 


United Fast Color Eyelet Co., Boston, Mass. ~ 
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TANNERS OF CABRETTAS 
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HE well-known “Hall-mark” of the Tire Sole Line—The White Top Binding and 
the Pure White.Sole. These features mark the genuine. 


DON’T LOSE THIS BUSINESS 


The famous Converse Carrier is the most successful heavy-duty-work rubber to 
date. It’s the best business-getter because it meets immediate favor on the feet of the 
consumer—he finds it wears longer. Made in 

both Red:and Black. 


Besides the Carrier, the Tire Sole Line com- 
prises boots, pacs, leather tops and all-rubber 
gaiters. If your stock doesn’t include a rep- 
resentative assortment of this remarkable rub- 
ber-shoe line, you’re cheating yourself of a 
steady stream of business. 


Be sure to see this Carrier and other strong Converse Specialties at 
our booth at the Chicago Style Show, Room 622, Palmer House. 


CONVERSE RUBBER SHOE COMPANY, Malden, Mass. 
Makers of 
**Big Nine’’ Outdoor and Athletic Shoes, ‘‘Ace-Hi’’ Mining Boots and Pacs, etc. 


Service Branches: 
New York—142 Duane St. Chicago—618-626 W. Jackson Blvd. 
Philadelphia—20 North Third Street 
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THEO TIE 
made by 
Witherell & Dobbins Co. 


The World’s Leading Patent Leather 


PATENT PARAMOUNT has ARAMOUNT Side Leather 

behind it the experience and is made in White Buck 
knowledge of more than twenty- and also Colored and Black 
five years. Boarded. 


THAYER-FOSS COMPANY s BOSTON, MASS. 
15 and 17 SOUTH STREET U.S. A. 
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CONVERTS 


Pat. 
PENDING 


“THE STRAP-TY” 


Constant repeat orders from all over 
the country attest the popularity of 


the 
“STRAP-TY”’ 
$12.00 Dozen Pairs 
Including Ribbons 
Prices quoted on special materials 


SELLS YOUR 


OPERA 
PUMPS 


TAKES THE SLIP 
OUT OF PUMPS 


FOR STREET OR EVENING 
WEAR — 


Two Sizes—All Standard , 
Materials 


PUMPS INTO THEO TIES 
OR BUTTON STRAP SLIPPERS 


“THE *TON-STRAP” 


The elastic under the button-fly 
makes 

“THE °*TON-STRAP”’. 
adjustable. Two sizes. In Patent, 
Dull, Glazed, Brown and White 


_ Leathers. 


$12.00 per Dozen Pairs 
Prices quoted on special materials 


Every Girl or Woman Who Dances Is a Potential Customer for 


‘«“Strap-T ys.” 


ORDER 
NOW! 


“PIECES”? 


TO 


CHANGE PUMPS TO VARIOUS STYLES 


“Strap-Tys” Carry Buckles as Well as Bows. 


ORDER 
NOW! 


AS ILLUSTRATED BELOW 


Line of Side “‘Pieces”’ to meet every 
critical demand. 


Each “Piece” marked as per illus- 
trations, showing the proper angle 
to be sewn on pumps. 


COMBINATION PIECES 


STYLE No. I 


These ‘Combination Pieces” are 

joined over the instep by an elastic 

insert. This style will: carry either 

buckle or made-up bow. 

Price Unbound, 60 Cents Per 

Pair. 50-Pair Lots at 55 Cents. 
For Binding, Add 10 Cents 


Made in Patent, Dull, Glazed, Brown and White Leathers 


BUTTON STRAP PIECES 


STYLE No. II 


Prices: Unbound, 75 Cents Per 

Pair; 50-Pair Lots, 70 Cents Per 

Pair. For Binding, Add 15 Cents 
, Per Pair 

Prices quoted on Buckles or Made- 


| LOUDEN MFG. CO 








Prices: Unbound, 55 Cents Per 
Pair (4 Pieces); 50-Pair Lots at 
50 Cents Per Pair. For Binding, 


Add 10 Cents Per Pair 
THEO TIE PIECES 


STYLE No. II 


EAR PIECES 


STYLE No. IV 
Prices: 40 Cents Per Pair; 50- 
Pair Lots at 35 Cents Per Pair 
(4 Pieces to a guia Unbound 
y 


-, 2980 West Pico St., Los Angeles, Cal. 
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OUTING SHOES 





7 . . . . 
" Penn it titan Alterman 





Men’s and Boys’ Oxford. Brown or White Duck 
Uppers. “Camco” process soles and heels. 
Men’s, 5 to 11 
Boys’, 2% to6 


This shoe is one of many patterns in the latest and best line 
of outing shoes. All the stylish features desired, with wear 
and dependability at minimum cost: 


Orders Accepted For Immediate Delivery 


CAMBRIDGE RUBBER COMPANY 


MANUFACTURERS 


CAMBRIDGE, MASS. 
































a Oeleiielieas : 
GUN METAL - NUBUCK 
ss) NGI B) VAN (@) \] Bo LO] = . 


COLORED GUN METAL SIDES 
Point the Way to Profit 


This leather looks so good and behaves so well in service 
that you can make it the source of ever increasing numbers 
of satisfactory sales. 


There’s a strong tendency at present toward the medium 
priced shoe, and GUN METAL SIDES make a really ex- 
ceptional value, both in appearance and experience, with 
which to capture and hold trade. 


You'll make no mistake if you specify a liberal supply of 
shoes cut from GUN METAL SIDES, the premier side 


leather stock. 
COLORS: 


Chippendale Coco .Mahogany Brown Cherry Tan 





“Lawrence Leathers 
are 


Reliable Leathers” 


A. C. LAWRENCE LEATHER Co. 
161 SOUTH STREET, BOSTON ~ 


NEW YORK - CHICAGO - ROCHESTER - ST. LOUIS 
CINCINNATI - GLOVERSVILLE 
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‘T BELLEVUE~STRATFORD HOTEL 
EXHIBITORS 


Kuhn-Pavord-Wilks Shoe Co. Lindner Shoe Co. 

United States Rubber Co. Smaltz-Goodwin Co. 

Robt. H. Foerderer, Inc. Buek & Company 

Dungan, Hood & Co., Inc. Ziegler Brothers Co. 

Castle Kid Co., Inc. Elkin Turn Shoe Co. 
Perkins & McNeely _ Quarryville Shoe Co. 
French Beading & NoveltyCo. Girard Shoe Mfg. Co. 
Goodyear Tire & Rubber Co. Grieb Shoe Mfg. Co. 
Phila. Last & Pattern Co. J. Edwards & Co. 

Nahm Brothers Kiddy Shoe Service, Inc. 
Mrs. A. R. King, Inc. C. C. Kempton & Son, Inc. 
Ferris Shoe Co. Armstrong Cork Co. 

Lenox Shoe Co. Franco-American Bead. & Nov- 


A. S. Kreider Co. elty Co. 

J. R. Newton & Co. Standard Kid Mfg. Co. 
Croxton, Wood & Co. Howard S. Rue & Co. 
Laird, Schober & Co. R. D. Smith & Co. 


Hallahan & Sons, Inc. Keystone Leather Co. 

Carlisle Shoe Co. Schoellkopf & Co., Inc. 

Harrisburg Shoe Mfg. Co Barke-Gibbon Co., Inc. 
ths + Donald Shoe Co. 


C. S. Gibbon Co. rm A 


H. B. Hanford Co., Inc. Amalgamated Lea. Co., Inc. 
Burk Bros. New Castle Lea. Co., Inc. 


~ H.B. Altenderfer Roney & Berger Co. 


JULY 19-20, 1920 
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PUPPET AGC U CET ET TERETE PEPE eee 


You Will Need Us 


in September 


ATUL ETUC T TT IT ELST ITE Ee TT I 9) 


me 


amas retailers openly say they expect 


to buy from stock more than ever this 


Fall. 


QUOC ST 


But there’s a limit to the boot stock ob- 
tainable if all the stock orders come at once. 


We never figure our prices on the top of 
the leather market. In fact we believe it 
our duty to our customers not to buy at 
the top. 





Our stock styles carefully selected with the 
experience of twenty years to guide us 
are a safe and sane proposition. 


: 
| 
| 
= 
| 


LO 


So Better See Us 
in July 


LL UU 


Williams, Clark & Company 


Women’s Welt Shoes Exclusively Made in Lynn 


Boston Office - = 183 Essex Street 
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PIED PIPER SHOES 


ON DISPLAY AT 
ESSEX HOTEL 


BOSTON | 


July 19 to 24 


997—Hicut Blucher for Boys and Little 
Chocol: Elk Upper, Footform 


its, ate 
Last. C, D and E widths. Sizes 6 to 8; 


971—Made in Nut Brown Elk, Mahogany 
8% to 12; 12 to 2. 


Lotus or Smoked Elk, on either Modified 
English or Footform Last. B, C, 
E widths. Sizes 12% to 2; 2 to 8. 


485—Mahogany Kip, Button and Lace. 
C, D and E widths. Sizes 5 to 8; 8% to 12; 
12% to 2. Also made in Smoked Elk, Nut 
Brown Elk, Pearl Elk, Gun Metal, Bright 
Horse, Patent Colt. 


Eastern merchants, as well as 
Visiting dealers from the West, will FEATURES THAT 
have an opportunity of seeing sam- | 
ples of these popular shoes at Bos- SELL ! 
ton—during the week of July 19. 

PIED PIPER Shoes have distinc- - Best Oak Bend Out- 
tive exclusive features. soles! 
A . Patented Double 


You can carry a smaller stock Layer Insoles! 
and have greater turnovers! The States Gems tindns! 
prices distinguish REMARKA- : Bee P 7 

. Nail-less Heel Seats! 


BLE VALUE. 
' ; . Perfectly smooth in- 


Be sure to investigate the PIED side! 
PIPER line. It means larger " Flexibl i : 
profits in your children’s depart- . a 
ment. Merchants who cannot visil . Popular prices! 
Boston are invited to write for cata- 


log, prices, samples and other data. 
FRANK H. TAYLOR 


-in charge of display at Essex Hotel 


Manufactured Exclusively by 


Matathon Shoe 


WAUSAU - - - - WISCONSIN 
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PRICE REDUCTIONS for FALL 


We Have Always Given Our Customers the Benefit of Our 
Lowest Prices and We Shall Continue to Follow This Policy. 


On June 14 we advised our customers that on all orders shipped on or after that date there would 
be price reductions, which we quoted. 


We told them that their Fall orders would be shipped at our lowest prices, and that they. would 
have shoes next Fall at prices considerably under corresponding grades. 


We told them also that their Fall orders would be cut from four to six weeks before shipping 
=e, and that the only thing for them to worry about was whether they _ ordered enough 
shoes 


Pennington Shoes will always be found priced well under the market, for we have eliminated 
the frills and feathers, and are making quality shoes each and every working day. 











“QUALITY WITHOUT QUALIFICATION 








Men’s Welts 


























Brown Novilla Kid.. $7.40 


These shoes represent honest values Wine Calf. -.++ 6.50 
t prices that allow the merchant to Black Novilla Kid. . 
Qt prices Mahogany Calf..... 


retail them at from six to ten dollars Black Surpass Kid.. 


—. nd make money. Black Mat Calf.... 
- y : Lotus Calf. 

° Wauk Cone. .c.; 
The result of all this has been that our ’ Vogel's 


the merchant who ordered Penning- Calf, Color 15.... 
Sh fi Fall . . ed th th Brown Pony Kid. oe 
NEARLY 100% OF OUR ton Shoes for 1s convinc at he Mahogany 


ORDERS CALL FOR will get two things—good shoes and Black Pony Kid.... 
*GOOD YEAR WING- a square deal. Mahogany 
FOOT’? HEELS. Gun Metal 




















Pennington-Crowell Shoe Co. 


Specialty Manufacturers of Men’s Fine Welts 
MANCHESTER .3- 33 NEW HAMPSHIRE 














The ORIGINAL 
Full Grain 
Glazed Horse 


IN BLACKS 
IN COLORS 





Strong as Horse 


-— Soft as Kid 


Demand the ORIGINAL GLAZED HORSE 








ARISTOS KID from your shoe manufacturer 





Manufactured solely by 


B. D. EISENDRATH TANNING CO. 


Chicago Tannery Boston 


130 N. Wells St. RACINE, WISCONSIN 195 South St. 




















THE 


Eleven Inch Boot, Brown Kid Vamp and Straps, Brown 
Nubuck Top, three and one-half inch Vamp, Imitation 
Straight Tip, Close Trimmed Imitation Turn, 18/8 Louis 


Heel. 





Made also in Black Kid Vamp, Black Suede Top. 
Black Patent Vamp, Black Mat Top. 
Same Style in Nine Inch Top. 


Retailing at popular prices. 
Write for Quotations. 
The John Fenton Shoe Mfg. Co. 
Columbus, Ohio 
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FOR ALL OCCASIONS 


IN STOCK 


RARARAR 


ARAR 


SVSVSVENVSVESY 


Stock No. X349—White Reignskin Eclipse Tie, 114- 
inch Baby Louis Wood Covered Heel, Regular Sole. 
Ready July 10th. Price $5.50 


VISITORS to the Chicago Shoe Style 

Show during week of July 12th— 
See our display at Room 1115, 20 W. 
Jackson Boulevard, The Great North- 
ern Building. 


VISITORS are welcome at our ex- 
hibit at the Boston Style Show, July 
20th-24th, Booth 92. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


E. T. Fogg J.P. Murphy J Shaw M. C. Oberdorfer 
Boston New York el Chicago 
183 Essex St 851 Marbridge Bidg. 600 Denckla ze —— Blvd. 
reat Bidg. 
ey tty ee inet ng YP Fred Fuhrmen 103 Yoree Se 
. Ala. ansas City, Mo. ‘ 
537 Ridge Bidg. Rizal Peag yA vg Mexico Room 7, Toronto, P. 
All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 


Prices and Deliveries Not Guaranteed 


Vasvavestes 


SS 
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of finish to Kosmo 


L.AGOOS &CO, Ie 
68-72 SOUTH ST BOSTON, MASSACHUSETTS 


That’s the kind of kid that will pay you to build 
shoes of—a leather that wears as well as it looks. 


what appears on the surface. 





- Lynn, Mass 


Tannery ° ~- 
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Rueping’s Upper Leathers 
are doing what you have 
always wanted upper 
leather to do 


Make snappy, comfortable 
and serviceable footwear 


<> KEI 


Full nich colors, tight break and a mellow, rubbery feel, 
_ with each skin well worked out. 


I Calf —Veals-— Sides 


in smooth and boarded finishes. Black and conservative colors. 


EER 
do dbe> 
Praise) 


euiaianREsD 


REG. U.S. PAT.OFF 


Fred Rueping Leather Company 


Fond du Lac, Wisconsin 


. Established 1854 
— BRANCHES — 
BOSTON CINCINNATI MILWAUKEE ST. LOUIS 


NEW YORK CHICAGO SAN FRANCISCO 
MONTREAL NORTHAMPTON, ENG. 


cs] 
4-4) >> 
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How Many Times Can You 
Make a Dollar Turn Over? 


Big money is made in the constant turnover of small investments. 
Under the X-L Combination Last Shoe plan you get your regular mark-up a fast turn- 


THE KROHN-FECHHEIMER COMPANY’S 


Easy (ombinati OM Feature IN 


Fitting 


over profits. 


Look at your market. An authority claims 
95 per cent of all women can be fitted with 
Combination Last Shoes. 


Think of the comfort you can guarantee to 
that multitude who need Combination Last 
Shoes—those women who have, for illustra- 
tion: (C) ball, (B) instep, and (A) heel. Per- 
fect fitting, perfect comfort, makes regular 
customers out of them. 


Small capital involved. Your initial in- 
vestment need not be large; and it can be 
kept at a minimum because X-L Combination 
Last Shoes are carried in stock—always avail- 
able upon a few hours’ notice. 


It is a staple business. You don’t have to 

No. 2709—Combination Last, glazed worry about style changes. You have no No. 2710—Combination Last, glazed 
kid, welt, 8-inch boot. % foxing, 148 odds and ends left over at the end of the sea- kid, welt, 8}4-inch boot. 3% foxing, 
straight heel, straight glazed tip. son. You don’t Rave to sacrifice any profits. ay straight heel, imitation straight 
Price, $8.50 Your clerks will appreciate the additional Price, $9.25 

selling arguments provided by the extra 

comfort and fitting features that Combina- 

tion Shoes have over regular last shoes. 


Four feature shoes—wonderful fitting mod- 
els—make up the X-L line. These four styles 
will cover a wide range of your requirements; 
each a distinct style for a distinct class of 
trade. 


Write for Folder Describing X-L Combination 
Last Line 


THE 
KROHN-FECHHEIMER 
COMPANY | 


No. 271 Combination Iast, etzed Combination Last Department —_Na- 2712—Combination La, glazed 
straight heel, straight glazed colt tip. CINCINNATI ae tee ge Ae OHIO 12-8 straight heel, straight glazed tip. 


Price, $7.50 Price, $8.25 
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OFFICIALLY ORGANIZED, he Xx 

Conducted and Endorsed. / fy MECHANICS BLDG. 
x BOSTON 


of the highest im- m\ Soo, F 
portance to merchants 

and others, who are 

cordially invited to 

attend. 








FOR INFORMATION 
on Hotels, Travel, Market 
Facilities and Exhibit Space, write 


CHESTER I. CAMPBELL, Mgr. 


NATIONAL SHOE AND LEATHER EXPOSITION 
and STYLE SHOW, Inc. 


5 Park Square, Boston, Mass. 
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White Shoe Sales Are Normal 


Merchants who have stocked staple white shoes have 
found the demand for them increasing day by day. 
RIGHT NOW THE VOLUME OF SALES IS-NORMAL, 
and all indications point toward a sound white shoe 
business throughout the Summer. 


The styles here illustrated are STAPLE, APPROVED 
styles. They are In Stock, so you need order only a 
few to convince See and then come back for 
more. 


IN-STOCK 


NO. 7305 ae a NO. 9314 


WHITE BUCK BROGUE, MILITARY WHITE OSTEND CLOTH OXFORD, 
HEEL—WING TIP, SPORT MODEL— MILITARY HEEL—WIDTHS: A 
‘WIDTHS: A TOD, TO D, 


$6.25 $4.50 


NO. 7314 


SAME AS NO. 9314 IN WHITE BUCK— 
MILITARY HEEL—WIDTHS: A TO D, 


$6.25 


HUGHES & TANSEY, Inc. 


Sales Office and Stock Rooms 
128 SUMMER STREET, BOSTON 9, MASS. 





If Aladdin 
Were 


Alive Today 


All he would have to do would be to rub his lamp. and—Presto!—you would 
have exactly the shoes you want for Fall on the day you place your order! 





But— , 
We have no Aladdin in our factory! We wish we had, for it would save us 
an endless amount of time, worry, money and labor. We could both get to- 
gether on Labor Day, decide your trade requirements, and the next day yop . 


would be selling your shoes! Happy dreams! 


As it is, we must be allowed at least two months to make up our Fall orders, 
and we suggest that you figure your Fall requirements immediately so as not 


to be caught short when your customers are ready! 
Don’t figure on Aladdin! He is only a memory! And action is not built on 
memories! 


Our salesmen are ready with our Fall line. Are you ready to talk business? 


Say when! 


P. J. HARNEY SHOE CO. 


Factory: Lynn, Massachusetts 
In-Stock Department 78 Lincoln St., Boston 


Ce, Shoes You Order Are the Shoes You Get” 
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FRED S. PARMENTER 


SUPT. NO 2 FACTORY. CAMPELLO 


FRED C. HOLLIS MARTIN H. WILLIS 


SUPT. NO. | FACTORY. CAMPELLO SUPT. NO. 3 FACTORY. CAMPELLO 


LOUIS H. CARR 
GEN. SUPT. MEN'S FACTORIES 


JAMES H. KENNEDY CHARLES A. WILLIAMSON 


SUPT NO. 5S FACTORY. NORTH ADAMS 


SUPT NO. 4 FACTORY. MIDDOLEBORO 


| 
| 


; : WILLIAM L. MERRILL 
ERNEST N. BEMIS GEN. SUPT. WOMEN’S FACTORIES 
SUPT. NO. 6 FACTORY. EAST WEYMOUTH 


A. EVERETT CUSHING 


SUPT. NO 9 FACTORY. BOSTON 





WILLIAM F. WASHBURN HENRY 8. WHITCOMB 


SUPT. NO. 10 FACTORY, ROCHESTER. N Y SUPT. NO. 1) FACTORY. CAMPELLO 


THE SUPERINTENDENTS OF THE WALK-OVER FACTORIES 


GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
‘ CAMPELLO, BROCKTON, MASs., U. S. A 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE 
WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 
St]! ne 
TOT 

a Pa — aN oN 
. n 4, \ a |p 
f co (ere en 
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SO 
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Attend the National Shoe and Leather Exposition, 
Mechanics Building, Boston, July 20 to 24 
’ and do not fail to 


Call at Booth No. 91 


LET US SHOW YOU some of the new features appearing in our latest line of samples. 
You can always find features in our line never shown by any other concern making 


our grades. 
LET US SHOW YOU our new WOMEN’S line of medium-priced shoes. 
LET US SHOW YOU samples of our discontinued Stock Styles, on which we can 


quote you especially attractive prices. 


CALL EARLY BEFORE OUR STOCKS ARE BROKEN 





Yona > CSM 
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Here is one of the 
styles—DOVER 
LAS T—made in 
both Gun Metal 
and Dark Cordo 
Tan. 


1-4 dozen 
$4.65 
5-9 dozen 
$4.45 


10 dozen up 


$4.25 


yon 2-5 











LOOK FOR THE BEACON LIGHTHOUSE. YOUR FRIENDS WILL BE THERE 
F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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18 South Wells St. ee Manchester 
Chicago, Ill. a ee New Hampshire 
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E make quality ‘‘Mary Jane” 

pumps in big volume — un- 
der a system of economies that 
saves our customers money. 


eH He H 


Last season we were so flooded with 

orders that we were obliged to re- 

fuse many—even with our large 
- capacity. 


HH He & 
Freight embargoes, storms and strikes 


delayed us in deliveries. These we 
could not foresee or avoid. 


~ He & 
Now we are getting set to make 


for next season 
—more “Mary Janes” 


—still better ‘Mary Janes” 
—at lower prices than ever. R E T A J L E R S 
~~ KF 


Our factory will operate straight : ; 
‘through the summer to full ca- | your jobber’s hands 
pacity, and we advise all whole- . at once, or write 
salers who are interested to place 
their orders without delay. us for the nearest 


stece 











Get your order in 














ee o one to you who sells 
Don’t oblige us to refuse your or- our MARY JANES 


der later. 








Lyons and Hershenson, Inc. 
Chelsea, Mass. 


Boston Office ja % 207 Essex Street 











* 
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Intellect 
The appeal to the in- 


tellect, so tec in Educator 


advertising, has imbued our 
readers with the conviction that they need 
Educator Shoes and in buying them they 
do not merely believe,—they know Educator 
Shoes give honest service and real foot com- 
fort. That is why they are in such uni- 
versal demand. 


The Rice & Hutchins Companies 
Distributors of Educator Shoes 


192 Duane Street, New York City 90 South Pryor Street, Atlanta, Ga 

233 W. Monroe Street, Chicago, Ill. Joseph I. Meany & Company, Inc, 

1025 Washington Ave., St. Louis, Mo. 16 North Fifth St., — delphia, Pa. 

Cor. Third & Race Sts., Cincinnati, O. The Atlas Sho Co '?~ ay, 

210 St. Clair Ave., N. W., Cleveland,O. 614 Atlantic Avenue, Bosto: Mass. 
101 Hopkins Place, Baltimore, Md. 


Rice & Hutchins, Inc. 
10 High St., Boston, U. S. A. 





EDUCATOR 




















